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Public Information 
Office Is Organized 
By Connecticut Cos. 


16 Insurers in All Fields Form 
Association to Give Public Full 
Facts About Insurance 


EXECUTIVE GROUP NAMED 


North, Beers, Wilde, Heard, Bar- 
tels Members; Ahearn Named 
Mer. of New Association 











Insurance companies of Connecticut 
announce formation of a new associa- 
tion, the Insurance Information Office 
of Connecticut. The new organization is 
jormed by 16 Connecticut insurance 
companies with domestic charters and 
home offices in that state. It will serve 
as a public information center for the 
state’s insurance industry and will at- 
tempt to maintain an understanding by 
the people of Connecticut of the insur- 
ance business, its accomplishments and 
its problems. 

Francis T. Ahearn, a staff member 
of The Hartford Times for 22 years and 
its city editor for the past 11 years, will 
be the manager of the association. 


Executive Committee 


An executive committee of senior offi- 
cers of five of the companies has been 
elected to serve as the governing body 
of the organization. They are John A. 
North, president, Phoenix of Hartford, 
chairman; Henry S. Beers, president, 
Aetna Life Affiliated Companies; Frazar 
B. Wilde, president, Connecticut Gen- 
eral; Manning W. Heard, vice presi- 
dent and general counsel, Hartford Fire 
Insurance Group and first vice presi- 
dent and general counsel, Hartford 
Accident and Indemnity; and Millard 
Bartels, chairman, imsurance executive 
committee of The Travelers and vice 
president and general counsel of that 
company. 

Included in the functions of the public 
information office, outlined in articles of 
agreement, will be: “To serve asta pub- 
lie information center, to prepare infor- 
mation and education material concern- 
ing the role of the insurance business 
as a major beneficial influence in Con- 

~ ’ 4 
hecticut's economy; to organize and 
Maintain an active speakers’ bureau; 
to arrange participation in public service 
Programs relating to health, safety and 
Preservation of property.” 


(Continued on Page 30) 
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UNITED LIFE’S NEW 
RETURN OF PREMIUMS RIDER 
IS NOW AVAILABLE WITH 





MODERN 


UNITED LIFE 
ao] fot | Se 


© either RP20 (20-year Plan) or RP65 (Plan to Age 65) 
© with either rider on a basic policy, all premiums paid 
PLUS full face value of policy will be paid in event 

of death 
Get full details now! UNITED LIFE 
AND ACCIDENT 


INSURANCE CO. ESTABLISHED 


CONCORD, 1913 
NEW HAMPSHIRE 





Write H. V. Staehle, Jr., C. L. U., Field Management 
Vice President, United Life, 10 White St., Concord, N. H. 


STATES SERVED: CALIF., CONN., DEL., D. C., ME., MD., MASS., 
*MICH., N. H., N. J., N. C., *OHIO, *PENNA., R. I., S. C., VT., VA. 


*General Agency opportunities available. 
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$5.00 a Year; 25c. per Copy 








Northeastern Life 
And Mount Vernon 
Merged This Week 


Herbert L. Hutner President and 
Lawrence L. Monnett, Jr., Exec- 
utive V.P. of New Northeastern 


$680,000,000 IN FORCE 


Headquarters Will be in Mount 
Vernon, N. Y.; Elect New 
Board of Directors 








Announcement of the merger of Mount 
Vernon Life Insurance Co. of Mount 
Vernon, N. Y., and Northeastern Life 
Insurance Co. of New York City, was 
announced this week by Herbert L. Hut- 
ner, president of the Mount Vernon and 
Lawrence L. Monnett, Jr., president of 
Northeastern. The combination of the 
two companies, which will be known 
hereafter as Northeastern Life of New 
York brings about an insurance organ- 
ization with assets of more than $8 mil- 
lion and life insurance in force in ex- 
cess of $680 million. Home office will be 
in Mount Vernon. 


Officers of Merged Companies 


President of the new company is Mr. 
Hutner and executive vice president is 
Mr. Monnett. Lester Osterman, Jr., a 
former director of Mount Vernon, be- 
comes chairman of the executive com- 
mittee, Other officers follow: 

William Smith, secretary-treasurer ; 
Harold E. Rieve, general counsel; and 
Richard W. Ellsworth, superintendent of 
agencies, all of whom served Mount Ver- 
non in a similar capacity. 

At a press conference and luncheon 
held in Waldorf Astoria Hotel on Mon- 
day of this week President Hutner said 
that Mount Vernon stockholders retain 
81.66% of the new company while stock- 
holders of the original Northeastern 
Life will have 13.34%. Among those 
attending the luncheon was Bertil af 
Jochnick, president of Atlas Reinsurance 
Co. and managing director of the Trygg 
Life and Fire Insurance Co., both located 
in Stockholm. Mr. Jochnick, who flew 
over from Sweden to attend the lunch- 
eon, said the Stockholm companies (the 


Trygg group) w hich had a large number 
of shares in the old Northeastern had 
voted its shares to go along with the 
consolidation. 


Former Operations of the Companies 


In addressing the luncheon Mr. Hut- 
ner said that Mount Vernon presently 
has more than 16,000 policies in force 
covering approximately 300,000 persons 
Much of the business of Mount Vernon 
is in Group insurance. Northeastern, 
which started business in 1953, special- 
ized as originally organized in a selected 
line of tested policies sold exclusively 
through brokers. “It will not conflict 


(Continued on Page 4) 
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e writes 
with a 


firm hand, too 


When he signed the Declaration of Independence, 
John Hancock wrote with a firm, strong hand. 
Today the John Hancock agent also writes with a firm hand in 
prescribing for his clients. He does this because 

he has been carefully chosen and soundly trained, and he has every 
modern facility of the Life insurance business in his grasp. 
Sureness — knowledge — Life insurance policies for every 

need — these are basic reasons why John Hancock agents can 
prescribe with a firm hand and sell consistently 

larger amounts of needed insurance. 
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Growing Demand For Management Books 


rhe demand for books on salesmanship and on management continues 
jo interest publishers as well as merchandisers, judging by the number of 
these volumes coming from the presses. One of the principal daily papers 
in the United States receives for review 10,000 books a year, of which quite 
a nwiber are on the topics mentioned. All of them have some appeal, one 
hope of each author being that his book will captivate a sales chef execu- 
tive of such a big organization as General Motors, du Pont, General Electric 
or General Foods, and that 30,000 of them will be distributed by such a 


corporation. 


Biggest selling books seem to be those of the Do-It-Yourself variety, 
telling how to make out an income tax return, how to build a home; how 
io grow a successful garden, or how to do more fancy cooking. In the insur- 
ance field, outside of salesmanship and management area, a number of books 
on actuarial science and pensions are constantly appearing. 

The Eastern Underwriter prints herewith reviews of books recently sent 


it by publishers : 


How To Sotve MANAGEMENT 
ProBLEMS, by Charles A. Cerami is 
a new approach to the art of man- 
agement, for all levels from super- 
visor to president. Part I—a Basic 
Formula for Problem Solving — has 
the following chapter headings : Solv- 
ing Problems is Your Business; 
Seven Questions That Clarify Any 
Problem; How to Analyze a Prob- 
lem; [‘liminate the Irrelevant ; Reach- 
ing the Right Conclusion; How to 
Make Your Decisions Stick. 

Part II gives Six Special Tips for 
Difficult Situations ; tells how to think 
fast under pressure; how to guess 
wisely and how your troubles can be- 
come triumphs. Part IIT, Tested 
Techniques for Special Problems, 
discusses key to better human rela- 
tions, how to get more results from 
time and effort, the commonest pit- 
falls and gives short cuts for solving 
ten major problems. 

Mr. Cerami is special assistant to 
the vice president of Austenal, Inc.. 
is a member of three management 
committees that direct operations of 
its five widely separated plants. He 
has been Washington editor of lead- 
ing business magazines and is author 
of “Successful Leadership in Busi- 


ness.” Prentice-Hall Inc. is the pub- 
lisher, 


How to Grow IN MANAGEMENT, 
by James Menzies Black, gives a pro- 
gram for developing managerial po- 
tentialities to the fullest through con- 
tentration on the five functions which 
constitute the integrated whole of a 
mManager’s responsibility: self-evalu- 
ation, human relations, decision- 
making, delegation and communica- 
tions. The book is a road-map for 
the man who wants to advance in 
Management and outlines the basic 
Principles that successful executives 
have followed. Divided into four 
parts, it gives full treatment to the 
broad principles of leadership; an 
analysis of the human relations fac- 
lor in executive ability; decision- 
making, the executive’s main job: 
and Communications, the talent of 
self-expression. 

Mr. Black has been associated with 
‘uch companies as the Pennsylvania 
Railroad, the Daystrom Corp., Amer- 
«an Management Association and 





Associated Industries of Cleveland. 
It is published by Prentice-Hall Inc. 


Lire INSURANCE SALES .MANAGE- 
MENT, edited by Dan M. McGill, 
is a new volume in the Huebner 
loundation “Lecture” series, and 
deals with one of the most vital 
phases of any business undertaking 
—sales of the finished product. It is 
divided into three parts. Part I has 
to do with sales organization and has 
articles by Charles J. Zimmerman, 
Paul A. Norton and A. Rogers May- 
nard. Part II, on Sales Planning, 
consists of lectures by Valentine 
Howell, W. R. Jenkins, Alfred N. 
Guertin, Charles H. Schaaff and Wm. 
Fugene Hays. Part III deals with 
creation and maintenance of a sales 
force, lecturers being Harold I. 
Weir, Edmund L. Zalinski, Stanton 
G. Hale and Vincent B. Coffin. Pub- 
lisher is Richard D. Irwin, Ince., 
Homewood, III. 


Tue “How” oF SuCCESSFUL SALES 
MANAGEMENT, by Merrill De Voe, 
tells how to hire potentially top sales- 
man; motivate them with vital incen- 
tives; provide them with efficient 
tools; make the best of their talents; 


plan productive sales aid; run suc- 
cessful sales meetings; plan prod- 
ucts and packages and administer 
sales territories. Prentice-Hall, Inc., 
is the publisher. 

How to MAKE THE Most oF YOUR 
SacEs TERRITORY, by Julius H. Katz, 
is written especially for career sales- 
man. A large part of the book is de- 
voted to such topics as: What to 
know about a territory—where to get 
information—how to prepare for a 
new territory—how to explore and 
expand it, and how to analyze terri- 
torial conditions which affect sales. 
Julius Katz has been engaged in’ sell- 
ing since before his 19th birthday as 
a salesman in European countries as 
well as in the United States. The 
book is published by Prentice-Hall, 
Inc., Inglewood Cliffs, N. J. 

QUESTIONS AND ANSWERS ON 
MopErN SELLING TECHNIQUES, by 
Charles B. Roth is described as the 
fast scientific way to discover and 
use the up-to-the-minute selling tech- 
niques that are working for salesmen 
throughout the country. Under 18 
broad categories Mr. Roth asks and 
answers over 400 questions covering 
the entire technique of selling. Under 
the heading of ‘““How to Find Pros- 
pects,’ for instance, there are 26 
questions and answers. Charles B. 
Roth is president of Charles B. Roth 
and Associates, sales and public rela- 
tions analysts. In his foreword he 
tells how he came to use this format 
in writing the book: “I don’t know 
how many thousands of times a sales- 
man would take me aside after a 
meeting and ask if I’d discuss his 
particular problem with him. It ‘oc- 
curred to me that a book made up 
entirely of questions and answers 
would be the kind of book a salesman 
could use.” This is also a publication 
of Prentice-Hall. 





FIDELITY MUTUAL AWARD WINNERS. Shown above are the general 
agents of Fidelity Mutual Life who received the Company’s Agency Building 
Award for 1957. The award was made last week during a three-day agency 
building conference at the company’s home office, in Philadelphia. 


Left to right they are (front row): 


William G. Pierce, CLU, Philadelphia; 


George A. Hatzes, Washington, D. C.; Rufus A. Hunter, Raleigh; George W. 
Kenney, Jr., Los Angeles and Oreon R. Walker, Louisville. (Back row): Russell 
R. Bisbing, Allentown; George N. Charuhas, Miami; William W. Crouse, Jr., 


East Orange; E. H. 


Meyers, Jr., CLU, Detroit; John T. Flanagan, Jr., CLU, 


Philadelphia; Richard K. Marshall, Baltimore; Harold L. Steinkamp, CLU, Mem- 
phis; Lawrence L. Howard, CLU, Boston, and Harry N. Lyons, CLU, Oakland. 





CoNCEPTS OF ACTUARIAL SOUND- 
NESS IN PENSION PLANs, by Dor- 
rance C. Bronson, F.S.A., is pub- 
lished by Richard D. Irwin, Inc., 
Homewood, IIl., for the Pension Re- 
search Council of the Wharton 
School. The book is concerned with 
the problem of examining the rate 
at which and conditions under which 
funds can be accumulated in order 
to assure participants in pension 
plans, both public and private, that 
they will receive the benefits to which 
they are entitled. Today there are 
some 15,000,000 persons covered un- 
der more than 25,000 private pension 
plans. The author narrates area of 
disagreement and synthesizes various 
concepts of actuarial soundness, as 
there is no pat answer to the question 
of when a plan is actuarially sound, 
views differing widely. Mr. Bron- 
son is a [Fellow of the Society of 
Actuaries and an Associate of the 
sritish Institute of Actuaries, and 
for the last 15 years has been with 
the Wyatt Co., Washington, D. C. 


Your IamMILy WitrHout You, by 
N. R. Caine, CPA., gives the best 
ways to plan and arrange your affairs 
to assure the maximum income and 
protection for wife and children. The 
book tells how to save taxes; the 
place of insurance in over-all plan- 
ning, the amount of security in 
trusts; how to handle gifts to every- 
one’s advantage and gives other 
points on how to provide the greatest 
amount of security for the family. 
It describes how to dictate the man- 
ner and amounts in which property 
should be distributed to families and 
other beneficiaries ; how to reduce to 
a minimum expenses which are con- 
nected with distribution of property. 


Mr. Caine is the founder and head 
of his own firm of Certified Public 


Accountants with offices in New 
York, Philadelphia, Washington, 
D.C., Los Angeles, London and 


Paris, and is the author of several 
books. Publisher is Crown Publish- 
ers, Inc., 419 Fourth Avenue, N.Y.C. 


CONSUMER CREDIT INSURANCE, by 
Daniel P. Kedzie, is sponsored by the 
Consumer Credit Insurance Associa- 
tion and published by Richard D. 
Irwin, Inc., Homewood, Ill. The 
book deals solely with the subject of 
consumer credit insurance, one of the 
fastest growing, controversial and 
interesting forms of insurance. It 
considers consumer credit life and 
accident and health insurance and 
examines both the Group and Ordi- 
nary policy systems of marketing. 
The author is assistant professor of 
insurance at Marquette University 
and was former insurance examiner 
of the Wisconsin State Insurance 
Department. 


On the light side, Larr INsur- 
ANCE, by Larry Shields, is a collec- 
tion of insurance humor, covering 
life insurance, accident and _ health, 
automobile, fire and marine insur- 
ance, burglary, retirement, maternity, 
farm, livestock and animals, agents 
and policies and is illustrated with 
pen and ink drawings. Mr. Shields 
is an estate analyst. The book is 
published by Vantage Press, Inc., 120 
West 31st Street, N. Y. C. 
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Northeastern Life 


(Continued from Page 1) 
with Mount Vernon’s present 
situation,” said Mr. Hutner. 

The merger is the first that has been 
made of New York State companies in 
almost a quarter of a century. The 
merger at that time was the Brooklyn 
National Life with United States Life. 


Northeastern Licensed in 15 States 


agency 


The new Northeastern Life is licensed 
to sell in 15 states: New York, Delaware, 


LAWRENCE L. MONNETT, JR. 


Florida, Illinois, Indiana, Kentucky, 
Louisiana, Maryland, Michigan, Missouri, 
Ohio, Pennsylvania, Texas, Wisconsin 
and Virginia. Also, in District of Colum- 
bia. 

Mr. Hutner said Northeastern and 
Mount Vernon had pointed the way in 
first contracts to meet modern demands. 
Among them he listed: A special policy 
for women in New York State, based 
upon the fact that women, living longer 
than men, are insured at lower rates; a 
low guaranteed cost life policy with a 
$10,000 minimum; a short to-the-point, 
no small type policy, easy to read and 
understand; a whole family plan; a chil- 
dren’s policy annual cash value of which 
exceeds annual premium from 13th year 
on; a preferred risk endowment at age 
90 with the first year cash value equal to 
full reserve. 

Board of New Company 

Members of the new Northeastern 
Life board of directors are: 

Courtenay N. Aten, vice president, U. S. To- 
bacco Co. 

Lyman 
tee. 

_ John Stuart Dudley, partner in New York law 
firm. 

Chester O. Fischer, a director and member of 
Advisory Committee, Massachusetts Mutual. 

Ray Garrett, partner in Chicago law firm 
with which James F. Oates, Jr., Adai E. Steven- 
son and J. Edward Day were affiliated. 

John A. Hill, president, Hill, Carson & Asso- 
ciates, Toledo. 

Dr. Simeon Hutner, partner of 
Hutner, investment advisers. > \ 

Dr. Harold Korn, member, N. Y. 
of Commerce. 
: Herbert H. 
firm. ‘ i 

Henry W. Otis, vice president, Marsh & Mc- 
Lennan, Inc. 

John C. Pennypackerm, president, Beech Corp., 
New York. 

Marvin J. Silberman, 
Cigar Corp. 

Austin J. Tobin, 
New York Authority. ; é . 

Egbert H. Van Delden, chairman, Economic 
Consultants, Inc., Princeton, N. J. 

S. Samuel Wolfson, president, S. S. Wolfson 
Agency, Inc.. Berkshire Life. 


Bloomingdale, Brown University trus- 


Pulsier & 
Chamber 


Lissner, partner in Chicago law 


chairman, Consolidated 


executive director, Port of 


Also, Herbert L. Hutner, Lawrence L. Mon- 
nett, Tr., Bertil af Jochnick and Lester Oster- 
man, Jr. 


Authorized common stock of the new 
company is 167.781 shares at $4.50 per. 
Careers of officers of the new com- 
pany follow: 
Careers of Officers 
President Herbert L. Hutner, who en- 
gaged in law practice from 1932 to 1940, 





Matar 
HERBERT L. HUTNER 


is a partner in the firm of Osterman & 
Hutner, a director of Universal Products 
Co., Inc., and a partner and director of 
Blair & Co., investment bankers. Law- 
rence L. Monnett, Jr., prior to becoming 
the original president of Northeastern, 
was president of Monnett, Vickrey & 
Eubank, Inc., insurance brokers. William 
Smith was formerly international secre- 
tary-treasurer of American Federation of 
Hosiery Workers and is on advisory 
committee of the Trades Union Fellow- 
ship, Harvard University. Harold E. 
Rieve was at one time attorney with the 
U. S. Department of Labor. Richard 
W. Ellsworth, before going with Mount 
Vernon, was supervisor of field service 
for a Florida life insurance company. 





Arthur H. Bikoff Named 


Sales Congress Chairman 
Charles N. Barton, CLU, Union Cen- 


tral Life, educational vice president of 
the Life Underwriters Association of 
the City of New York, has announced 
that Arthur H, Bikoff, Aetna Life, has 
been named as general chairman of the 


association’s 38th annual sales congress. 
Theme of this year’s affair, which will 
be held March 13 at the Hotel Sheraton- 
Astor, is “Breaking the Sales Barrier.” 
Joseph V. Buck, Northwestern Mutual, 
has been named as vice chairman in 
charge of program advertising and J. 
Robert Wilcox, New England Life, has 
been appointed as vice chairman respon- 
sible for the coordination of committees. 

Andrew F. Kinbacher, CLU, New Eng- 
land Life, will head the publicity com- 
mittee assisted by Paul D. Heyman, 
CLU, Philip Rosenthal and Vera Sun- 
delson. Robert V. McWilliams, Aetna 
Life, is chairman of the attendance com- 
mittee aided by Bernie Albert, CLU, 
Charles N. Barton, CLU, Warren E. 
Clark, Herbert A, Davis, Harold De- 
Mian, J. Walter Dierks, Stephen D. 
Hannigan, James L. Hazelwood, CLU, 
Andrew R. Jacobs, Jay Robert Lauer, 
Edwin Nadel, Alan Press, Frank P. Rab, 
CLU, Harold N. Sloane, CLU, Raymond 
F. Thorne, CLU, William M. Treharne, 
CLU, Richard E. Werner, and Edmund 
P. Wohlers. 

Murray Waldman, Security Mutual, is 
chairman of the reception committee, 
which consists of Charles Anchell, 
Joseph F. Carroll, CLU, Englebert 
Eichengreen, William Harmelin, Joseph 
P. LoTruglio and William M. Treharne, 
CLU. 

Abe W. Eisen, CLU, John Hancock, 
is official photographer and Association 
Managing Director Jack R. Manning 
will direct the publication of the annual 
program book, 





RoBeERT HEINTZ ( Washington National’s 


agent in Mt. Pleasant, Michigan) explains 
the Company’s new Family Plan Policy to 


his wife and eight children 






Bos HEINTZ VOICES THE OPINION OF ALL— The hew Family Plan 
Policy i¢ cure to inereage your earnings’ 


AS PURCHASER OF THE FIRST Family Plan Policy issued by the Washington 
National, Bob recognizes a bargain when he sees it. 

He foresees valuable protection for not only his own family, but also 
for his community’s “New American Families’—those vibrant with 


growing youngsters. 


Agent Heintz knows that this low-cost addition to an already complete 
portfolio of Life and A & S coverages makes a selling career with 
Washington National even better in the years ahead. 

In buying Washington National’s first Family Plan Policy, Bob Heintz 
bought an important stake in the future. 


Write the Director of Agencies for more details fete 


WASHINGTON NATIONAL INSURANCE COMPANY 


EXECUTIVE OFFICES - EVANSTON, ILLINOIS 
* SICKNESS *® GROUP 





Litt *® ACCIDENT 


q. 


® FPRANCHIS! 
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Guardian Has Second 
Philadelphia Agency 





ALLAN W. SONES 


Guardian Life, New York, has ap- 
pointed Allan W. Sones as manager ofa 
second agency in Philadelphia located 
at 5921 Old York Road. 
Frederick 


Also announced 
Was appointment of R. Rut- 


ledge, Jr., as manager at Columbia, 5, C. 


Guardian’s other Philadelphia agency, 
located in’ the Philadelphia National 


Bank Building, is managed by G. Stan- 
ley Hammond. 

\ native of Philadelphia, Mr. Sones 
entered the insurance business with Con- 
tinental Assurance after graduation from 
Temple University. He is an LUTC 
graduate and was president of the 
Cedarbrook Reality Company, a_ real 
estate and insurance brokerage firm in 
Philadelphia prior to his Guardian ap- 
pointment. 

A native of Asheville, Mr. Rutledge is 
a descendant of John Rutledge, first 
governor of South Carolina. He is a 
graduate of University of North Caro- 
lina, and served four years with the 
Army Counter-Intelligence Corps. He 
entered the life insurance field in 1947, 
and immediately prior to his Guardian 
appointment was a general agent for 
Franklin Life in Dallas. 





Steinberg Associates Set 
Monthly Production Record 


Surpassing its previous monthly high 
production record by more than 35%, 
Steinberg Associates, the New York 
Downtown agency of Massachusetts Mu- 
tual Life, established a new record for 
a single month when it delivered $1,064- 
700 in January, according to an an- 
nouncement by B. William Steinberg, 
CLU, general agent. Leading the agency 
in January was Allan E. Kaplan, CLU, 
who personally delivered $317,500. Mr. 
Kaplan is district manager of the agen- 
cy’s Jamaica branch is instructor for the 
LUTC Part II course in Queens and Is 
a trustee of the Long Island CLL 
Chapter. 

Organized in June, 1952, the agency 
now has 21 full-time associates special- 
izing exclusively in advanced program- 
ming, estate planning and business insut- 
ance. Edward L. Berger, CLU, is as- 
sistant general agent and Louis Shott- 
land, brokerage supervisor. 

Mr. Steinberg is co-author of “Prac- 
tical Property Planning—A Workbook 
of Estate Planning for the Life Under- 
writer,” which was published recently. 
He instructs Part I of CLU and the 
estate planning course for the Insurance 
Society of New York, is treasurer o 
New York CLU Chapter and editor 0! 
the Bulletin of the Life Underwriters As- 
sociation of the City of New York. The 
agency moved to its present location al 
225 Broadway one year ago. 
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Training Supervisor For 


Massachusetts Companies 




















A. STOUGHTON 





RALPH 





Ralph A. Stoughton of Manchester, 
N. H., has been named regional training 
supervisor for the Massachusetts Pro- 
tective Association, Inc., and the Paul 
Revere Life in their 12-state eastern sales 
region. 

Mr, Stoughton entered the insurance 
business eight and one-half years ago 
as a producer for Mutual Of New York 
in Portland, Me. Following several years 
of successful personal production he was 
the 
years 


promoted to assistant manager of 
Portland agency in 1954. 
later he was named assistant manager of 
the Manchester agency. 

Mr. Stoughton is a graduate of the 
University of Maine and a veteran of 
World War II. Active in trade and 
fraternal affairs, he is a Mason and a 
member of the Life Underwriters Asso- 
ciation and the Junior Chamber of Com- 
merce, 


Two 


Fidelity Mutual Meeting 


Agency building was the theme when 
more than 30 general agents. of Fidelity 
Mutual Life met recently for a three- 
day conference with the home office staff 
in Philadeiphia, The general agents rep- 
resented agencies in 21 states. 

Glenn A. Stearns, second vice president 
of Fidelity, who chairmaned the sessions 
Which were held at the Barclay Hotel, 
said the purpose of the conference was 
to bring general agents and home office 
personnel together for an exchange of 
ideas and to implement sales and agency 
organization plans for 1958. An address 
by |. A, Roberts, Fidelity Muttal pres- 
ident, was a feature of the first day’s 
business. 

Primary areas for discussion 
selection and recruiting, training 
supervision and agent financing. 

Chairmen for the individual sessions 
were Mr. Stearns, Calvin L. Pontius, 
senior vice president-insurance and Law- 
rence J, Doolin, vice president-agency. 

Formal talks by general agents on the 
subjects under discussion were included 
on the agenda. John T. Flanagan, Jr., 
CLU, Philadelphia, spoke on selection. 
George W. Kenney, Jr. Los Angeles, 
talked on spot programming; William 
G, Pierce, CLU, Philadelphia, spoke on 
the agent’s bookkeeping system; Horace 
5. Smith, Jr., Tampa, gave a talk on the 
activity point system. 

Also on the program was the present- 
ation of agency building awards for 1957 
to general agents in recognition of out- 
Standing results in agency organization 
and development during the preceding 
calendar year. 


were 
and 


BOOK ON CORRECT SPELLING 





Author L. Alexander Mack Deplores 
Growing Lack of Interest in Subject 
Which Should Be Corrected 


Deploring growing indifference and 
lack of interest on the part of many of 
the rising generation in accurate spell- 
ing L. Alexander Mack, publisher of The 
Weekly Underwriter, written and 
published a book bearing the title 
“Learn to Spell Correctly.” It sets forth 
the basic principles on the subject which 
he was taught in his early youth. The 
book is an analysis of the chemistry of 
sound and how to put alphabetical let- 


has 








ters together as the dictionary prescribes 
them. While the book is written up to 
adult understanding there is no reason, 
Mr. Mack believes, why a normal child 
of 7, 8 or 9 cannot learn to spell in 
one term without necessity of 
studying spelling again in later periods 
of life. 


school 


Most helpful chapters are those deal- 
ing with suffixes, prefixes, tricky words, 
words easily misunderstood or 
terpreted. An entire chapter is devoted 
to the suffixes “able” and “ible.” 

The book is published by Insurance 
Press Corporation of 116 John Street, 
New York City, and sells for $5. 


misin- 


Cash Surrender Value Case 


The U. S. Court of Appeals, Fourth 
Circuit, on January 14 reversed a U. S. 
District Court case for the Northern 
District of West Virginia and foreclosed 
a tax lien on the cash surrender value 
of two life policies, They had been 
issued to a taxpayer who had been con- 
victed of tax frauds and fled the coun- 
try to live in Canada. Both policies 
were payable at the insured’s death and 
to his daughter as contingent benefici- 
change beneficiary 


ary with right to 


reserved. 
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THE AETNA LIFE MAN 


The Home Office Sales Development Team no. 1 ina Series 













The men pictured participate in the program of the Home Office 


Schools . . . they and scores of their teammates are specialists in 
some phase of life insurance . . . many have a record of successful 


field selling. 


They are responsible for the Estate Control Plan School, de- 
signed to form a broad foundation in programmed life insurance 


selling . . . the Advanced School which provides important train- 
ing in Estate Analysis and Business Insurance. 

They are responsible for sales tools, selling aids and program- 
ming plans that help assure the success of the tna Life salesman. 
They keep the field force alert to changing conditions which open 
fresh opportunities for more life insurance sales. 

Their experience and follow-through stand behind the A‘tna 


Life man. 





































FETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
AETNA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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CARR AGENCY LED COMPANY 





Awarded Plaque as Continental Assur- 
ance No. 1 Agency in 1957; Malcolm 
Teare Agency Ranked Second 


The David A. Carr Agency of Con- 
tinental Assurance in midtown New 
York has been designated by the com- 


DAVID A. CARR 


1 agency countrywide 
all around results. 


pany as the No. 
for 1957 in 


At the same time Continental an- 
nounces that the H. Malcolm Teare 
Agency, in midtown New York, was No. 


2 agency last year in all around results. 


In achieving national leadership the 
Carr Agency, now starting its tenth year 
as general agents of the Continental, was 
first in the following: Paid-for volume 
(over $17,000,000 last year); premiums, 
amount of commission paid to agents and 
brokers; persistency and agency growth. 

Plaques were awarded to both the Carr 
Agency and the Teare Agency at the 
GAMA meeting last week in Chicago. 





New GAMC Local Formed 


The General Agents & Managers Con- 


ference of NALU has announced the 
formation of its 139th local General 
Agents and Managers Association in 


\sheville, N. C. Officers of the new 
organization, to be known as the West- 
ern North Carolina General Agents and 
Managers Association, are: 

President: D. K. Drum, Durham Life; 
vice president: W. F. Culp, Metropoli- 
tan Life; secretary-treasurer: C. L. 
Whitley, Life & Casuz ilty of Tennessee. 

In making the announcement, Tom 
Lyle Mitchell, Birmingham, chairman of 
GAMC’s extension committee, said that 
an additional three associations should 
be formed within the next month; they 
will be announced at GAMC’s Mid- 
Year Meeting, March 25. 





State Mutual Names Frost 
Manager in Portland, Ore. 


State Mutual Life, Worcester, Mass., 
has named John W. Frost as manager of 
its Portland, Oregon agency it was an- 
nounced by Joe B. Long, agency vice 
president. Mr. Frost is a 1935 graduate 
of Sioux Falls College, South Dakota, 
majoring in economics. He has been a 
resident of Portland since 1937, entering 
the life insurance business there in 1944. 
In 1946 he became a full-time producer 
with Bankers Life and the next year he 
was appointed supervisor with the Ore- 
gon agency. After establishing a new 
agency in Sacramento for that com- 
pany he returned to Portland as assist- 


ant manager, where he had full charge 
of all training activity. He is a mem- 
ber of the Life Underwriters Associa- 


tion and the Lions’ Club in Portland. 





Lincoln National Life 
Has Outstanding Gains 

IN FORCE UP BY $705 MILLION 

Total Now $8,730,000,000; Becsiness Is- 
sued Last Year, $1,350 Million, Sets 


New Company Record 








During 1957, Lincoln National Life 
attained 8 billion and 730 million dollars 
of insurance in force and recorded out- 
standing gains in new business, assets, 
and benefit payments, Walter O. Menge, 
president of the company, an- 
nounced. New all-time highs were 
reached in all four categories. In addi- 
tion, the company reached a new all-time 
high in the amount of accident and sick- 
vess and Group insurance sold during the 
year. 

During the year, Lincoln National in- 
troduced the premium-graduation- -by- 
amount system of calculating life pre- 
miums. The company also introduced an 
automatic bank check method of making 
monthly premium payments, and it 
greatly broadened its program of acci- 
dent and sickness insurance. 

Insurance in force increased more 
than $705 million during the year. In- 
cluded in the total is more than 1 billion 
and 450 million dollars of Group insur- 
ance. 

Total life insurance issued during 1957 
set a new company record at more than 
1 billion and 350 million dollars. Of 
this total, more than $325 million was 
new Group insurance. New life insurance 
issued during the year exceeded the 
previous year’s record amount by more 
than $105 million, 

Assets of the company now total more 
than 1 billion and 270 million dollars, 
increasing during the year by more than 
$65 million. 

Total benefits paid last year were 
more than $115 million and represented 
an increase of more than $15 million 
over the comparable figure for 1956. 

Lincoln National Life operates in 
Hawaii, Puerto Rico, the Philippines, and 
the Panama Canal Zone in addition to 
46 states and the District of Columbia. 
It maintains more than 130 agency offices 
and is represented by more than 2,400 
agents, 


has 





American National Life 


Reports Record Volume 


American National of Galveston, had 
a paid new business total for 1957 of 
$691,772,004, according to a statement 
released by Executive Vice President 
W. L. Vogler. This figure is exclusive 
of any credit or Group insurance sales. 
The record volume will push the com- 
pany’s in force total well beyond four 
billion dollars as of the end of 1957. 

The Ordinary life volume, including 
Ordinary types of all collection methods, 
represents a gain of 46% over the total 
of such business paid for by the field 
forces in 1956; the company paying for 
$505,450,484 of Ordinary types of busi- 
ness in 1957 as compared with $346,114,- 
083 in the previous year. 

The trend of increase continues in the 
opening period of 1958, stated Mr. Vog- 
ler. New business submitted during the 
first two weeks of January totalled over 
$32 million as contrasted with a total 
of just over $28 million for the same two 
weeks of 1956. 


Gulf Life Actuary 


William‘: R. Christmas has been ap- 
pointed actuary of Gulf Life, Jackson- 
ville. A native of Montreal, Canada, 
Mr. Christmas is a graduate of McGill 
University, Montreal, and a Fellow of 
the Society of Actuaries. He began his 
actuarial career 28 years ago with Sun 
Life of Canada in Montreal. 

In 1946 Mr. Christmas joined the actu- 
arial department of Monarch Life, 
Springfield, Mass., and later served as 
Group actuary with Massachusetts Mu- 
tual. He has been Group secretary for 
New England Life in Boston for the 
past five and one-half years. 








Opposition Voiced On 
Trading Stamps Plan 


BY MO. ASSOCIATION HEADS 





Superintendent Leggett Says Carrier 
Will Be Held Accountable for 
Proper Handling of Plan 





Old Republic Life of Chicago will be 
held accountable for the proper handling 
of its plan to furnish a limited amount 
of one-year Term life insurance to col- 
lectors of trading stamps to be issued 
by the recently formed P-I-P Stamps, 
Inc., of Clayton, Mo., according to C. 
Lawrence Leggett, State Superintend- 
ent of Insurance of Missouri. Old Re- 
public representatives have amended the 
program, as originally setup, so that the 
collectors of the trading stamps _ shall 
have the option of getting cash for 
their stamps, or they can apply for life 
insurance from the Chicago company in 
the sum the stamps they possess may 
entitle them to. If the life insurance 
application is made and a policy issued 
the trading company will pay the pre- 
mium in cash to Old Republic Life. 

Jack Clay, Deputy Superintendent of 
Insurance, and Dean Wall, actuary for 
the Insurance Division, have been thand- 
ling the matter for the Division and it 
was at their insistence that the program 
was amended to provide the option of 
trading the stamps for cash instead of 
for life insurance. 


Opposition to Stamps 


Decided opposition to the trading 
stamps for life insurance plan has been 
voiced by spokesmen for the career life 
insurance salesmen, and the question has 
been raised as to whether the entire 
program is not in legal conflict with the 
provisions of Section 276.500 of the Re- 
vised Statutes of Missouri. This sec- 
tion is directed against the issuance of 
insurance policies for any form of mer- 


chandise or other commodity, etc., ex- 
cept cash. 
However, Mr. Clay and Mr. Wall 


stressed that they had every reason to 
believe that there was not the slightest 
conflict with the provisions of Section 
276.500. They said that this Section was 
considered in all of its aspects and pos- 


sible ramifications before Assistant 
State’s Attorney General Julius O’Mal- 
ley wrote the Attorney General's 


opinion that the proposed plan was legal 
and not in conflict with the provisions 
of any Missouri insurance laws. 

T. Edward Flanigan, Sun Life, presi- 
dent, Life Underwriters Association of 
St Louis, said that his association was 
opposed to the plan for what he termed 
‘a cheapening of life insurance and for 
using the prestige of the industry to 
further the trading stamp plan.” 

Robert Davis, general agent, Equitable 
Life of Iowa, and vice president of 
Missouri State Association of Life 
Underwriters and chairman of its legis- 
lative committee, denounced the plan as 
“detrimental to life insurance, because, 
apparently, it is contrary to the basic 
principles of the business, namely life 
protection and security for the policy- 
holder.” He expressed doubt that the 
plan will prove successful “because wom- 
en, the principal collectors of trading 
stamps are interested primarily in get- 
ting various items of merchandise.” 


Leonard R. Woods, general agent, 
Massachusetts Mutual Lite, president, 
General Agents and Managers Associa- 


tion of St. Louis, said that his organiza- 
tion “will do everything it. can, properly, 
to discount the life insurance for trad- 
ing stamps plan.” 

The trading stamps plan was an- 
nounced at a press conference in New 
York last week. A report on this meet- 
ing appeared in last week’s issue of The 
Eastern Underwriter. 





re JANUARY FOR CAMPS 

L. Camps, gene ral agent, John 
Beet Mutual Life in mid-town New 
York, reports that January was the 
biggest month for Ordinary paid-for 
business in his agency’s history. Produc- 
tion was from 35% to 40% greater than 
in January, 1957, Mr. Camps says. 


This 
full page 
advertisement 


in the New York Times 
announced the merger of 
two important insurance 
companies. 


Both — The Mount Vernon 
Life Insurance Company of 
New York and The 
Northeastern Life Insurance 
Company of New York — 
have created many “‘firsts”’ 
in the insurance field 

that have set the pace for 
the entire industry. 


This combination of assets, 
facilities and ideas brings a 
new look to the life insurance 
field that can be profitable for 


interested agents and brokers. 





For further information contact: 





RicHarp W. ELLSworTH 
Superintendent of Agencies 


Northeastern Life Insurance 
Company of New York 

17 East Prospect Avenue 

Mount Vernon, New York 
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TODAY 


A new kind of life insurance organization 
opens its doors to the American people 


Two established New York companies with 
combined assets of over eight million dollars 
... with more than $680,000,000 in life insurance 
now in force... have joined to bring something 
new to discriminating investors in insurance. 


Two sound, well established life insurance companies, Mount 
Vernon Life Insurance Company of New York and Northeastern 
Life Insurance Company of New York, have combined their 
assets, their facilities — and even more important, their ideas — 
to form a new insurance group dedicated to the conviction that 
THERE ARE BETTER WAYS TO SERVE THE AMERICAN PEOPLE. 


In these days of greater longevity, of more stable and secure 
homelife, of larger families — and in an economy of greater 
stability than ever before in history — it is only reasonable to 
assume that new, sound, dependable policies can be created 
to fit the changing needs and to deliver greater value to insur- 


ance investors. 
IDEAS THAT HAVE SPARKED THE INSURANCE INDUSTRY 
Both of the companies that have merged to make the new 
Northeastern Life Insurance Company have already created some 
important “firsts” which have set the pace for the entire insur- 
ance industry; that hove pointed the way, even for the largest 
multi-billion dollar organizations. 





For example: 

z= A new, modern family plan which covers the 
WHOLE FAMILY —in one policy — at one low 

premium. 


| The first special policy for women in New York — 
based upon the fact that women live longer than 
men and therefore should be insured at lower rates. 


oem A really economical family income rider. 


} om The first remarkably low guaranteed cost life pol- 
icy with a $10,000 minimum. This is the policy that 

prompted rate reductions throughout the industry. 

oz A children’s policy so efficient that the annual 
cash value increase exceeds annual premiums 

from the 13th year on. 

om The industry's first short to-the-point no-small- 
type policies that can be read and clearly under- 

stood by anyone in or out of the insurance business. 


| Special developments, unmatched by any com- 
ny, in family plans, baby group, credit and 


mortgage life insurance and group coverages. 


oar =A special preferred risk endowment at age 90 
with the first year cash value equal to full reserve. 


With such developments as these, one of the merging compa- 
nies increased its sales nearly 150% for the period last re- 
ported; the other almost doubled its sales. 


BACKGROUND OF WIDE EXPERIENCE 

The new Northeastern Life Insurance Company of New York 
brings together men of wide experience in the insurance busi- 
ness. Its directors are men of outstanding ability and reputation. 
Its policies are established and proved — Northeastern today 
serves policy holders with more than $680,000,000 in existing 
insurance. It has one of the best capital-surplus ratios of any 
insurance company in the United States. It is strong, aggressive 
and moving ahead. The president of the new company is 
Herbert L. Hutner, formerly president of the Mount Vernon Life 


Life Insurance Company, Lawrence L. Monnett, Jr. has become 
the Executive Vice-President of the new company. The manage- 
ment, the working staffs, the agents and the brokers of the 
two corporations have been melded into one organization, each 
group adding strength to the other. It is licensed to sell insur- 
ance in sixteen states. 
LOOK TO NORTHEASTERN FOR THE NEW THINGS FIRST 
The new Northeastern Life Insurance Company of New York 
has been organized to concentrate mainly upon two facets of 
the insurance business; policy holder service and the develop- 
ment of new products better adjusted to modern times. As an 
insurance investor, it will pay you to consult your Northeastern 
agent or broker before investing in any insurance — because 
this strong, alert new company has no out-dated tradition, no 
organizational red tape. You will find Northeastern policies to 
be simple, straightforward and profitable for you. 





A SPECIAL NOTE TO 
AGENTS AND BROKERS 


We have the flexibility that your special underwriting 
problems require and we are willing to give the full- 
est consideration to them. Contact us for tailor-made 
insurance that you would ordinarily have to overlook 
because it doesn't fit into the usual existing pattern 


RITE TO 
Superintendent of Agencies, Richard W. Ellsworth, 
Northeastern Life Insurance Company of New York, 
17 East Prospect Avenue, Mount Vernon, New York 











Insurance Company. The former president of the 


OF NEW YORK 


me new NORTHEASTERN LIFE INSURANCE COMPANY 





WITH AN OUTSTANDING BOARD OF DIRECTORS 

Courtenay N. Aten Vice-President and Director of 
United Stotes Tobacco Company 

Lyman Bloomingdale Trustee, Brown University 


John Stuart Dudley = Portner in the low firm of 
Angulo, Cooney, Marsh & Ouchterloney, New York 


Chester ©. Fischer Director and Member of Advisory Committee 
Massachusetts Mutual Life Insurance Co 


Rey Garrett Partner in the law firm of 
Sidley. Austin, Burgess and Smith, Chicago, II! 


John A. Hill President, Hill, Corson & Associates, Toledo, Ohio 
Herbert t. Hutner President ond Chairman of the Finance Committee 
Dr. Simeon Hutner Partner, Pulsifer and Hutner, investment advisors 
Bertil ef Jochnick Managing Director, Swedish Atlas Reinsurance Compony. 
Stockholm, Sweden 
Or. Harold Kern Member, New York Stote Chomber of Commerce 
Herbert H. Lissner Portner in the law firm of 
Lissner, Rothenberg. Holzer ond Barth, Chicago, ti! 


Lewrence L. Monnett, Jr. Executive Vice President 


Lester Osterman, Jr. Chairman of the Executive Committee 

Henry W. Otis Vice-President, Marsh & McLennan, Inc., New York 

John G. Pennypocker President, Beech Corporation. New York 

Mervin 4. Sifhermen Chairman of the Boord, Consolidated Cigar Corp 
Executive Director, Port of New York Authority 


Austin J. Tobin 
Egbert H. Ven Delden Chairman of the Board, Economic Consultants, Inc., 
Princeton, N. 3 
New York 


President, The $ $ Woltson Agency. Inc, 


& Semuel Wolfson 
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Smith Made Underwriting 
V.P. of Equitable Society 





J. HENRY SMITH 


J. Henry Smith, who is vice president 
and executive assistant of the Equitable 
Life Assurance Society, will on February 
20 assume the position of underwriting 
vice president. He will have direct 
charge of the policy issue and service, 
underwriting and medical departments. 

Mr. Smith, who was elected president 
of the Health Insurance Association of 
America in 1957 when the association 
was formed by the companies writing 
health and sickness insurance, began his 
insurance career in 1930 with the Equi- 
table immediately following his gradu- 
ation from University of Delaware with 
a B.A. degree. 

In 1935 and for seven years he was 
with The Travelers in its Group depart- 


ment. In 1945 he rejoined the Equitable 
as assistant actuary and subsequently 
became associate actuary and second 


vice president and associate actuary. He 
received the full rank of vice president 


in 1953. 
Mr. Smith has held numerous posi- 
tions with industry organizations. He 


was chairman of the Joint Group insur- 
ance committee of Life Insurance Asso- 
ciation of America and American Life 
Convention; was on governing commit- 
tee of Bureau of A. & H. Underwriters; 


on insurance liaison committee under 
New York’s disability benefits law and 
was chairman of Health Insurance 


Council. 

Frequently he has acted as a spokes- 
man for insurance before Commissioners 
or legislative committees. 





United States Life Names 
North American Company 


United States Life announces the ap- 
pointment of the North American Com- 
pany as a general agency at Denver. 
Hugh Upton Shockley is vice president 
of the organization and agency prin- 
cipal. 

Mr. Shockley brings a background 
heavy in sales experience to the insur- 
ance operation. Before joining American 
Underwriters, Denver, as vice president, 
he had been with Sears Roebuck & Co. 
as division manager. Prior to this he 
was assistant sales manager with the 
Northwestern Auto Co. of Denver. 

Mr. Shockley attended school in New 
York and completed his education at the 
University of Denver. He was a captain 
and pilot in the Air Force from 1941 
to 1947. He is a member of the Na- 
tional Exchange Club, Air Force Acade- 
my Association, Englewood Chamber of 
Commerce and Delta Sigma Phi fra- 
ternity, 


new 
month 
Republic National 
his 
Theo. P. 
1957 as a record-shattering year for new 
business, 
296 issued and paid-for. In 1956, the year 
the company 
insurance in force, new issued and paid- 
for business amounted to $423,771,609. 
The 1957 record represents an increase 
of 52%. 





Republic National Life 


Has Large 1957 Gains 


PRESIDENT BEASLEY’S REPORT 





An Average of Over $53 Million New 


Paid Life Insurance During 
Every Month Last Year 





An average of more than $53,000,000 
paid life insurance during every 
of 1957 been recorded by 
Life of Dallas. In 
policyowners 
will cite 


has 


message to 
Beasley, president, 


annual 


reporting a total of $643,412,- 


achieved a billion of life 


At the beginning of 1957 the com- 


pany had $1,168,192,772 of life insurance 


in force. When the books were closed 
the total was $1,581,541,209 or an ‘in- 
crease of $413,348,437 in force. 

Republic National Life reached its first 
billion of life insurance in force in June 
of 1956, just 28 years after the company 


Wm. J. Ondrejcka, CLU: 
Sacramento 


s 





V. Webner Wiedemann 
San Francisco . 

James €. Mattox, CLU 

Oakland 





Neal T. Reilly 
Los Angeles 
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EQUITABLE L 








Golden State 


No. 2 IN A SERIES 





Dale K. Burtner, CLU 







Sacramento 


@ Oakland 





Russell L. Hoghe, CLU 
Los Angeles 


CALIFORNIA 


California is justly proud of its great movie 
industry, citrus groves, beautiful scenery and 
climate. We, too, are proud... 

ance service and company representation as ex- 
emplified by these Equitable Life of Iowa gen- 
eral agents and their associates. We salute the 


LIFE INSURANCE COMPANY OF IOWA 


Harold De Mian Moves to 
New and Larger Offices 


Harold DeMian, general agent for 
Postal Life of New York, has moved 
to new and larger offices in the same 


10 E. 43rd Street, New York. 
He now occupies suite 306, consisting 
of large offices, a modern lounge and 
an attractive reception room. 

The expansion was required to meet 
the increasing needs of the agency, 
which has shown a rapid growth. Or- 
dinary paid for in 1957 was 44% over 
1956. The agency ranked second in 
Group, fourth in volume and premium, 
in the company for the year. 

Mr. DeMian was recently elected pres- 
ident, for the second time, of the Gen- 
eral Agents Association of Postal Life. 


building, 








ACCIDENT-HEALTH 
CLAIMS EXECUTIVE 
$10,000 


Fifty year old Life company, assets 
over $125,000,000, housed in attrac- 
tive city under 75,000 population. 


POSITION: Management all Individual and 
Group A. & H. Claims departments. 


SPECIFICATIONS: Age to 45, college back- 
ground. At least eight years A. & #H, 
claims experience (Major Medical impor- 
tant). Tangible managerial background 
plus Methods and Procedures experience 
necessary. 


Write for HOW WE OPERATE. No obliga- 
tion to register. Positions available in all 
areas of the country for men with all de- 
grees and types of Life-A. & H. exper. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














was founded, and shortly afterward Mr. 
Beasley announced a goal of two billion 
in force by the close of business in 
December 1959. If the production of new 
business continues at its present rate, 
the two billion goal should be reached at 
least a year ahead of time, or by the 
close of business in 1958. 
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Thomas A. Callahan 
Long Beach 






Robert H. Gilbert 
San Diego 
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BERKSHIRE LIFE’S NO. 1. AGENCY 


Hilliard N. Rentner Office in N. Y. Made 
66% Production Increase in 1957; 
Moves in March to 640 Fifth Ave. 


Top production honors for 1957 in the 
Berkshire Life went to the Hilliard N, 
Rentner Agency, New York City. This 








Blackstone Studios 


HILLIARD N. RENTNER 
agency, which started in 1951, was not 
only the company’s leader in  paid-for 


volume last year but its production was 
actually 180% greater than the No, 2 
agency of the Berkshire. 

In achieving its record of paying for 
more business than any other Berkshire 
agency has previously done, the Rentner 
agency scored 66% increase over its 
1956 production. Its expanded operation 
has made necessary much larger office 
quarters so leases have just been signed 
by General Agent Rentner for space in 
the Crowell - Collier building, 640 Fifth 
Avenue, New York. The agency expects 
to move there in March. 





C. J. Kelly Led Prudential 


Charles J. Kelly, special agent, Pru- 
dential, Minneapolis. agency, has_ been 
named the company’s top salesman for 
1957. His production credits for 1957 
were $2,798,500. He joined the Butte, 
Mont., agency as a special agent i 
1927, three years after his graduation 
from Georgetown University. A  yeat 
later he was named co-manager of the 
agency. In 1936, he was promoted to 
the managership of the Minneapolis 
agency. He returned to personal pro- 
duction in 1952, 

Melvin Kk. Bates, Philadelphia, took 
third place, with production credits of 


$1,834,986. 
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Leads Phoenix Mutual In 
Brokerage Production 


WILLIAM F. KELLY 
The New York Midtown agency of 
Phoenix Mutual, located in the Chry- 
ser Building, and managed by William 
F. Kelly, the company’s leading 
agency in brokerage production for 1957. 
Total volume was $19,262,000 issued, 
$18,262,000 paid for. The Midtown office 
is the only agency of Phoenix Mutual 


Was 


exclusively devoted to serving brokers 
and surplus writers. Completing — its 
fourth full year of operation the agency 
1956. 

Manager Kelly, a Naval officer during 
World War II, joined Phoenix Mutual 
in 1947 as a salesman in the New York 
Downtown agency and compiled an out- 
standing personal sales record. In 1951 
he was selected to attend the com- 
pany’s supervisors training school in 
Hartford and received further manage- 
ment training in the Brooklyn Borough 
Hall, New York Uptown, Cleveland and 
Boston agencies. 


showed an increase of 500% over 





Valley Forge Life Names 
Hotarek Agency Supervisor 


Henry K. Hotarek has been named 
agency supervisor of Valley Forge Life, 
life affiliate of the American Casualty 
Group. He will be headquartered in the 
companies’ home office in Reading, Pa. 
and will be responsible for life agency 
appointments, 

Starting in the life business as an 
agent in 1948, Mr. Hotarek went into 
company work as accident and sickness 
supervisor in the New York office of one 
of the large insurance groups. . Later, 
he became assistant life manager for a 
leading brokerage house; then manager 
of the life department in a Manhattan 
general agency. Just before joining Val- 
ley Forge Life, Mr. Hotarek was a 
rokerage supervisor in New York. 

He has had broad experience in the 
development of Ordinary and Group life 
Insurance, annuities and employe pro- 


tection plans involving both life and 
accident and sickness insurance. Mr. 
Hotarek has done much work in the 


field of programing and also spent con- 
siderable time in the recruiting and 
training of life brokers. He received his 
degree in Business Administration at 
New York University. 

_ Valley Forge Life Insurance Company 
is a wholly-owned subsidiary of the 
American Casualty Co. and was char- 
lered in 1956, Group, credit and mort- 
Sage redemption life insurance lines are 
Presently being written. The company 
Will also offer a program of Ordinary 
ife policies for adults and juveniles. 






Connecticut Mutual Has 
Record-Breaking Year 


Another record-breaking year has 
been reported by Connecticut Mutual 
Life, with $460,467,823 in new life insur- 
ance paid for when the company closed 
its books on 1957, The total is $30,357,- 
301 over last year’s figure. 

Seven of the tep ten sales months in 
company history were registered during 
the year. Total insurance in force rose 
by a record $283 million to a new all- 
time high of $3,680,000,000 at year’s end. 

The 1957 new business figures do not 
include over $16 million in new decreas- 
ing Term insurance and $17.8 million in 
annuities sold during the year. 

Fifty-two of the company’s 81 gen- 
eral agencies scored gains for the year, 
25 posting ten or more plus months. 
For the ninth straight year top agency 
was the Halsey D. Josephson agency, 
New York, with a volume of $20,162,825. 
Other agencies in the top ten were 
Henry C. Hunken, Chicago; Ralph H. 
Love, Hartford; Edward B. Bates, Los 
Angeles; John M. Fraser, New York; 
Melzar C. Jones, Los Angeles; Norris 
E. Williamson, Chicago; David B. Flue- 


gelman, New York; Harry H. Kail, 
Cleveland, and Floyd A. Rosenfelt, 
Toledo, 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 


AC -DC 


(Added Coverage-Decreased Cost) 


Priced by size 
Higher Dividends 
Same liberal commissions paid 


Call: OXford 7-2950 








QUEENS VILLAGE 29, NEW YORK 





LEE NASHEM AGENCY 


Eost 42nd 
New aol a 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. . 








Capitol Life Supervisors 

Capitol Life, Denver, has added two 
agency supervisors to the company’s 
agency department. The appointment of 
John F. Schallenberger and Carl E. Klit- 
gaard was announced by Linwood _L. 
Meacham, Capital Life vice president and 
director of agencies. Mr. Schallenberger 
and Mr. Klitgaard will devote much of 
their time to contacting and working 
with Capitol Life’s 60 agencies located 


throughout 16 western states and Hawaii. 

Mr. Schallenberger joins Capitol Life 
from an agency management post in 
Indianapolis, where he successfully re- 
organized a small life insurance agency 
and recruited an agency force. 

Mr. Klitgaard comes from San Fran- 
cisco, where he was associated with the 
Klitgaard Agency since 1953. 

Both men will headquarter in Denver 
at the Capitol Life’s home office build- 
ing. 











LNL's New Family Policy 


Lincoln National's new Family Policy offers these two outstanding advantages: 


|. Lower rates on larger policies are provided by LNL's 


new 4-Dimensional premiums. 


2. Premiums can be paid through LNL's Automatic Bank 
Check plan. 


This latest addition to the Lincoln National 


man's kit is another reason for our proud claim 


The 


that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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George Shelley Named 
Chairman of Maccabees 





R. E. MORRIS ITS PRESIDENT 





Both Have Many Years With the 
Society; Its Assets Now Exczed $118 
Million; “In Force” Over $438 Million 





The board of trustees of The Macca- 
bees Life Insurance Society announced 
this week the elevation of George Shel- 
ley to chairman of the board. Appointed 
to succeed Mr. Shelley as president is 
Robert E. Morris. 

Mr. Sheiley, who has made an out- 
standing record in insurance production, 





GEORGE SHELLEY 


joined The Maccabees in 1936 and has 
risen through the ranks of agent, state 
manager, director of the eastern division, 
supreme trustee. In 1957 he was made 





ROBERT E. MORRIS 


vice president and later appointed presi- 
dent. His position as board chairman is 
top office in The Maccabees. 

Mr. Shelley directs the New York 
metropolitan agency, which has led the 
Society in production for the last 18 
years. He is a member of the General 
Agents and Managers Conference and 
the NALU. He attended St. John’s Uni- 
versity, Columbia University and New 
York University. 

Robert E. Morris Career 


Mr. Morris has been with The Mac- 
cabees for over 30 years and is a charter 
member of its employes’ 25-Year Club. 
He rose to his present post from man- 
ager of the actuarial department to assis- 


Ask Cos. To Expand In 
Home Mortgage Credit 


A report urging the life insurance 
business to expand and intensify its par- 
ticipation in the Voluntary Home Mort- 
gage Credit Program has been sent to 
the presidents of the combined member 
companies of American Life Convention 
and Life Insurance Association of Amer- 
ica. The report was written at the 
request of the board of directors of 
LIAA and executive committee of ALC 
to discuss the accomplishments of 
VHMCP and to recommend certain 
steps to revitalize the program. 

VHMCP, which was written into the 
Housing Act of 1954 as a result of a 
recommendation by the life insurance 
business, is operating at a current an- 
nual rate of $60 million of placements as 
contrasted with an annual rate of $165 
million a year ago. Unless the volume 
of loan placements rises substantially, 
the report states, it is certain that the 
program will lose support in Congress 
and in the Administration and it may 
even be terminated. 

VHMCP loans, which expand the 
availability of government-insured and 
guaranteed mortgage loans by private 
lending institutions to applicants in 
small communities and remote areas and 
to minority groups, totaled 30,000 and 
aggregated $280.5 million from the in- 
ception of the program in early 1955, 


through November, 1957, the bulletin 
said. “The average loan amounted to 


about $9,300. Thirty-eight per cent of 
the VHMCP applications for assistance 
have resulted in loans. In addition to 
loans placed directly through the pro- 
gram, it has stimulated many life in- 
surance companies to increase their 
mortgage lending in small communities 
and remote areas, and to minority 
groups, as part of their regular mort- 
gage lending activity outside’ of 
VHMCP. This has been estimated to be 
as great in volume as the loan activity 
through the program. 





tant actuary and field director and then 
actuary. In 1957 he was appointed vice 
president-actuary. 

A native of Great Falls, Mont., Mr. 
Morris is a graduate of Gonzaga Uni- 
versity and attended Annapolis Naval 
Academy. Active in actuarial circles, he 
is a past president of the Fraternal 
Actuarial Association. He is also a 
member of the Detroit Economic Club. 
His Maccabees’ activities include the 
position of great record keeper of Mich- 
igan, a member of the hoard of trustees 
and the executive committee. 

During 1958 The Maccabees will cele- 
brate the 80th anniversary of its found- 
ing in London, Ont., in 1878 As the 
largest fraternal society domiciled in 
Michigan, it operates in 42 states and 
the District of Columbia and four prov- 
inces in Canada. As of December 31, 
1957, its assets reached well over $118,- 
000,000. Its production was increased by 
35% and its insurance in force now 


exceeds $438,000,000. 





Street, New York 38. 





SUPERVISOR--FLORIDA 


Ground-floor opportunity in year-old general agency 
of 100-year-old life company. Management inclined 
man will recruit and train new agents for expanding 
Florida operation. Salary—bonus plan. Generous 
fringe benefits. Replies held in confidence. Write 
Box 2585, The Eastern Underwriter, 93 Nassau 








John Hancock Makes Staff Promotions 


Boston—The election of three new as- 
sistant treasurers and two new assistant 
secretaries was announced by John Han- 
cock Mutual Life. 

Harold I. Proctor, who has been as- 
sistant department manager in the home 
office collection department, and John 
E. Ryder, assistant manager of the home 
office service department, were appoint- 
ed assistant secretaries. At the same 
time, Mr. Proctor was promoted to man- 
ager of the home office collection de- 
partment, succeeding Lester A. Mori- 
arty who retired February 1. 

Harold E. Boone, assistant manager 
of the bond department; Oliver F. 
Ames, and William P. Ripley, analysts 
in industrial investments, were elected 
assistant treasurers. 

Careers of Those Promoted 
Northeastern 


A graduate of Univer- 





Berkshire’s New Agencies 


At Berkshire Life convention of field 
men in Clearwater, Florida, general 
agents of the company attending who 
have been appointed since January 1, 
1957, were these: 

David B. Ide, Providence, R. I.; Ger- 
ald Westreich, 45 John Street, Milton 
Rifkin, 100 William Street, Herbert 
Frankford, 347 Madison Avenue, New 
York City; Frank C. Pfister, Jr., Evan- 
ston, Ill.; Robert C. Franke, Bela- 
Cynwyd, Pa.; Norman J. Nicholl, Syra- 
cuse, N. Y.; and Bill A. Schauer, James- 


town, N. Y. ; ae 
Since the convention William M. 
Furey, CLU, has been made general 


agent in Pittsburgh. 
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Family Plan Grows Up! 


Remember back in 1938 when Continental 
Assurance first introduced its family plan? 


now it’s come of age with the advan- 


tages usually found in family plans plus these 
extras: 


(1) Substandard available on father; (2) family 
income rider may be attached; (3) premium 
reduces at father’s age 65; 
rules apply and (5) children can convert up 
to 5 times term insurance amount at age 22. 


(4) non-medical 


Call Us for Full Information 


H. MALCOLM TEARE AGENCY. Inc. 


General Agents 


Continental Assurance Company « Chicago, Illinois 
500 Fifth Avenue « 2 1 


36 « Longacre 4 


NEW YORK 


sity, where he majored in law and busi- 
ness, Mr. Proctor has been associated 
with John Hancock since 1934. 

Mr. Ryder, a graduate of the Bentley 
School of Accounting and Finance, has 
also studied under the Life Office Man- 
agement Association. Since joining the 
company 26 years ago he has served in 
various positions of responsibility. 

Mr. Boone studied at Boston Uni- 
versity and joined the bond department 
in 1929. 

Mr. Ripley, an alumnus of Harvard 

University, class of 1925, came to John 
Hancock in 1951 following a career with 
Stone and Webster, Inc. and Investment 
Trust of Boston. 
_ Also a Harvard alumnus, Mr. Ames 
joined the company in July, 1951, after 
completing his studies at the Harvard 
Graduate School of Business Admin- 
istration. 





N. Y. Univ. Names Gerdes 


Dr. Victor Gerdes, former secretary 
of Association of Casualty and Surety 
Companies, has been appointed professor 
of insurance at New York University’s 
School of Commerce, Accounts and Fi- 
nance, succeeding the late James Elton 
Bragg in development of the university's 
insurance program. 





Advance 2 in Aetna Ad Dept. 


Aetna Life has appointed Douglas J. 
Alspaugh life advertising manager and 
John A. Callaghan assistant life adver- 
tising manager, both continuing to work 
under John H. Warner, director of 
advertising. 





Colonial Life’s New Policy 


Colonial Life, East Orange, N. J. 
announced the release of a new low 
cost plan of permanent life insurance. 
The new plan—Colonial’s Executive “25. 
—will be issued in minimum amounts 0! 
$25,000. It is a life paid up at age 6 
contract on a non-participating basis. 

In announcing the new policy [0 
Colonial’s field force, Richard B. Evans, 
president of the company said, “the new 
Executive ‘25’ was developed for the 
extensive executive market. Sold to both 
men and women between the ages of 15 
and 55, the new policy will be available 
for standard and special class risks.” 

Designed with sales and price appeal, 
this contract can be used both for pet- 
sonal and business insurance needs. “! 
age 30 the annual premium is $17.47 pet 
thousand. The contract may be sold with 
accidental death and disability waiver 0! 
premium benefits. Colonial’s family 1 
come rider may also be added to this 
contract, 








































’, 1958 February 7, 1958 




































— : 
How to be younger 
When you meet a grandfather like this who’s still “‘young;’ 
me vigorous and active . . . even though he’s nearly 65 . . . you're 
likely to exclaim, “‘He certainly doesn’t look his age!” 
on The truth is he’s what he should be...and what most of us 
§ could be when retirement draws near. Better still, anyone who 
1 has reached this age in good health can usually look forward 
ociated to many more useful years. 
Sentley Although there is no definite point at which one slips into 
. old age, some of us may begin to feel the “‘wear and tear” of 
ng the life around age 40 to 45. 
a So, the time to start taking care of your health is before you 
1 Uni- get along in years. A thorough check-up every year is the surest 
— way to uncover any chronic disorder, such as high blood 
‘arvard pressure or arthritis, at its start. 
> John : : 
r with Even if your retirement may be 20 to 25 years ahead, here 
stment are some things you should do: 
Bs 1. Keep your mind open to new ideas. If you always 
ae have something to do tomorrow . . . something you want to 
\dmin- do... your mind will be alert, active. Working with and for 
others—in community, church, fraternal organizations—can 
also be a deep and lasting source of satisfaction at any age. 
‘des 2. Select your foods carefully. Your diet should provide 
Si vet proteins for body upkeep and repair, carbohydrates for energy 
»fessor and foods that supply protective vitamins and minerals. 
rsity’s : 
nd Fi- 3. Control your weight. Overweight makes your heart, 
mee kidneys, lungs, liver and arteries work harder all the time. 
ae Overweight also tends to increase your chances of developing 
diseases of these organs. 
4. Try to keep your emotions on an even keel. It is un- 
Dept. healthy to keep emotional tensions “‘bottled up.” Instead we 
las J. y P P 
° should look for ways to work them out. For some of us just 
adver- talking over problems with a friend or advisor helps to clear 
. work the air 
or 0 
5. Plan early for your financial security. Get competent 
advice about your future finances—to avoid “money worries” 
. during retirement. 
licy ihe 
N. J, 
v low 
irance. 
= 
nts 0! 
ize 65 
SiS. COPYRIGHT 1956—METROPOLITAN LIFE INSURANCE COMPANY This advertisement is one ofa continuing series 
2 to sponsored by Metropolitan in the interest of our 
meer national health and welfare. It is appearing in 
€ H H two colors in magazines with a total circulation 
r_ the Metropolitan Life Insurance Company in excess of 32,000,000 including Time, News- 
» both (A MUTUAL COMPANY) week, Saturday Evening Post, Ladies’ Home 
of 15 Journal, Good Housekeeping, Redbook, Reader’s 
rilable 1 MapIson Avenug, New York 10, N. Y. Digest, National Geographic, U. S. News. 
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Jefferson Standard 
Announces Promotions 


S. C. MACON A SENIOR OFFICER 





Five New Junior Officers Appointed; 
Four Other Promotions; 1957 
A Record Year; Some Figures 





Seth C. Macon, CLU, has been elected 
a new senior officer of Jefferson Stand- 
ard Life with the title of 
agency manager, The company also an- 
nounces appointment of five new junior 
officers and four other promotions in- 
volving title changes. 

Mr. Macon, who joined the company 
in 1940 upon graduation from Guilford 


assistant 





SETH C. MACON 


College, has been superintendent of 


agencies since 1953. He has served in 
various home office departments and as 
cashier of several branch offices. He 
is a graduate of the Institute of Life In- 
surance Marketing, Southern Methodist 
University. 

1957 Results 


President Howard Holderness report- 
ed that Jefferson Standard closed 1957, 
its 50th anniversary year, with the larg- 
est sales record in its history. Total 
sales amounted to $229,822,210, an in- 
crease over 1956 of almost $6,000,000. Net 
gain in insurance in force was $124,208,- 
410, bringing total insurance in force 
to $1,708,566,863 as of December 31, a 
7.8% increase for the year. Total assets 
of $496,805,341 wese reported. 

The directors declared the regular 
quarterly dividend of 25 cents a share, 
plus an extra dividend of 25 cents a 
share, payable February 10 to stock- 
holders of record February 3. 

At the company’s annual meeting last 
week all executive officers and the board 
members were re-elected. 


Other Appointments and Promotions 


The five new junior officers include: 
W. J. Bryan, promoted to auditor, who 
will relieve Frank W. Lamb, assistant 
controller, of auditing duties; Charles 
G. Powell, Jr., promoted to the new 
position of assistant counsel; William 
W. Reeves, promoted to assistant treas- 
urer and manager of the securities 
service division; James N. Ross, pro- 
moted to assistant treasurer and man- 
ager of the mortgage loan service di- 
vision; and John F. Smith, Jr., pro- 
moted to assistant secretary and man- 
ager of the policyholders’ service di- 
vision. 

The company also announced these 
other promotions: Abner G. Crothers, 
to director of branch office services; 
Wayne P. Slagle, to agency secretary; 
Austin Wood, to agency assistant; and 
Calvin Pearman, to administrative spe- 
cialist in the securities service division. 


Mutual Benefit Reports 
Record Production Year 


SALES INCREASED $21 MILLION 





Group Sales Over $17 Million; Earls, 
Murrell Brothers, Huber Among 
Company Agency Leaders 


Mutual Benefit Life, Newark, sold 
more life insurance in 1957 than in any 
other year in its history, it was reported 
by W. Paul Stillman, chairman of the 
board and H. Bruce Palmer, president. 

Sales of life insurance totaled $407,- 
704,457, an increase of more than $21 
million over the previous year. In addi- 
tion, the company reported Group insur- 
ance sales of $17,390,517 for the first year 


of the Group department’s operation. 

Company sales in November and De- 
cember, far above average monthly pro- 
duction, were credited for bringing the 
company over the $400 million sales mark 
for the first time in its 113-year history. 
New business in November amounted to 
over $46 million and in. December, was 
over $55 million. Forty-five of the com- 
pany’s 81 agencies located throughout 
the nation and in Hawaii sold more life 
insurance in 1957 than in 1956. Thirty- 
three agencies sold more life insurance in 
1957 than in any previous year. 

The company officers also reported 
that the average size policy rose from 
$10,294 in 1956 to $10,501 in 1957. .. 

Leading agency in sales was the Wil- 
liam T. Earls agency in Cincinnati which 
led all other agencies in the company 
with $19,669,505 in sales. Cincinnati has 
been the company sales leader each year 
since 1951. 

In second place was the Murrell 
Brothers agency in Los Angeles, with 
$16,461,961, an increase of over $1% 
million sold in 1956 when it ranked third 
in the country. 

The Solomon Huber agency in New 
York ranked third with $15,380,877, mov- 
ing up from fourth place in 1956 when 
it sold $14,645,241; the Paul L. Guibord 
agency in Newark was fourth. with 
$14,776,808 and the Laurence W. McDou- 
gall agency in Cleveland was fifth with 
$13,339,030. The W. O. Catterton agency 
in Houston increased its insurance sales 
over $3 million in 1957, rising from $3,- 
926,973 in 1956 to $7,095,026 in 1957. 

Agencies with increases over $2 million 
were: Salinger-Wayne, New York City; 
Charles S. Eaton, Syracuse; and Victor 
R. Goldberg, Hempstead. 

Agencies with increases over $1 mil- 
lion were: Murrell Brothers, Los An- 
geles; Paul L. Guibord, Newark; Murrell 
Brothers, San Francisco; William L. 
Thurman, Atlanta; John W. Brown, 








pany. 





Exceptional Actuarial Opportunity 


Must be Fellow, Actuarial Society. Should 
have background of Company experi- 
ence. Preferably under 40 years of age. 


Unusual opportunity for qualifying ap- 
plicant, with fast-growing mid-west com- 


All communications strictly confidential. 
Address Box 2586, The Eastern Under- 
writer, 93 Nassau St., New York 38, N. Y. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 





PLaza 3-2826 








HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N.Y, 
TRiangle 5-7362 








Security Names Tallmadge 
Security Mutual Life of Binghamton, 
N. Y., has appointed William T. Tall- 
madge of Binghamton as Group repre- 
sentative. He has for several years rep- 
resented Blue Cross and Blue Shield at 
Binghamton. 





Louisville; Charles L. Doane, Omaha; 
C. Carney Smith, Washington, D. C.; 


Ames Associates, Norfolk; Vern K. 
Miller, Columbus; Theron M,. Lemly, 
Memphis; and Norman E. Andersen, 


Chicago. 

The thirty-three agencies which had 
their biggest year were: Thomas E. 
Duane, Akron; Albany Agency; Alex M. 
Knapp, Baltimore; Seth W. Sizer, Chat- 
tanooga; Norman E. Andersen, Chicago; 
Vern K. Miller, Columbus; Kenneth R. 
sentley, Danville; H. Preston Smith, 
Denver; William H. Elden, Duluth; 
Gerald F. Griffin, Elgin; Victor R. Gold- 
berg, Hempstead; W. O. Catterton, 
Houston; Hal W. Dale, Jackson; Truman 
M. Huffman, Jacksonville; Murrell 
Brothers, Los Angeles; John W. Brown, 
Louisville; Theron M. Lemly, Memphis; 
Paul L. Buibord, Newark; James M. 
Johnson, New Orleans; Solomon Huber, 
New York City; Lee Nashem, New York 
City; Salinger-Wayne, New York City; 
Ames Associates, Norfolk; Charles L. 
Doane, Omaha; John J. Mulder, Peoria; 
Richmond Agency; Murrell Brothers, 
San Francisco; Harold E. Buchanan, 
South Bend; Charles S. Eaton, Syracuse; 
Edward J. Winters, Tulsa; C. Carney 
Smith, Washington, D. C.; Fort A. Zack- 
ary, Wichita; and Ralph P. Lutz, Wil- 
mington. 























Now In Sales Promotion 


Arthur Johnson 


REARDON 


J. WALTER 
has an- 
Walter 


associate director of sales 


Mutual Life 


nounced the appointment of J. 


Massachusetts 


Reardon as 

promotion. 
Mr. Reardon is a graduate of Wilbra-B 

( Mass.) Wharton 


School of Finance and Commerce, Uni- 


ham Academy and 













versity of Pennsylvania, An Army Alt 
Corps officer during World War II, hep 
represented another large Eastern insur-f} 
ance company at Brattleboro, Vt. before 
joining the home office staff of the Mas} 
sachusetts Mutual in 1950. He was ad-f 
vanced by the Massachusetts Mutual tof 
training assistant in 1952 and _ assistantp 
director of training in 1956, A graduate 
of Life Insurance Agency Management 
Association’s school in agency manage 
ment, he is an instructor in salesmanship 
at Western New England College, 
Springfield, Mass. 















Indianapolis Life Names 
Minnesota General Agents 


Indianapolis Life has appointed two 
new general agents in Minnesota, a 
cording to an announcement by Arnold 
3erg, agency vice president. They ar 
Frank W. Whaley in the Minneapolis: 
St. Paul area and Lowell A. Lysaker © 
Pelican Rapids in western Minnesota. | 

Mr. Whaley has been active in lle 
insurance selling, training and_ super 
visory capacities since 1945. He 1s 4 
graduate of the LIAMA and LUTC 
courses, and is working toward his 
designation. 7 

Mr. Lysaker has been engaged in lite 
insurance selling for five years. He als? 
is working toward his CLU designatiol. 
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Group Department Changes 
By General American Life 





Edwyn Portrait 


RAY ELY 


General American Life announces that 
Ray Ely, formerly head of the actuarial 
department, has been given direct super- 
vision over the Group actuarial depart- 
ment, Group underwriting and Group 
administration, The company has also 
established a system of regional Group 
offices. 

Stanley Cocklin, formerly manager of 
Group Underwriting department, has 
been named Group secretary. He will 
work directly with Mr. Ely, and both 
will report to Group Division Vice Pres- 
ident Winburne M. Paris. 

Mr. Ely joined General American in 
1946 as Group actuary. He was formerly 
actuary for Country Life of Chicago, and 
prior to that was manager of the actu- 
arial department. of Central Life in Des 
Moines. A native of South Dakota, he is 
a graduate of the South Dakota State 
College and holds a M.S. degree from 
the University of Nebraska. He is a 
Fellow of the Society of Actuaries, a 
member of the actuarial and statistical 
committee of Health Insurance Assn. of 


America and of its subcommittee on 
Group statistics. 
Other home office Group division 


changes annouced were: Myron Drum- 
mond succeeds Mr. Cocklin as manager 
of Group underwriting. Mr. Drummond 
was formerly assistant manager. Ray- 
mond F,. Houseman will head Group 
actuarial, and Howard H. Brightman has 
been appointed acting assistant man- 
ager of Group actuarial, Mr. Houseman 
was formerly assistant Group actuary. 

ll] health has made it necessary for 
William Scharinghaus to curtail his ac- 
tivities as manager of the Group admin- 
istration department, and Russell Yaeger 
succeeds him in this capacity. Mr. 
Scharinghaus becomes supervisor of 
claim instruction, but because of his 
long experience, will continue to be avail- 
able for consultation on Group matters, 
particularly as they pertain to contracts. 





Western Names L. J. Randall 


\ppointment of Loane J. Randall as 
superintendent of agencies for the Inter- 
Mountain Field was announced by T. P. 
Patterson, first vice president of West- 
ern Life of Helena, Montana. 

Mr. Randall will take over the terri- 
tory formerly supervised by Luther 
Thompson who has been advanced to 
agency administrative vice president. He 
will also assume some responsibilities in 
the home office in connection with the 
expansion of Western Life to service 
the agents of the St. Paul Fire and Ma- 
rine Insurance Co., parent company. 


Public Relations In Sales 
Book by John L. Lobingier 


Life Insurance Agency Management 
Assn, of Hartford, has just brought out 
a new 64-page booklet for agents, “Pub- 
lic Relations to Help You Sell,” by John 
L. Lobingier, Jr. LIAMA director of 
public relations, which incorporate re- 
sults of recent public attitude studies, as 
well as the experience of many success- 
ful agents. According to the author, it 


is designed to have value to all agents, 
whether they sell Ordinary only, A. & 
S. in addition, or whether they operate 
on a debit. 

LIAMA describes the booklet as “sales 
oriented, providing the agent with a 
clear track for selling insurance the way 
the public wants to buy it... and the 
way the agent himself profits most.” 
LIAMA also points out that this is not 
a manual on publicity and advertising; 
instead, the emphasis is entirely on 
agent performance in approaching, sell- 
ing, and servicing clients. 


Life of N. A. Appoints 
Service Office Managers 


Appointment of two California service 
office managers of Life Insurance Com- 
pany of North America has been 
nounced by Leland T. Waggoner, agency 
vice president. Don Lytle Tenney is 
manager of the company’s San Francisco 
service office and Robert Bashford Bolt 
has taken over those duties at the San 
Jose service office. 


ali- 








CLOSE CORPORATION STOCK what 


worth? 

















clients 








WHO ARE 
PART 








OUR HELPFUL MON BOOKLETS 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 
If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 


UTUAL 6. Mw York 








Mutual Of New York 
Broadway at 55th Street, New York 19, N. Y. 


I would like a set of MONY booklets on business 


life insurance. 





The Mutual Life Insurance Company Of New York, New York, N.Y. 


Offices located throughout the United States and in Canada 


FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE 








MONY TODAY MEANS MONEY TOMORROW! 


Name 
Address 

County 
City or Zone. 
State 
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| HEARD On The WAY 





Henry G. Johnson, assistant secretary 
and assistant agency director of Central 
Standard Life, died last month at his 
home in Chicago, For four decades he 
had been in the life insurance field and 
was well known in industry activities. 

Mr. Johnson went with the old Illinois 
Bankers Life of Monmouth, III. in 1938 
and when control of that company went 
to the Central Standard Life he was 
transferred to Chicago head office of the 
latter company. Surviving are his wid- 
ow; a daughter, Mrs. Shirley McBride 
of Monmouth; a son, Carlton R. John- 
son of Tulsa, Okla., and four grand- 
children. Mr. Johnson was a Mason. 


Perez F. Huff of Los 
Mrs. Huff are celebrating 
wedding anniversary this month. 


Angeles and 
their 60th 
Resi- 


PEREZ F, HUFF 


dent vice president of Bankers National 
Life of Montclair, N. J.. Mr. Huff is also 
affiliated with the Los Angeles general 
insurance firm of Charles, Ryan & 
Rivers, Inc. 

Although 86 years old Mr. Huff con- 
tinues to be a substantial writer of in- 
surance with a large clientele in Los 
Angeles. For many years he was lead- 
ing general agent of The Travelers in 
New York City and personally wrote 
many unusually large life insprance cases. 


Uncle Francis 





For Home Office Training 


Six members of Mutual Of New York’s 
field staff have been advanced to home 
office posts to undergo a program of 
special managerial training, it was an- 
nounced by Stanton G. Hale, vice presi- 
dent for sales. 

The appointees are Charles H. Cory, 
of Detroit-Brubaker agency; Dudley 
Dowell Jr., of Kansas City agency; M. 
Bruce Goshorn, of San Francisco agen- 
cy; Gregory G. Kosmos, of Oakland 
agency; Hallett W. Mapp, of Richmond 
agency; and Glenn D. Taylor, of Pasa- 
dena agency. 


Morton, McEwen Appointed 


North American Life of Toronto has 
ype E. Morton as assistant gen- 

ral manager in charge of agencies and 
T S. McEwen, CLU, as director of 
agencies. ‘E. H. Hanley, former assist- 
ant general manager in charge of agen- 
cies and with the company 38 years, has 
retired on pension. 





Business Men’s Reports 
15.6% Paid-for Increase 


A. & H. PREMIUM INCOME UP 8.1% 





Total Life Insurance In Force Now 
Stands At $1,338,833,646; Payments 
To Policyholders Over $26 Million 





Business Men’s Assurance, Kansas 
City, Mo., reported a total of $346,237,121 
life insurance paid for during 1957, an 
increase of 15.6% over 1956. This rep- 
resents the largest increase in new paid 
life, as compared with any previous year, 
in company history. The increase in 
life insurance in force for the year 
brought BMA a total life insurance in 
force as of December 31, of $1,338,833,646. 

Accident and health premium income 
for BMA was $22,880,944, an increase 
of 8.1%. Total life premium income was 
$23,836,969, an increase of 84%. BMA’s 
income of $55,427,316 established a new 
record for the company. This compared 
with $51,082,390 in 1956. 

Total payments to _ policyowners 
amounted to $26,356,337, representing an 
increase over 1956 of $2,889,950 in amount 
paid. 

During 1957, BMA gained $12,493,041 
in assets, making a total of $167,496,124 
in admitted assets. $2,093,439 was added 
to the company’s unassigned surplus in 
1957; unassigned surplus, capital stock 
and special contingency funds of, the 
company now totals $26,036,496. 

During 1957, two BMA district offices 
reached sufficient size to be established 
as branch offices, bringing the company’s 
branch offices to a total of 33. Along 
with the 42 district offices in the field 
organization, these offices serve the pub- 
lic in 38 states, Hawaii and the District 
of Columbia. 





Large Gains Reported By 
Bankers Life of Des Moines 


3ankers Life, Des Moines, made very 
substantail gains in all areas of its op- 
erations in 1957. New paid-for life insur- 
ance totaled nearly $480 million, an in- 
crease of over 45%. Assets increased 
by over $64 million to $913,319, 793. Life 
insurance in force increased by over $340 
million to a new high total of $2,984,- 
251,277. 

Of the new business for the year, sales 
of Ordinary life insurance accounted for 
$214,777,093 and Group life insurance to- 
taled $264,820,176. Ordinary life insur- 
ance in force at the year end amounted 
to $1,726,256,096 and Group life reached 
$1,257,995,181. 

3enefits paid to living policyowners 
and beneficiaries during 1957 amounted 
to $83,154,355. An additional $59 millions 
was set aside for future payments bring- 
ing reserves and other funds held for 
outstanding policies and contracts to 


more than $890 million. 

During 1957 the rate of interest earned 
on the company’s invested assets, after 
investment expenses but before Federal 
compared to 


Income Tax, was 3.83% 


3.68% in 1956. 





MIDTOWN 
135 E. 42nd St. 


FULL RESERVE Ist Yr. ON O. L. 





LEADING BROKERAGE AGENCY OF PHOENIX MUTUAL - 1957 


Phoenix Mutual Life's 
BROKERAGE 


W. F. KELLY, Mor. 


AGENCY 
YU 6-6586 
TERM ON TERM 10 FOR 1 





Treasurer and Controller 


TRACY 


ROBERT M. 


National Life of Vermont announces 
election of Robert M. Tracy, company 
treasurer, to be controller also, respon- 
sible for fiscal planning, budget control 
and supervision of expenses and other 
accounts. Before joining National Life 
in 1940 as assistant to the treasurer, he 
was a C.P.A. with a New York firm for 
10 years. 

Also announced was the election of W. 
James Preble, an assistant actuary since 
1954, to be assistant to the president. A 
Fellow of the Society of Actuaries, he 
was: formerly with Acacia Mutual Life. 

Cyrus W. Mamlin, assistant director 
of agents’ training, was made an officer. 
3efore coming to the home office he 
was an agent at Buffalo and was long 
a member of its Leaders Club. 





Barrows, Fredericks Made 
Directors American Life 


John C. Barrows, comptroller of 
American Life and vice president and 
comptroller of the parent company, 
American Surety, and Alanson R. Fred- 
ericks, general counsel of American Life 
and vice president and general counsel 


of American Surety, have both been 
elected directors of American Life, it was 
announced by William E. McKell, presi- 


dent of both companies. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








_ing life insurance premiums, 








United L. & A. Introduces 
Pre-Authorized Check Plan 


Announcement of its “prem-a-check” 
pre-authorized check plan to its field 
force has been made by United Life & 
Accident of Concord, N. H., as part of 
its accelerated sales program for 1958, 
Through this convenient method of pay- 
the policy- 
holder is not required to write and mail 
a check for the premium each month. 
The entire procedure is handled by the 
company with a resultant saving to the 
policyholder. 

United Life’s new plan requires only 
an authorization from the policyholder 


for an automatic deduction of the 
monthly premium from his regular 
checking account in a bank honoring 
the plan. 

Even though the single policy, mini- 


mum premium for United Lite & Acci- 
dent is $10, the company permits group- 
ing of policies so that the “prem-a- 
check” plan can be used wtih a_ total 
minimum monthly premium of $10 for 
several policies. Such policies, grouped 
for payment, do not have to be ona 
single insured. 

The plan is available to both present 
and new policyholders. 


Travelers Field Changes 

Twelve recent field appointments in 
life, accident and health lines have been 
announced by The Travelers. 

Alistair R. Michie, who has been field 
supervisor at Calgary, Alberta, Canada, 
has been appointed assistant manager 
there. Woodie R. Ivey, who has _ been 
assistant manager at Dallas, has_ been 
transferred to Fort Worth in the same 
capacity. 

Three field supervisors have been ap- 
pointed. They are Hartzell A. McDaniel 
at San Antonio; Robert S. Becker, Chi- 
cago, and J. Larry Robertson, Wichita. 

Seven agency service representatives 
have been appointed. They are Frank 
M. Strong, Calgary, Alberta; John E. 
Atkins, Little Rock; John J. Matsock, 
Detroit; William N. te pe Boston; 
John A. Hazlett, Buffalo; Lewis G. De- 
Ment, Atlanta, and Donald W. Wallace, 
Des Moines. 









STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS, 


IN THE DARK ON SELLING 
MUTUAL FUND SHARES ? 


The modern life insurance salesman has a mutual fund connection so as to round 
out his ability to fulfill his clients’ needs. Yet many salesmen are “in the dark’’ on 
the various requirements of licensing and being able to sell mutual fund shares. 
Let us help answer your questions and show you how you might qualify to sell 


this type of investment. Write me—today. 


Tennessee @ 


#. Z. Tloel, Agency Superintendent 


GENERAL AGENCIES OPEN IN Arizona e California ¢ Delaware 
Florida ¢ Georgia @ Illinois ¢ Indiana e Kentucky ¢ Maryland 
Michigan @ Missouri © New Mexico @ Ohio ¢ Pennsylvania 
Virginia @ West Virginia ¢ 


D. of C. © Hawaii 
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Guardian Life Reports 
Record 1957 Earnings 


NEW SALES AT $215 MILLION 





Chairman McLain Reports Net Earned 
Interest Was 3.89%; Record Divi- 


dend Payments 





Record earnings of nearly $10,000,000 
and sales of almost $215,000,000 high- 
lighted the report on 1957 operations 
made by Chairman James A McLain to 
the directors of Guardian Life. 

Net earnings for the year amounted 
to $9,964,000, of which the board au- 
thorized the distribution of $7,375,000 as 
dividends to policyholders this year, 
nearly double the amount set aside for 
dividends just six years ago. In addi- 
tion, $1,000,000 was used to establish a 
voluntary security valuation reserve, and 
$1,479,000 was added to policyholders’ 
unassigned surplus, raising that figure to 
$30,910,000, which is 7.5% of the com- 
pany’s liabilities. 

Guardian’s sales of new life insurance 
for 1957 totaled $214,736,000, including 
Group of $25,952,000. Total life insur- 
ance in force now stands at $1,479,988,- 
000. New accident and health premiums 
for 1957 were $1,016,000, including $198,- 
(0) of Group. Payments to policyholders 
and beneficiaries during the year, in- 
cluding dividends and payments from 
proceeds left with the company in pre- 
vious years, were $34,868,000, an increase 
of 16.1% over 1956. 

The company’s total income for the 
year exceeded $70,000,000, an increase of 
nearly 8% over 1956. 

Investment iicome amounted $17,441,- 
000, up $1,445,000 over the previous year. 
The net return on Guardian’s invested 
assets was 3.89%, as compared with 
3.76% in 1956. Operating expenses for 
the year totaled $13,734,000, including 
provision for federal income and other 
taxes of nearly $2,200,000. 





Kitton Chairman of British 


Life Officers Association 


At a General Meeting of The Life 
Officers’ Association of London, J. H. 
Kitton, assistant manager and secretary 
of Law Union and Rock, was elected 
chairman and J. B. H. Pegler, general 
manager and actuary, Clerical, Medical 
and General Life, was elected deputy 
chairman. 





New York Life Calendars 


Highlighting 12 award winning con- 
temporary paintings, including 10 water 
colors, New York Life’s 1958 calendar 
has been well received by agents and 
the general public. Accenting the Amer- 
ican scene, the paintings represent some 
of the finest water color work being 
done in the country today. Each of the 
12 pictures, representing a different 
month, has already received an award in 
art shows throughout the country. 





Mutual Of N. Y. Promotions 


Mutual Of New York has promoted 
four members of its securities invest- 
ment department according to an an- 
nouncement by Allen L. Lindley, vice 
President for securities investment and 
treasurer. 

John L, Chatellier and J. W. Jackson 
have been advanced to assistant direc- 
tors of investments. Arthur H. Hanf 
and Charles E. Gelardi have been pro- 
moted to investment specialists. 





Julius S. Brown Appointed 


Continental Assurance has appointed 
Julius S. Brown as manager of its San 
Francisco branch office. In his new posi- 
tion Mr. Brown will be responsible for 
servicing the company’s present broker- 
age business sources as well as develop- 
ing new brokerage business in the San 
Francisco area, Mr. Brown was formerly 
assistant superintendent of agencies in 
the company’s Pacific Coast department. 


Aetna Life In Force 
More Than $20 Billion 


ASSETS INCREASE $204 MILLION 





$543 Million New Individual Life Insur- 
ance Written; Group Insurance In 


Force Nears $17 Billion Mark 





The total amount of life insurance 
written by Aetna Life Insurance Co. in 
1957 was $2.8 billion, according to an 
announcement by Henry S. Beers, pres- 


ident of Aetna Life Affiliated Cos. Total 
life insurance in force rose to $20,793,- 
000,000, a gain of more than §2 billion 
for the year. 

New individual life insurance written 
was $543,000,000, bringing the total 
amount in force to $3,925,000,000. In ad- 
dition net increases on existing policies 
amounted to $797,000. Insurance in force 
in the Group department increased $1,- 
945,000,000 to $16,868,000,000. ‘ 

Premium income in the Aetna Life 
was $660,785,245, an increase for the 
year of $65 million. Assets increased 
$204,674,356 to $3,274,898,503. Of these 
assets, approximately 58% were in bonds, 
nearly 29% in mortgages, and about 6% 
in stocks, including stocks of. affiliated 
companies. 











Insurance Brokers—Downtown Office Space 


A progressive agency downtown N. Y. of a fine, long established life com- 
pany, has available a private office, air-conditioned, for insurance broker seeking 
congenial environment and friendly service on his cases. If interested, address 
Box 2583, The Eastern Underwriter, 93 Nassau St., New York 38, N. Y. 











Western Life Appoints 
M. R. Gamache in St. Paul 


Appointment of Merritt R. Gamache 
as St. Paul superintendent of agencies 
for Western Life was announced by 
Robert L. Utne, regional sales vice pres- 
ident. 

Mr. Gamache, a native of Grand Rap- 
ids, is a graduate of the University of 
Minnesota and prior to entering the life 
insurance business, headed the speech 
department of Loras College in Dubuque, 
Iowa. He has served as agent, director 
of training and agency supervisor in the 
St. Paul agency of the Penn Mutual. 





Surplus in the Aetna Life is $190,997,- 
806, an increase for the year of $18,383,- 
521. Contingency reserve and security 
valuation reserve now stand at $103,250,- 
000, a decrease of $12,750,000. 


Manpower Campaign Winner 


Named By Midland Mutual 


Special honors have conferred 
upon three agencies which led the way 
in a year-long manpower development 
campaign conducted during 1957 by Mid- 
land Mutual Life. The winners are the 
Sam Van Elgort Agency, Beverly Hills, 
Cal.; Jack P. Smith Agency, Cieveland; 
and John P. D’Alfonso Agency, San 
Diego. Midland Mutual agencies were 
divided for campaign purposes into three 
competing groups according to the num- 
ber of management and supervisory per- 
sonnel on their staffs. 

Scoring in the campaign was based 
upon recruiting activity, new agent ap- 
pointments and the production of 1957 
appointees. 


been 











RUSSELL W. HUETHER 








Each Selling hour 
value... *35 


Mr. Chas. Becker, Jr., Vice President 
Franklin Life Insurance Company 
Springfield, Illinois 











Dear Charles: 


Some weeks ago you requested me to keep an accurate record 
of time spent in face-to-face selling interviews, for a four week period. 
And you sent me a stop watch to assist me in keeping a very accurate 


record. 
The experiment started on October 7. Four full weeks later, on 
November 2, it was completed. Here is the record of the results: 
Total hours face to face 79% 
Total number of sales «(MV 
Value of each selling hour . $35 


This is not a typical work period. As you know, my father has 
been associated with Franklin for many years. During the test period 
I spent considerable time servicing his business while he was on a 
European tour with Regional Manager Jack Wiseman. Otherwise 


I might have done better. 


An agent cannot long travel at a faster gait than the company he represents! 









Franklin merchandise certainly makes selling easy. 
Sincerely, 
Russell W. Huether 


St. Louis, Missouri 
November 4, 1957 





FRANKLIN LIF 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 

The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Seven Hundred Fifty Million Dollars of Insurance in Force 


CHAS, E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 
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N’western National 
Had 22% Sales Gain 


INTEREST RATE 3.67% 





EARNED 





President Pillsbury Reports Substantial 
Assets Increase, Sees Basic Insur- 
ance Concept Confirmed 





A 22% gain in sales which brought 
total insurance in force at the end of 


1957 to $1,776,682,339, and an increase of 
20 basis points—from 3.47% to 3.67%— 
in net interest earned on invested assets 
are highlights of the 73rd annual report 
of Northwestern National Life. The re- 
port, as usual the earliest issued by any 
major life insurance company, was pre- 
sented to company directors on January 
16 by President John S. Pillsbury, Jr. 

Northwestern National also paid out a 
record $23,923,438 in policy benefits. Two- 
thirds of this represented living benefits 
to policyowners and beneficiaries, even 
though death benefits were $1,811,056 
greater than the previous year because 
of an upturn in mortality which appeared 
to reflect a generally higher death rate 
for the country as a whole. 

Of total 1957 sales of $230,098,513, 
Ordinary insurance accounted for $150,- 
473,391, a gain of 18% over 1956, and 
Group amounted to $79,625,122, up 32%. 
Assets increased to $317,473,671, and sur- 
plus funds, including capital, rose to 
$18,639,024, the report reveals. 


Investment Shift 


Largest portion of the company’s new 
investments during 1957 went into cor- 
porate obligations, on which rates of 
return reached the most attractive level 
in many years. Such holdings increased 
by $23,534,435, nearly double the 1956 
increase. By contrast, investment in all 
types of mortgages dropped from $31,- 
575,736 in 1956 to $12,551,126 in 1957 and 
was not much more than sufficient to 
offset the repayments of principal on 
previously-held mortgages. 

In his introduction to the report Mr. 
Pillsbury cbserved that the recent dip 
in the economy has once again demon- 
strated the fallacy of the oft-heard ad- 
vice to “buy low cost term insurance and 
invest the difference for greater profit, 
since in many cases the profit factor in 
other forms of investment has been 
either sharply reduced or actually turned 
into a loss. 

“In these circumstances,” he declared, 
“the life insurance business has an obli- 
gation and an opportunity to remind 
prospective buyers of the soundness of 
investing in permanent forms of protec- 
tion having guaranteed cash values avail- 
able for retirement or use in times of 
emergency or opportunity.” He ex- 
pressed the belief that life insurance 
leadership generally “stands ready to 
reaffirm vigorously this simple but basic 
concept of our business.” 





House Approves Tax Bill 


Washington—The House of Repre- 
sentatives last week approved a bill ex- 
tending the Mills Law to cover the 1957 
income taxation of life insurance com- 
panies. 

The company tax bill, H.R. 10021, 
now goes to the Senate Finance Com- 
mittee for its approval. On January 23, 
the House Ways and Means Committee 
reported the Mills Law extension after 
statements by Secretary of the Treas- 
ury Anderson in a letter to Chairman 
Mills and in public testimony before the 
committee expressing the Treasury’s 
willingness to go along with reenact- 
ment of the Mills Law for the tax year 
1957. 

The House earlier approved the Tech- 
-~y Amendments Bill, after agreement 
had been reached by the Ways and 
Means Committee to delete the contro- 
versial provision which would have par- 


tially restored the premium payment 
test of life insurance ownership for tax 
purposes. The test had been removed 


from the Tax Code by the general tax 
revision bill enacted in 1954. The Tech- 
nical Amendments Bill also now goes to 
the Senate Finance Committee. 








General American Set 
New Business Records 


LIFE SALES INCREASED 215% 





President Sidney W. Souers Reports 
Assets at $245,524,000; Net Yield 
on Investments 3.48% 





American Life set new all- 
time records in 1957 for the sale of 
Ordinary and Group life insurance, 
Group casualty insurance and individual 
accident, sickness and hospitalization in- 
surance, Sidney W. Souers, president, 
announced at the annual meeting. 

In addition income from premiums 
totaled $62,539,000, or 14.4% more than 
in 1956. Total assets reached a new 
year-end high of $245,524,000, an increase 
of 5% over year-end 1956. The average 
1957 net yield on assets was 3.48% after 


General 


federal income taxes, as compared to 
3.34% in 1956. At year end, the com- 
pany’s surplus stood at a new high 


of $11,271,000, an increase of 6.8% over 
year-end 1956, 


General American Life’s 1957 life sales 
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BERNARD A. HAAS AGENCY 


ManhaHtan Life 


60 East 42nd Street 
New York 17, N. Y. 


Murray Hill 2-3964 








totaled $381,222,000, an increase of 21.5% 
over 1956. Ordinary life insurance sales 
increased for the eighth consecutive 
year, totaling $118,695,000 for the 12 
months of 1957, or 5.2% more than 1956 
sales. Group life sales increased for the 
ninth consecutive year, totaling $262,527,- 
000 for 1957, or 30.5% more than in 

The company’s 1957 sales of Group 
casualty insurance, as measured by pro- 
duction premium income from the vari- 
ous forms of this insurance, totaled $5,- 
060,000, or 140% more than new Group 
casualty premium income from Group 
casualty insurance in 1956. Total earned 
premiums on individual accident, sickness 
and hospitalization insurance—first year 
and renewals—totaled $736,942 in 1957, 
or 118% more than earned premiums 
from that source in 1956. 

Total life insurance in force was 
2,627,648,000 as of December 31, or 
15.4% more than a year earlier. 
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Executives, 


“Reinsurance Exclusively” 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 
associating with North American Re, the world’s 
largest company devoted exclusively to life reinsurance. 
They also value highly the entirely non-competitive 
nature of their relationship with North American. 


Many of these benefits are described in our new 
booklet, entitled, “Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 
Reinsurance Exclusively 

ACCIDENT & SICKNESS e 


GROUP 











Sales Promotion Supervisor 


OSCAR G. 


GARZA 


Appointment of Oscar G. Garza as 
sales promotion supervisor, Latin Amer- 
ican department, Pan-American Life of 
New Orleans, has been announced by 
Fritz G. Lindley, vice president, Latin 
American department. He will be head- 
quartered in the company’s New Orleans 
home office. 

A native of Mexico, Mr. Garza is well 
known in advertising circles in that coun 
try. Prior to joining Pan-American he 
was advertising manager of La Provin- 
cial-Cia. Gral. de Seguros, S. A., a Mex- 
ican insurance company. Prior to that 
he was associated with Publicidad Gen- 
eral, S. A., a leading advertising agency 
in Mexico City. With this company 
he served as production and traffic man- 
ager and later as an account executive 
handling accounts for major American 
corporations advertising in Mexico. 

Mr. Garza received his primary and 
high school education in Monterrey 
and completed business administration 
courses in Victoria, Mexico. For five 
years he was associated with the Amer- 
ican Friends Service Committee in Mex- 
ico. In this capacity he did liaison 
work with foreign college students at- 
tending Mexican universities. He_ has 
also engaged in social work for the 
American Friends Service Committee in 
Europe and the United States. 





BEST COLUMBUS MUTUAL YEAR 
Company Pays for $65,406,000; More 
Than $480 Million in Force; Assets, 
$134,883,000 
With paid production of $65,406,000 the 
year 1957 was best which 50-year-old 
Columbus Mutual Life has had, President 
Frederick E. Jones reported to stock- 
holders. This was an increase over 1956 
figure by 7%. Total insurance in force 
rose to $480 million. Assets, increased 
by $8.2 million, were $134,883,000 at end 
of 1957. Interest earned on total in- 
vested assets reached a new high for 
recent years of 3.73% net after Federa- 
tion taxes. Paid to policyholders and 

beneficiaries in 1957 were $7,294,000. 
William E. Warnkin, Cleveland agen- 
cy, led agents in production with $1,280,- 
000 paid for, and John C. Dexter, Co- 
lumbus general agent, led all other per- 
sonal producers in amount of premium 
paid. The company has 18 agencies 
which produce more than $1 million 
each. 
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Phoenix Mutual Assets $785,850,000 


In Two Decades They Grew From $223 Million; Insurance In 
Force $1.835 Billion; Started Group in 1957 


The year 1957 was a gratifying one for 
Phoenix Mutual Life, President Benjamin 
L. Holland told policyholders. One of 
the gains was of 50% in purchase of 
Ordinary life insurance, the amount of 
Ordinary sold being $320,618,000. Also, 
the company recorded its largest gain 
in Ordinary in force. The increase was 
222,806,000, or 63% more than that of 
1956. Total insurance in force at end 
of the year was $1.835 billion. Premium 
income from new purchases of insur- 
ance also reached an all time high of 
$12,440,000, total premium income being 
$70,764,000. 

Assets of $785,850,000 


The assets of Phoenix Mutual at end 
of 1957 were $785,850,000, an increase of 
$33,103,000. The growth in assets in a 
20 year period beginning with January 
1, 1937, is indicated by the fact that at 
the end of 1937 they were $222,943,000. 

The Phoenix first offered Group in- 
surance to the public last year, sales 
being $23,478,000 although a major part 
of the Group activity was devoted to 
developing Group underwriting facilities 
at home office and. sales organization 
training. 

Phoenix started writing Major Medi- 
cal Expense in 1956 and last year wrote 
1,360 policies for $122,000 total premium. 

Benefits last year which became pay- 
able to policyholders and. their bene- 
ficiaries totalled $49 million. Largest 
share was paid to women. Discussing 
that President Holland said with 7,700,- 
000 widows in our population and_ the 
number expected to rise sharply in 
years ahead two problems are presented: 
providing adequate income to widows 
and their children and need for provid- 
ing income for a longer period. 


Executive Equity Protector 


In reviewing some other developments 
at Phoenix Mutual President Holland 
gave a partial summary: 

A substantial increase took place in 
business placed with the company 
through brokers. A major factor in this 
growth was popularity of the company’s 
Executive Equity Protector Plan, a con- 
tract arranged to provide an immediate 
high cash value. It is primarily de- 
signed for use of corporations and pro- 
fessional men needing larger amounts of 
insurance but who also desire to main- 
tain their» positions as liquid as_ pos- 
sible. This plan recently was instrumen- 
tal in selection of Phoenix Mutual to 
underwrite $13 million of individual life 
insurance on key personnel of a large 
manufacturing concern. 

In 1957 the company extended its use 
of electronic equipment, one machine de- 
livered being a 650 unit. With introduc- 
tion of electronic equipment some _ or- 
ganizational changes were made in de- 
veloping a long range plan to meet 
challenge of growth and changing times. 


5.08% Yield on New Investments 


In investment field Phoenix Mutual 
reduced holdings of long term, low in- 
terest yielding U. S. Government bonds 
together with some other low yielding 
bonds and reinvested the proceeds in a 
diversified list of corporate and muni- 
cipal bonds. Total bond purchases during 
1957 amounted to $38,271,700 at an aver- 
age gross yield of 5% as against last 
year’s comparable yield of 4.22%. 

_ The company continued its substantial 
Investment program in both farm and 
city mortgages. Total new farm mort- 
gage investments amounted to $5,916,- 

at an average gross yield of 5.09%. 
New city mortgages, totaling $32,283,600 
or the year, produced a gross yield of 
5.17%. Comparable 1956 yields were 
4.59% and 4.88% respectively. 

he yield on all new investments was 
5.08% as compared with 4.56% last year. 
The combined effect of this higher yield 


and the sale of lower yielding securities 
was to raise the yield on all investments, 
before taxes, from 3.62% in 1956 to 
3.75% in 1957, the highest obtained since 
1934. Yields after Federal Income taxes 
were 3.33% for 1956 and 3.48% for 1957. 


Taxation on Thrift 


In commenting on taxes President 
Holland said: “The combined Federal 
and state taxes on life insurance are 
now far higher than on any other form 
of thrift. With 110 million Americans 
owning life insurance it is the most wide- 
ly practiced form of thrift in the nation. 
The weight of these great taxes falling 
on millions of small policyholders adds 
more than half a billion dollars a year 
to cost of life insurance. The life insur- 
ance industry certainly expects to pay its 
full share of all taxes, but it is of grave 
concern to the life insurance business 
that our Federal and State tax system so 
severly penalizes the efforts of American 
people to provide their own protection 
and family security. The basic principles 
upon which this country was founded 
have preserved the nation through many 
major crises. The power of freedom of 
enterprise and individual dignity should 
never be underestimated. It took a vast 
amount of sacrifice and vision to create 
our freedom in the first place. It is these 
qualities, renewed and more vigorously 
applied by each individual, which can 
preserve it in the present challenge. 


Life Co. of N. A. Appoints 
V. J. Johntry in Los Angeles 
Appointment of Vernon J. Johntry, 

CLU, as manager of Life Insurance 

Company of North America’s Los An- 

geles service office has been announced 

by Leland T. Waggoner, CLU, agency 
vice president. 

Following graduation in 1934 from the 
Wharton School, University of Pennsyl- 
vania, where he majored in life insur- 
ance, Mr. Johntry joined the Guardian 
Life in New York City where he served 
as agency assistant, full-time agent and 
associate manager. For seven years be- 
fore joining INA, he brokerage 
manager for Guardian at Los Angeles. A 
CLU since 1938, Mr. Johntry is a for- 
mer officer of the New York City CLU 
Chapter and director of the Los An- 
geles Chapter. 

During his 24 years in the business, he 
has been active as a lecturer, writer and 
teacher on life insurance subjects. He 
originated the Graph-Estate program- 
ming device used by the Guardian, con- 
tributed to the original LUTC textbooks 
and taught one of the LUTC pilot 
courses. 

A veteran of Pacific duty in World 
IT as a Navy lieutenant commander, Mr. 
er lives in Palos Verdes Estates, 
Calif, 


was 








CAREER OPPORTUNITIES 


Large Eastern Companies 


GROUP LIFE ACTUARY $16,000 
LIFE ACTUARY 14,000 ~ 
INVESTMENT ANALYST 14,000 


LIFE INSURANCE ACCOUNTANT 7,500 


Unusual Opening—With One of America's 
outstanding Home Office Agencies: 
Assist. to General Agent $10,000 


We invite your inquiry. No obligation 
of course. Present affiliation protected. 


CITY COMPUTING PLACEMENT 


PAUL S. MILLER, MANAGER. 
320 Penn Square Blidg., Phila. 7, Pa. 
LOcust 8-1163 














Now Director of Training 
For North American Life 


Wesley E. Hardin has been promoted 
to director of training for North Amer- 
ican Life of Chicago. He joined the 
company as an agency supervisor in Feb- 
ruary, 1955. 

Previous to joining the North Amer- 
ican Life, Mr. Hardin was associated 
with Franklin Life and Washington Na- 
tional Life. He obtained his masters 
degree from Northwestern University in 
educational administration after having 
previously been awarded his B.A. at Uni- 
versity of Illinois. In his new position 
Mr. Hardin will be responsible for train- 
ing programs throughout the field force 
of the North American Life. 





Woodmen Accident & Life 
Appoints A. D. Anderson 


E. J. Faulkner, president of Woodmen 
Accident and Life of Lincoln, announced 
the appointment, effective February 1, 
of A. Douglas Anderson, as Group sales 
manager of the company. Mr. Anderson 
has resigned as district Group supervisor 
for the Provident Life and Accident at 
Louisville to accept his new position. 

Mr. Anderson was born in Erie, Pa., 
and graduated from Cornell College, 
Mount Vernon, Iowa, in 1947 with a 
bachelor’s degree in economics. He did 
graduate work in Industrial Relations 
at the University of Chicago. During 
World War II, he served as a bom- 
bardier in the European Theater, win- 
ning three battle stars and six medals 
after 42 missions. His insurance career 
began as a part-time insurance agent for 
the Occidental Life of California while 
still attending college after the war. 
Later, he served in the Group depart- 
ment of the Occidental’s home office. He 
was Group service manager for that 
company in Chicago and assistant Group 
supervisor for them in Minneapolis. For 
2% years, he headed the Group depart- 
ment of the Commonwealth Life in 
Louisville, leaving that position in 1956 
to assume the Group district supervisor- 
ship for the Provident Life and Acci- 
dent in Louisville. 











| A TREASURED OIL PAINTING 
| OF THE ONE YOU LOVE 


Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. This life-like 12x 16 painting, handsomely 
framed in limed oak, will become a cherished possession. 

Here's all you do. Send us a snapshot (any size), with complete 
color description of eyes, hair, clothing and person's age. In a 
few short weeks you will receive your portrait. 
Please send check or money order. 


ED LURIE, ep. cu 


67 Warren St., Roxbury, Mass. 


$9500 


Postage prepaid. 
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NON-MEDICAL 


of Group Life Insurance for 
firms with 10 lives or more 
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General Agents 
The UNITED STATES LIFE 
INSURANCE CO. 


Home Life Business At 
Record; Leading Agencies 


Home Life, New York, had another 
record-breaking year as the books for 
1957 closed on combined Ordinary and 
Group life production totalling $232,200,- 
000. Ordinary production of $198,200,000 
topped the previous year’s figure of 
$173,300,000 by 14.4%. December produc- 
tion of $18,500,000 in Ordinary made the 
month the best December—and second 
best month—in Home Life’s history. 

Group life insurance put in force dur- 
ing 1957 totalled $34,000,000-—an increase 
of 12% over the 1956 total. The total 
premium for Group life and accident 
and health was 13% higher than the 
previous year. 

Home Life’s leading agencies in total 
business for the year, and their man- 
agers, are: New York-Oshin, Clarence 
Oshin, CLU; Washington, D. C., Vernon 
Holleman; Newark, Lester Horton; New 
Orleans, Frank Friedler, CLU; and 
Boston, Paul Saint, CLU. 

Louis R. Stein, of Home Life’s New- 
ark, N. J. Agency, led the company’s 
field underwriters in combined Ordinary- 
Group production for the year. Mr. 
Stein, who thas been with Home Life 
since 1945, has been in the company’s 
“top ten” nine times. He placed third 
last year and second in 1956. Mr. Stein 
is a life member of the Million Dollar 
Round Table, has received the National 
Quality Award ten times, and has won a 
place at three of Home Life’s Qualified 
Field Underwriters Conferences, held 
.every three years. 

Other members of Home Life’s “top 
ten” for 1957 are: John A. Packal, CLU, 
Cleveland; Edgar E. Lyons, Hartford; 
Pierre F. Vallon and Leo C. Lob, New 
Orleans; Emanuel M. Weinstock; Louis- 
ville; Irving F. Kennedy, Richmond; H. 
Ross Pierson, Huntington; H: Edwin 
Stockwell, Newark; and Clune J. Walsh, 
Jr., Detroit. 
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Harmelin Agency, N. Y. C., 


Wins 4 Continental Plaques 


, 





Jerry Saltsberg & Associates 
David R. Harmelin (left) and 
William Harmelin. 


The Harmelin Agency, Inc., which has 
represented Continental Assurance as 
general agents in downtown New York 
since September 1, 1956, has won four 
plaques for outstanding 1957 perform- 
ance. Presentation of these awards were 
made at the annual meeting last week 
of the General Agents and Managers 
Association (GAMA) in Chicago. 

Specifically, the Harmelin agency was 
recognized as the “outstanding new 
agency of the year—Eastern division of 


Continental.” It was judged the leading 
agency of the company for 1957 non- 
cancellable A. & H. production. It also 
led the Eastern division in the number 
of pension cases (about 12) written last 
year, and finally, recognition was given 
by the home office for having placed the 
third largest number of Group life cases 
among all agencies countrywise. 

David Harmelin, general agent, spoke 
at the GAMA meeting on his agency’s 
training program for new brokers in 
which he has the close working cooper- 
ation of his brother, William, supervisor 
of the agency. 

In turn, William has qualified for the 
third consecutive year for membership 
in the Million Dollar Round Table. 





National Life of Vermont 
Had Record Business in ’57 


Record business gains for National 
Life cf Vermont for 1957 were reported 
by President Deane C. Davis. At year’s 
end the insurance in force stood at 
$2,035,395,113, a gain of 10.4% compared 
to a year ago. While the company took 
99 years to reach the one-billion mark, 
it achieved its second billion in eight 
years. 

Sales totalled $282,883,271, an increase 
of 19%. A fund of approximately $15,- 
000,000 was set aside to pay 1958 divi- 
dends, an increase of $1,024,000 over a 


year ago. 
“Money rates in 1957 reached the 
highest level in more than a quarter 


of a century,” President Davis reported. 
The company earned on its investments 
a gross interest rate of 4.36, 4.09% after 
expenses, 3.63% after federal income tax, 
compared to 1956 rates of 4.22, 3.94 and 
3.64%, respectively. The net rate of 3.63% 
substantially exceeds the rate of 2.59% 
which the company needed to earn to 
meet its contractual interest require- 
ments. 

Surplus rose to $44,221,265, an increase 
of $3,936,072. The company added $562,- 
636 to its security valuation reserve, in- 
creased its building improvement re- 
serve by $850,000, and added $3,077,160 
to unassigned surplus. 


State Mutual Sales In 
1957 Set New Record 

PRESIDENT PLUMLEY REPORTS 

Total Life Insurance In Force Now Over 


$2% Billion; Annual Meeting Next 
Week in Worcester 


State Mutual Life Assurance Company 
of America, Worcester, Mass., estab- 
lished a new company total sales record 
for 1957 and also had the highest dollar 
income in its history, it was reported by 
H. Ladd Plumley, president. Income 
from all lines was $73,005,710, a gain of 
$5,285,035 over 1956. Total life insurance 
in force was $2,500,317,696. Net return 
on investment after Federal taxes was 
3.75%, the highest net rate in 21 years, 
and resulted in $21,689,788. The com- 
pany opened five new field offices, de- 
veloped new policies, and revised its 
dividend scale during the year. High- 
lights of the yearly operation were the 
change of the company name in Sep- 
tember and the transfer to the new 
home office, dedicated in November. ~ 


Annual Meeting Feb. 11 


The company’s annual meeting on Feb- 
ruary 11 in Worcester will coincide with 
a three day national General Agents 
and Managers Conference, the first ever 
held at the home office. : 

State Mutual’s December paid life vol- 
ume registered a gain over the previous 
year and contributed to the $178,484.56] 
total for the year, a gain of $9,700,207 
over 1956 and an all-time record high 
for the company. Individual life insur- 
ance in force was set at $1,620,561,493. 

The Nothhelfer and Leck Agency, Chi- 
cago, was first in life sales for the third 
straight year. The N & L Agency had 
production of $11,071,143, breaking their 
own company record. The second 
Agency, Louis Cerf of New York City, 
also broke that previous high with pro- 
duction of $10,200,000. The next three 
agencies were John M. Hammer, Tampa; 
G. Harold Moore, Pittsburgh; and the 
Ayres Agency. Worcester. Felix O. 
Janke of the New York Cerf Agency 
was the leading agent for the Company 
with $2,599,099 production and he broke 
the company’s all time personal produc- 
tion record. Frankland F. Stafford of 
the same agency and Roy E. Stringer 
of the Harry J. Altick Detroit Agency 
were third. 

State Mutual’s combined Group pro- 
duction was up for 1957, with an esti- 
mated annual income from new Group 
business of $4,244,000. It was the second 
highest year in casualty premium pro- 
duction registering $1,864,668. Total 
Group life insurance in force was $881,- 
772,703, a gain of $64,538,563. The Bos- 
ton Group office with Richard E. Mathes 
in charge, led the Group field force 
in both life volume and combined pre- 
mium. The Detroit office headed by 
James F. Donovan held the first position 
in casualty premium. 

The company’s sickness and accident 
production in new annual premium was 
9% over 1956 at $426,723. Total annual 
premium was up 35% with the 1957 fig- 
ure at $984,778. The leading agencies in 
annualized premium for this line were 
Bernard Rosen, Denver; Nothhelfer & 
Leck, Chicago; and New York Selling. 


Mark 50th Anniversary of Continental American Life 











Recently Continental American Life of Wilmington, Del., marked its 50th 
anniversary with a celebration at the home office and at Hotel DuPont. Shown 
above are some officials gathered at the DuPont with Company President Claude 


L. Benner. 


From left: Mayor Eugene Lammot of Wilmington, himself an insurance man; 
Delaware’s Governor J. Caleb Boggs; Dr. Benner; Congressman Harry G. Haskell, 
Jr.; and Harry S. Smith, Delaware Insurance Commissioner. 

Continental American’s two-day celebration, Jan. 17-18, was attended by 66 
field delegates and their wives from the company’s 12-state territory, plus com- 


munity leaders and many special guests. 





Business Men’s Assurance 
Annual Managers Meeting 


The annual managers meeting of the 
Business Men’s Assurance was held in 
City recently with 33 branch 
managers in attendance. J. W. Sayler, 
CLU, vice president in charge of sales, 
presided at the opening session. J. C. 
Higdon, president, W. D. Grant, CLU, 
executive vice president, and members of 
the sales department reviewed the com- 
pany’s 1957 accomplishments and out- 
lined 1958 objectives and plans. 

The managers heard reports on re- 
cently introduced training and manage- 
ment aids, including additions to the 
BMA management training course and 
an expanded BMA training course for 
new salesmen. Also, new sales promo- 
tion material, the 1958 advertising pro- 
gram and new sales aids were intro- 
duced. 

Hugh S. Bell, CLU, Seattle general 
agent for Equitable Life of Iowa, spoke 
on management methods. The second- 
day session of the meeting was pre- 
sided over by G. A. Diehl, Milwaukee 
branch manager, who was 1957 president 
of the BMA Managers Association. 

Following talks by several of the man- 
agers, these new officers of the BMA 
Managers’ Association were elected for 
1958: Charles W. Cooper, Springfield, 
Ill., president; Robert M. Best, CLU, 
Columbus, vice president: Lewie E. 
Moates, Tallahassee, secretary-treas- 
urer; William B. Huie, Phoenix, and 
Bernard J. Lenoue, CLU, Seattle, di- 
rectors. 


Kansas 














INVESTIGATE This Unusual G A Opportunity 


Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 95 million—over '/2 billion dollars insurance in force. 


Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District of Columbia. 


Write in confidence to: B. A. FRANK, Mgr. of General Agencies 


SUN LIFE INSURANCE COMPANY 
of AMERICA 


109 East Redwood St., Baltimore 2, Md. 











New Titles for 3 Officers 
Of Northwestern National 





WALTER K. FRITZ 


Northwestern National announces 
election of Walter K. Fritz as second 
vice president and underwriting director; 
Donald E. Jondahl as treasurer; and 
Robert W. Anderson as financial vice 
president. 

Mr. Fritz, who attended Washington 
University, St. Louis, joined Northwest- 
ern National as underwriting secretary 
and became underwriting director last 
year. He was president of Institute of 
Home Office Underwriters in 1941. Mr. 
Jondahl, a graduate of University of 
Minnesota and Harvard Graduate School 
of Business Administration, was invest- 
ment analyst with Continental Casualty 
until 1947 when he joined investment 
department of N/W National. For two 
years he has managed the companys 
securities department. Mr. Anderson, who 
has been vice president, treasurer and a 
director with over-all responsibilities for 
the investment operations, continues 1 
that capacity with new title of financial 
vice president. 
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Heads Canadian Operations 
For Occidental of Calif. 


MICHAEL F. BARNES 


Jarnes, for the past two 
years Occidental Life of 
California’s branch, has been 
elected a second vice president, Presi- 
dent Horace W. Brower announced. He 
will take charge of Canadian operations 
for the company. 

A native of Utah, Mr. Barnes joined 
Occidental in 1939 in the controller's 
department, and six months later left 
to serve with the Royal Canadian Army. 
In six years he rose from private to 
major, and returned to Occidental in 1945 
to become chief clerk of the accident 
and sickness department. In 1946 he be- 
came manager of the policy issue de- 
partment, did special field work in Can- 
ada in 1949 for the controller, served as 
planning analyst in 1950, and at the end 
of 1951 was qualified as a_ senior life 
underwriter. In 1953, he was appointed 
assistant superintendent of agencies, 


Michael F. 
manager of 
Toronto 


Conn. General Life Names 
Six Field Office Managers 


Vice President Stuart F. Smith of 
Connecticut General Life announced the 
appointments of six managers in field 
offices. 

Joseph S. Cannava has been named 
manager of the Albany branch office. 
He joined the company in 1951 and has 
been serving as assistant manager of the 
Detroit branch office. 

John D. Gavan has been appointed 
manager of the Charlotte brokerage 
agency, He joined the Milwaukee agen- 
cy in 1949 and since 1954 has been in 
charee of brokerage services at the 
Boston branch office, 

Creed L. Ford, Jr. has been appointed 
Manager of the life department of A. C. 
Prendergast and Company in Dallas, 
general insurance firm representing 
Connecticut General, Mr. Ford has been 
with Connecticut General since 1949 and 
hefore his appointment served as as- 
sistant manager of the Houston branch 
office. 

Named to head the Cleveland branch 
office is Raymond J. Mals who joined 
the company as an agent in Evanston, 
Ill. in 1954 and was assistant manager 
of the branch office there before his 
appointment. 

_ Roland J. Russell, Jr. has been placed 
in charge of the Toledo branch office. 
€ was formerly assistant manager of 
the St. Louis branch office and has been 
with the company since 1949. 
_ John H. Todd, who has been manager 
in Toledo, has been appointed district 
Manager in Harrisburg, Pa. He joined 
the company in 1945, 





Fagan V.P. and Treasurer 
California-Western Life 


Stuart Fagan, who has been second 
vice president in the investment de- 
partment of California-Western States 
Life, has been made vice president and 
treasurer succeeding Paul C. Wright 
who after 47 years service will go into 
inactive status until his retirement next 
year, it was announced by President 
Robert E. Murphy. 

Other changes are advancement of 
Maurice H. Evans, assistant treasurer, 
to second vice president and assistant 


LAMAR AGENCY SUPERVISOR 

Appointment of James L. Forman as 
supervisor in the Glenn G, Lamar Agency 
of Lincoln National Life in Birmingham 
has been announced by Mr. Lamar. Mr. 
Forman joined the company and the 
Lamar Agency in May of last year, 
bringing with him two years of success- 
ful selling experience in the field. 





treasurer and Dorvan R. Johnson to 
assistant treasurer and assistant secre- 
tary. 


Using Bank Draft Method 


North America Assurance Society of 
Richmond, Va., has installed the bank 
draft method of paying premiums for 
both its life and accident and sickness 
policies. Under this system the policy- 
holder has the advantage of paying one- 
twelfth of the annual rate monthly, 
thereby having the advantage of paying 
premiums monthly without paying an 
additional charge. 

President of the company is J. Frank- 
lyn Dew. 





Your client signs a note for the total amount of 
his annual premiums plus a small additional charge. 


The Chase Manhattan pays your client's premiums for 
a full year in advance. (You collect full commission 


immediately.) 


Your client repays the Chase Manhattan in 

convenient instalments over a period of one year. 
In many instances your client saves money under 
this plan. 


The Chase Manhattan provides life insurance without 
cost to your client covering unpaid balance of 
his note up to $5,000. 


Call “instalment Credit Division” 
HAnover 2-6000, Ext. 377 


THE CHASE MANHATTAN BANK © 





MANHATTAN 
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CONNECTICUT INITIATIVE 


Connecticut insurance companies are 


formation of 


to be congratulated upon 
the Insurance Information Office, to be 
headed by an experienced newspaper 


This new of- 
mutual 
in other 


industry 


end public relations man. 


stock and 
insurers ; 
segments of the 


a forward-looking 


sponse red by 


fice is 
fire, life and casualty 
words by all 
working together in 
cooperative effort to educate the public 
on the “role of the insurance business 
as a major beneficial influence in Con- 
necticut’s economy, to organize and 
maintain an active speakers’ bureau, to 
arrange participation in public service 
programs relating to health, safety 
of property.” It is 
not en- 


and 
preservation an- 
nounced that the association will 
gage in lobbying activities. 

The new association has great poten- 
tials and aims to fill an obvious need 
which has long existed. It may well be 
the inspiration for formation of similar 
all-industry public information offices in 
other states. For years numerous insur- 
ance organizations in all branches of the 
business have individually maintained 
highly efficient public relations depart- 
ments which have made very definite 
and constructive contributions to educa- 
tion of the public and to loss prevention. 
But lack of coordination between these 
groups has been a handicap when all- 
to tell the insurance story to 
needed. 
Connecti- 


out efforts 
the public has been most 

Now the entire industry in 
cut aims to work together to keep the 
informed of the bene- 
ficial insurance, including 
those which are of strictly business type 
and those which are rendered as public 
Insurance is going on the of- 


public currently 
endeavors of 


service. 
fensive in public relations, and not wait- 
ing to present its story until it has been 


attacked, and then make defensive re- 
sponses, after unjustified damage to 
prestige has been done. An _ educated 


public will be far more sympathetic with 
and understanding of insurance, its ob- 
jectives and its problems. 

Speakers’ bureaus are decidedly help- 
ful. Agents’ and company associations 
and fieldmen’s clubs have been widening 
their. participation in this activity for 


some years. The Connecticut Insurance 
Information Office can further stimulate 
this movement so that insurance men 
will constantly be speaking before civic 


and business groups, where men and 
women in other lines of business can 
listen to intelligent presentations on 


various phases of insurance. 

Companies supporting the new infor- 
mation office include some of the largest 
and strongest in the insurance industry. 
All 16 insurers are showing a _ highly 
commendable unity and a_ broad ap- 
proach to public relations which augurs 
well for the success of this all industry 
cooperation. 





Paul B. Willson has been appointed 
superintendent of the ocean marine loss 
department of the Boston and Old 
Colony Insurance Companies. 

He joined the Boston Insurance Group 
as a loss examiner in the ocean marine 
department in 1952. He was graduated 
from the United States Merchant Ma- 
rine Academy in 1944; served at sea 
in the Maritime service and was gradu- 


ated from Bowdoin College in 1950. 
* o* x 
Lewis W. Hannum has been named 


assistant secretary, fire and marine un- 
derwriting department of The Travelers 
Indemnity, and also assistant secretary, 
southern department, Charter Oak Fire. 
Mr. Hannum joined The Travelers in 
1926 as an examiner in The Travelers 
Fire. He was named assistant chief un- 
derwriter in 1937 and chief underwriter 
in 1947. Prior to joining Travelers he 
had been associated with Caledonian. 
x * x 


Hess T. Sears, CLU, administrative 
vice president of the Equitable Life of 
Iowa, has been elected president of 
United Community Services of greater 
Des Moines. He served as general chair- 
man of the United Campaign, fund rais- 
ing arm of UCS, in 1953, and as presi- 
dent of United Fund of Towa, state-wide 
health and welfare organization, during 
1956-57. 

ee Aue 

Lewis A. Shaw, public relations man- 
ager for Massachusetts Mutual. Life, has 
been named the “Young Man of the 
Year” for 1957 in Springfield, Mass. and 
received the Distinguished Service Award 
for outstanding community effort and 
leadership. Mr. Shaw, who is active in 
a number of community and professional 
organizations, was selected as the eighth 
recipient of the annual award spon- 
sored by the Springfield Junior Chamber 
of Commerce. 








JOHN 


B. STODDART, JR. 


John B. Stoddart, Jr., former U. S. 
attorney, Southern Illinois district, and 
that state’s attorney, 
has joined Prudential 


assistant 
the 
surance Co. as an assistant general coun- 


prior to 


Illinois, In- 


sel. Before going with the Government 
Mr. Stoddart was with the Springfield, 
Ill, law firm of Brown, Hay and 
Stephens. Born in Malvern, Iowa, he 
received his bachelors degree at the 
University of Nebraska and his law de- 
gree at University of Michigan. During 
World War II he served as an Air Corps 
pilot and was discharged a major. 


* * * 


Admiral Sidney W. Souers, president 
of General American Life, St. Louis, 
has been elected to the board of direc- 
tors of the St. Louis Insurance Corpora- 
tion, replacing the late Powell B. Mc- 


Haney. 
x oo x 


Ian Mair, new fire and casualty man- 
ager for Canada of Prudential Assur- 
ance Co. of Great Britain, was formerly 
assistant fire and casualty manager. A 
native of Scotland he began his career 


with the company in that country and 
has been in Canadian insurance field 
since 195]. 

* x Ok 


H. Clay Evans Johnson, president of 
Interstate Life & Accident of Chatta- 
nooga, was presented with the Kiwanis 


Distinguished Service Award, for his 
contribution to the community. Follow- 
ing graduation from Princeton, he be- 


came active in the Junior Chamber of 
Commerce of which he was president in 
1939, was given its award of outstanding 
young man of Tennessee. After war 
service as lieutenant commander in the 
Navy, he was active in the Chattanooga 
Chamber of Commerce, becoming _presi- 
dent in 1955. Mr. Johnson is affiliated 
with many civic and charitable organiza- 


tions. 
* * * 


Horace W. 
cidental Life 


Brower, president of Oc- 
of California, has been 
nominated to the board of directors of 
Transamerica Corporation, by Frank N. 
Belgrano, Jr., president and chairman of 
Transamerica. The announcement of 
Mr. Brower’s nomination comes less than 
a week after Mr. Belgrano’s election to 
chairman of Occidental’s board, In mak- 
ing the nomination, Mr. Belgrano stated 
that with the impending reorgnization 
of Transamerica, Occidental’s role in the 
Transamerica corporate +structure will 
become increasingly important. 











Elliott’s Peachtree Studio 
BACHMAN 


ROY G. 


Roy G. Bachman, executive vice pres- 


ident of General Adjustment Bureau, 
Inc., celebrated his 25th anniversary 
with that organization on February 1. 


Mr. Bachman was honored by a group 
of his bureau associates at a reception 
and dinner held at the Hotel Roosevelt, 
New York City, on January 31. Mr. 
Bachman began his bureau service in 
1933 as assistant manager of the Mem- 
phis office. Four years later he was 
transferred to the Atlanta departmental 
office as general adjuster. In 1938 he 
was called to the bureau’s _ national 
office in New York and appointed as- 
sistant general manager. He served in this 
capacity until 1948, when he was trans- 
ferred to Atlanta as general manager of 
the Southeastern department. In Octo- 
ber, 1955, he was again called to the na- 
tional office and appointed assistant to 
the president. In May, 1956, he was 
elected executive vice president. Be- 
fore joining the bureau Mr. Bachman 
had been with Windle, Burlingame and 


Dargan, Inc., and served as an_ officer 
of the Public Fire. 
xk «x 
Edmund L. Zalinski, executive vice 


president of Life Insurance Co. of North 
America, addressed the Poor Richard 
Club of Philadelphia last week. He told 
the advertising group the North Amer- 
ica Companies feel advertising is vital to 
business success in today’s competitive 
economy and he believed in “hard sell” 
advertising copy. 
* *k x 


J. A. Abell has been appointed statis- 


tical director in the Skokie, IIL, home 
office of Allstate Insurance Co. He 
joined Allstate in 1949 as assistant tab- 


ulating manager in the home office. He 
transferred to the company’s Pa- 


was 
cific Coast zone office in Menlo Park, 
Calif., in 1952 as zone statistical man- 
ager. He became zone accounting man- 
ager in 1953 and services manager in 
1955. 

* ok Ok 


Robert P.'Stacy, Jr.. special agent for 
the Phoenix of Hartford Insurance Com- 
panies, has been transferred from the 
Pittsburgh district office to the Newark. 
N. J., office under ‘the supervision of 
Manager Roger S. 'Henry. Mr. Stacy 
is a graduate of the University of North 
Carolina and a veteran of the United 
States Air Force. Experienced in field 
work, Mr. Stacy’ is'a graduate of the 
home office’ training ‘school. He will 
make his headquarters in the Raymond: 
Commerce Building; | 
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1,750 at America Fore Loyalty 
Group’s Atlantic City Convention 


The convention in Atlantic City last 
week—the first joint function since Loy- 
alty Group of insurance companies be- 
came affiliated with the America Fore— 
was the largest gathering in the fire, 
marine, automobile, casualty and corol- 
lary lines which has been held at that 
seashore resort. In all there were 1,750 
present. The affiliation between the 
America Fore and the Loyalty took place 
in December, 1957. 

While the main convention headquar- 
ters were in Haddon Hall, two other 
hotels were also used—the Chalfonte and 
Colton Manor, and the banquet attend- 
ance was so large it was necessary that 
it be held in the city’s auditorium hall. 
In addition to representatives of the 
home office those attending the conven- 
tion included resident officers and man- 
agers, state and special agents, mem- 
bers of the field force, claims managers, 
engineers and payroll auditors. From 
America Fore 1,350 attended and from 
Loyalty Group 400. 

The trip to Atlantic City and back 
was made exclusively by railroad in- 
stead of airplane, and in the transporta- 
tion 12 railroads cooperated. Special 
trains were run from San Francisco and 
Los Angeles and from Chicago and St. 
Louis. There were special cars with 
passengers from such cities as New Or- 
leans, Houston and Dallas. 

Everyone attending tle convention 
Was present at the ger ral meeting, 
opening the convention pry*ram, held in 
the Casino Theatre on thy Steel Pier. 
The two speakers greeting the conven- 
tion at the opening session were J. Vic- 
tor Herd, chairman and _ president, 
America Fore Group, and William B. 
Rearden, president, Loyalty Group. Each 
made short talks. 

This was followed by discussion of 
subjects concerning the entire organi- 
zations. Some topics reviewed were in- 
vestments; advertising; automobile pro- 
duction and underwriting; compensation, 
liability ; utilities department, fire under- 
writing; safety engineering; accident and 
health; farm and hail, casualty claims 
department; fire loss department; boiler 


,— and machinery; bonding; burglary and 


glass; inland marine; multiple peril un- 
derwriting and production; compulsory 
automobile liability insurance. Walter J. 
Christensen, - executive vice president, 
Presided at one of the discussion groups; 
and Nicholas Dekker, executive vice 
President, at. the other. 

On the following day there were geo- 
graphical meetings at which the meet- 
Ings held were of home office (Eastern 
department); New. York metropolitan 
suburban division; Southwestern, 

estern, Southern, Pacific and Can- 
ada departments. All of the geographi- 


cal area meetings were held in rooms 
of Haddon Hall. 


At the banquet in Convention, Hall 
tributes were paid to Ernest A. Henne, 














vice president and manager, Western 
department, America Fore who retires 
March 1; and to these vice presidents 
who have retired in past few months: 


Raymond M. Caverly, J. D. Spellman, 
Herbert Dimond, Arthur Cohen, G. L. 
Kerr and Fred Walther. 

The cover of the Atlantic City pro- 
gram—both on outside and inside pages 
—contained pictures of 28 buildings oc- 
cupied in whole or in part by America 
Fore-Loyalty Group, including home 
office of America Fore at 80 Maiden 
Lane, New York, and home office build- 
ing in Newark of Loyalty Group. 

Among the buildings pictured on the 
covers, wholly or in part occupied by 
America Fore-Loyalty Group, are those 
in Chicago, San Francisco, Minneapolis, 
Cleveland, Kansas City, St. Louis, Okla- 
homa City, Birmingham, Dallas, Hous- 
ton, Charlotte, Oakland, Fresno, and 
Mineola, Long Island. Atso shown was 
a facsimile of the 15-story skyscraper 
which will be built in Brooklyn, work on 
which has started. 

Several large displays dominated the 
lobby of Haddon Hall. One featured a 
large scale blowup map of the United 
States with multicolored pins indicating 
locations of company fieldmen, branch 
offices and claims offices and carrying 
through the theme of the countrywide 
and Canadian meeting. This was headed 
by the phrase “Welcome 1958 America 
Fore Loyalty Group Convention” and 
clocks across the top gave countrywide 
times according to time zones. 

Another display showed giant enlarge- 
ments of photographs of the America 
Fore home office in New York City, and 
the home office of the Loyalty Group 
in Newark. Centered between these was 
an illuminated plaque which carried the 
names of all of the ten companies now 
comprising the America Fore Loyalty 
Group with a side panel which gave 
pertinent details about the facilities of 
the combined organizations. This car- 
i the slogan, “A Winning Slate For 
5 Lie 

Still another display showed all na- 
tional advertisements scheduled by the 
Group for 1958 and a panel of the na- 
tional magazines in which these appear. 
A final panel detailed the business and 
promotion aids available to agents of the 
companies. 

Another display detailed the Adjusters 
Training Program with photographs of 
the school building in East Orange and 
interior shots of the operations and 
equipment. 

An engineering display of the Fidelity 
and Casualty Co. of New York was an 
exhibit demonstrating “Magnaflux” and 
“Audiogauge” methods of non-destruc- 
tive testing and conventional and nuclear 
power systems, 

ke ok 


J. & H. Rent Four Floors 


Johnson & Higgins, international in- 
surance brokers, have rented four floors 
in the new Tishman Building at 666 Fifth 
Avenue at Fifty-Second Street. The 
building is 38 stories tall, 


Shirley E. Moisant 55 Years 


in Business 


Shirley E. Moisant, veteran insurance 
agent, publisher and editor of the 
“Agents Forum” at Kankakee, IIl., has 
completed 55 years in business in Kan- 
kakee. He was the subject of a “Por- 
trait Gallery” article, with photograph 
in a recent issue of Kankakee Daily 
Journal. A former president of the IIli- 
nois Association of Insurance Agents 
and secretary-treasurer of the associa- 
tion for 28 years he has long been a 
familiar and popular figure at conven- 
tions of the National Association of 
Insurance Agents. In its “Portrait” of 
Mr. Moisant the Kankakee Daily Jour- 
nal says in part: 

“With 55 years in business in Kan- 
kakee behind him Shirley E. Moisant to- 
day ranks as one of the community’s 
veteran businessmen. With his eritire 55 
years being in the insurance business he 
most certainly is the veteran of all the 
community’s insurance agents. 

“Moisant has been a Kankakeean for 
nearly 70 years. He was born in Man- 
teno and came to Kankakee with his 
parents, Mr. and Mrs. John B. Moisant 
when he was a child. He attended Kan- 
kakee public schools and then spent a 
year at Richmond Business College. At 
this point he was 17 years old and his 
parents felt him too young to enter 
business. He followed their suggestion 
to attend college and at Chicago Kent 
College of Law he spent three years in 
studying law. 

“The Kankakeean, however, wasn’t too 
enthusiastic about law, even after the 
three years of study, and when Henry 
Ruel, who also was a law student, sug- 
gested they enter into partnership and 
purchase the insurance business of Wil- 
liam Fraser, then for sale, he agreed. 
That was on Jan. 3, 1903 and he has 
been in that type of business ever since. 

“In 1904 Ruel decided to enter the 
law profession so Moisant purchased 
his interest. Ten years later he and 
Philip Brosseau merged their insurance 
businesses but in 1920 Moisant purchased 
his interests and also took over the 
Kankakee Insurance Agency. 

“The Kankakeean is most proud of 
the longevity of some of the people 
connected with him in his firm. Miss 
Caroline Ehrich, secretary, has been 
with him for 38 years. William Lock- 
wood has been associated with him in 
the firm for 35 years. E. O. Danforth 
has been handling the farm _ business 
connected with the company for the past 
30 years and Mrs. Pearl T. Steyer, an- 
other secretary, has been with the firm 
about 30 years. 

“Moisant is also proud of the fact 
that his entire 55 years have been spent 
on Schuyler Avenue in Kankakee. 

“He was a director in the Illinois State 
Chamber of Commerce for 18 years and 
served eight years as vice president. He 
was a director of the Kankakee Cham- 
ber of Commerce for many years and is 
a past president of the organization. 

“In public life he served four terms 
as alderman of the Second Ward, spent 
three terms on the board of supervisors 
representing Kankakee Township, served 
three 2-year terms on the Kankakee 
County Board of Review and during 
World War I was Kankakee County 
food administrator.” 


* * * 


Niagara in Puerto Rico 


Heretofore none of the companies in 
the America Fore Group has been writ- 
ing business directly in Puerto Rico. A 
license has now been secured for the 
Niagara Fire of the Group to write fire, 
marine and allied lines, inland and ocean 
marine, burglary and -accident insurance 
in that Commonwealth. Anglo-Porto 
Rican Insurance Associates, Inc., San 
Juan, has been appointed general agent 
and will report directly to the home 
office. 


Seattle Public Lib 


J. Peter Grace Heads Fund 





Dorothy Wilding, London 
J. PETER GRACE 


J. Peter Grace, president of W. R. 
Grace & Co., has been appointed chair- 
man of the 1958 campaign of The Great- 
er New York Fund. The campaign opens 
in the Spring in behalf of 425 hospitals 
and health and welfare agencies of the 
metropolis. 

W. R. Grace & Co., is a major factor 
in the U. S. chemical industry in addi- 
tion to its shipping interests — Grace 
Line, Inc., and has widespread South 
American industrial, agricultural and 
commercial enterprises. It is the prin- 
cipal owner of the Grace National Ban!: 
of New York and half owner of the 
Pan-American-Grace Airways, popularly 
called Panagra. One of the W. R. Grace 
& Co. affiliates is J. C. Griswold & Co., 
Inc., a large insurance brokerage con- 
cern. Mr. Grace is a director or trustee 
of Northern Insurance Co., Assurance 
Co, of America, Atlantic Mutual Insur- 
ance Co. and Centennial Insurance Co., 
as well as being on the board of First 
National City Bank of New York, Stone 
& Webster, Inc., Emigrant Industrial 
Savings Bank. Also, he is a director of 
Boys’ Club of America, Community Serv- 
ice Society, St. Vincent’s Hospital. Since 
1950 he has been president of Catholic 
Youth Organization. He is a member of 
the Board of Founders of Knights of 
Malta and is on Cardinal’s Committee of 
the Laity. 

William Russell Grace, grandfather of 
J. Peter Grace, was twice mayor of 
New York and long active in charitable 
and civic affairs. He founded the Grace 
Institute which trained 70,000 young New 
York women of every denomination. 
Joseph P. Grace, father of J. Peter, was 
one of the founders of Catholic Youth 
Organization and the Greater New York 
Coordinating Committee on Released 
Time of Jews, Protestants and Roman 
Catholics. 

Mrs. J. Peter Grace was Margaret 
Fennelly, They have four sons and four 
daughters and reside in Manhasset, Long 


Island. 
* * x 


Eagle Star Visitors Coming 


Four passengers on a flight from Eng- 
land to the United States on February 
22 will be Sir Brian Mountain, chairman 
of Eagle Star Insurance Co., Lady 
Mountain, Harry’ Routh, general man- 
ager, and G. A. J. Druce, overseas man- 
ager of the company. 

* ok x 


“Business Interruption” Primer 


Publication of the fourth edition of 
Business Interruption Primer, by John 
D. Phelan, has been announced by The 
Rough Notes’ Co., Inc., Indianapolis. 
The author! explains why a_ business 
needs business interruption coverage, 
and how much insurance it needs. 

According to Mr. Phelan, only about 
10% of the retailers carry business in- 
terruption coverage, and two-thirds of 
those that don’t carry it have never been 
solicited by an agent. 
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Aetna Insurance Group 
Assets $265,802,000 

SLIGHT GAIN FOR PAST YEAR 

Premiums . Written, $150,175,800, Up 


Slightly; Loss Ratio 56.7%; Under- 
writing Loss is Shown 








The Aetna Insurance Group has issued 
its 139th annual report showing con- 
solidated assets of $265,802,246, on De- 
cember 31, 1957, an increase of $51,334 
over 1956. The policyholders’ surplus at 
year-end was $69,256,745, compared with 





~ 
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$75,105,815 the year before, a drop of 
$5,849,070. The unearned premium re- 
serve was $124,964,585, against $123,532,- 
230. 

President Clinton L. Allen says net 
premiums written in 1957 were $150,176,- 
869, a small increase, Fire and _ allied 
lines premiums were $70,728,622, drop of 
5%. Net losses incurred to premiums 
earned were 54.3% against 55.3% in 1956. 
Marine premiums amounted to $21,068,-. 
403, up 1%, with loss ratios 614% and 
59.8%, respectively, for 1957 and 1956. 
Total casualty premiums were $58,379,844, 
up 7.2%, with loss ratios of 57.9% for 
1957 against 54% for 1956. For all lines 
the loss ratio was 56.7% in 1957 on pre- 
miums earned bases, against 55.4% in 
1956. 

The Aetna Insurance Group showed an 
underwriting loss of $8,909,744 last year 
against $7,965,229 in 1956. Investment 
income totaled $6,295,604 in 1957, up 
$615,485. Net income for the group, after 
taxes, was a loss of $2,618,912, against 
$2,114,982 loss in 1956. 


President’s Report 


In his report to stockholders President 
Allen said: 

“While business in general throughout 
the United States continued to enjoy 
near record activity with commensurate 
profits, the year 1957 turned out to be 
one of the poorest years in the entire 
experience of the fire and casualty com- 
panies, Lower security values at the 
year’s end coupled with substantial 
underwriting losses produced these un- 
satisfactory results. 

“Contributing factors to this disturbing 
condition were: marked increase in fre- 
quency and severity of losses; increased 
claim consciousness on the part of the 
general public; inflated claim costs due 





PACIFIC GROUP CHANGES 





DCraman, Meserole, Jr., and Taylor Made 
Vice Presidents; Langeman and 
Russell Asst. Secretaries 

The Pacific of New York Bankers & 
Shippers and Jersey Insurance Co. of 
New York have elected as vice presidents 
Seymour L. Braman, Clinton V. Meser- 
ole, Jr., and Howard M. Taylor. They 
were formerly secretaries. Henry C. 
Langeman and Leroy B. Russell were 
named assistant secretaries. 





to the rising value of materials and serv- 
ices; broadened coverages at inadequate 
rates occasioned by competition for the 
premium dollar. 

“To combat this unhealthy trend cor- 
rective measures by rating bureaus and 
company organizations have been in- 
itiated and are now effective in many 
areas. Unfortunately, the full impact of 
rate increases cannot immediately be re- 
flected in improved underwriting results 
because of the number of term_ policies 
outstanding. This situation is inherent 
in the business. Country wide, your man- 
agement is taking an active part in all 
efforts to better conditions in the in- 
dustry. 

“Automobile business continues to be 
the cause of the most trouble and the 
most losses in our entire casualty oper- 
ations. Our experience follows the gen- 
eral trend of the industry. It is esti- 
mated that inflation has ‘increased the 
average bodily injury claim cost 82% in 
the last ten years. Corrective measures 
have been taken through tightening 
underwriting requirements combined 
with an average rate increase of 20.2% 
in 47 States and Territories. Due to 
continued unfavorable experience, addi- 
tional rate increases up to 30% are under 
consideration for filing in approximately 
30 jurisdictions. There is some slight 
indication that the adverse experience 
may have reached its peak and that a 
gradual i improvement in this field may be 
anticipated. 

“We are continuing rigid control of the 
growth and distribution of our casualty 
premium writings. 


Outlook for Future 


“We view 1958 with a degree of opti- 
mism mixed with a large amount of 
caution. There is a gathering body of 
evidence pointing to an economic read- 
justment in the United States of greater 
severity than had first been anticipated. 
Reluctant recognition seems to. be 
spreading that this cyclical adjustment 
is inevitable in view of this country’s 
rapid growth in recent years, 

“Any curbing of the current inflation- 
ary forces will materially assist in the 
control of our spiraling claim costs. We 
have been confronted with the almost 
hopeless task of paying 1957 losses with 
a shrinking dollar from business which 
was placed on our books two, three, four 
and five years ago. 

“With rate increases now in effect and 
pending, we anticipate there will be an 
increase in general premium volume. The 
extent to which these increases will im- 
prove our loss experience cannot be 
forecast with accuracy, but it is bound 
to have some favorable effect. 

“We have established our production 
and underwriting policies for the coming 
year based on our opening comments— 
‘Some optimism mixed with a large 
amount of caution,’ 

“I wish to state that your management 
is not unduly alarmed or unduly pessi- 
mistic over conditions which beset our 
business today, for they can and will be 
surmounted, All of us know, however, 
that a difficult and challenging task lies 
ahead, and our entire organization is 
geared and dedicated to seeing the job 
through to a satisfactory completion.” 


SKIRROW 50TH ANNIVERSARY 





Well Known Vice President Great 
American Companies Honored by 
Executives and Associates 
Sinclair T. Skirrow, vice president of 
the Great American, on February 4 
completed 50 years with the company. 
A popular figure, nationally and in the 
New York metropolitan area where he 
has long been a leader in educational 
and other constructive activities, he was 
honored yesterday by chief executives 
of the group with a luncheon at the 
Lawyers Club, with President William 
E. Newcomb as host. On Monday Mr. 
Skirrow’s associates in his department 

gave him a luncheon. 

Born in 1891 at Savannah, Ga., and 
educated at East Orange, N. J. Business 
School and New York University, Mr. 
Skirrow joined the Great American in 
1908. He spent several years in under- 
writing, as special agent, as assistant 
manager of brokerage and sideline de- 
partment, manager of the New York 
City department and later as a_ vice 
president of the group as over-all head 
of the New York City department, subur- 
ban New York and New Jersey depart- 
ments for all lines. 

Mr. Skirrow has served as _ president 
of the New York Board of Fire Under- 
writers and the New York Fire Insur- 
ance Exchange. He has been a member 
also of important committees of the 
National Board of Fire Underwriters 
and the Eastern Underwriters Associa- 
tion. 

In the educational field Mr. Skirrow 
has been a leader for many years. He is 
now vice president of the Insurance 
Institute of America and has been di- 
rector and chairman of the educational 
committee of the Insurance Society of 
New York. He serves now on the library 
committee. Mr. Skirrow can look back 
upon an honorable career of half a cen- 
tury in insurance, a career which con- 
tinues with benefit to the Great Ameri- 
can and the industry. 





JOSEPH E. SNELL DIES 





Former Vice President of Crum & For- 
ster and Manager of Middle Depart- 
ment; Retired in 1954 
Joseph E. Snell, retired vice president 
of Crum & Forster, died at home on 

January 28 after a long illness. 

He started as an office boy in 1904 and 
rose through the ranks as_ fieldman, 
underwriter and department manager. 
His ability earned him membership on 
various committeees of the fire rating 
bureaus in Pennsylvania and New Jer- 
sey. 

Mr. Snell was a member of the Drug 
& Chemical Club of New York City, 
Insurance Society of New York and the 
Insurance Society of Philadelphia. Upon 
his retirement in 1954 he was vice pres- 
ident and manager of the Middle De- 
partment. 





BARRY TRUSCOTT DIES 





Retired President of Camden Fire Well 


Known Figure in Industry; Served 
as President Over a Decade 

Barry Truscott of Haddonfield, N. J., 
retired president of the Camden Fire 
Insurance Association, died February 5 
in Cooper Hospital at Camden, N. J., 
after a long illness. He was 62 years old. 

Mr. Truscott attended the Penn Char- 
ter School in Philadelphia and joined 
Camden Fire in 1912. In World War I 
he was a fighter pilot in the Royal Air 
Corps. He saw action over the German 
front and was credited with having de- 
stroyed four enemy planes. 

Mr. Truscott returned to Camden Fire 
in 1919. He was elected secretary in 1923, 
vice president in 1927 and a member of 
the board in 1942. He served as president 
from 1947 until his retirement two 
months ago. He was a director of the 
First Camden National Bank and Trust 
Co. and a member of the Union League 
of Philadelphia. 

Survivors include his widow, Helen; 
a son, Barry, Jr., and a daughter, Mrs. 


Joan T. Clark, 


BRADY MERCHANTS CHAIRMAN 





Meserole Becomes President; Joined 
Companies in 1948; Served as Exec- 
utive Vice President 

Directors of the Merchants Fire of 
New York and the Merchants Indemnity 
of New York have elected Walter F, 
Brady chairman of the board, and Rich- 
ard O. Meserole president. Mr. Brady 
was formerly president of the compa- 
nies. He was employed in 1916 by Ed- 
ward L. Ballard, founder and first presi- 
dent, as a clerk. The Brady family has 
been in the insurance business since 1853 
when William Vermilyea Brady, former 
Mayor of New York, became the first 
president of the Continental Insurance 
Co. of New York. 

Mr. Meserole joined the companies in 
1948, having been with Crum & Foster 
for many years. He has been executive 
vice president for five years in charge 
of the metropolitan, suburban and Pa- 
cific Coast operations in addition to his 
other duties. 





Travelers Premiums Gain 


In Fire and Marine Lines 
The Travelers Companies had written 


premiums for fire and allied lines in 
1957 totaling $44,013,000 against $41,- 
808,000 in 1956 a gain of 5.3%. For 


multiple lines, including fire, marine and 
casualty, the written premiums in 1957 
were $9,457,000, against $8,171,000 the 
year before. This was an increase of 
nearly 16%. Inland and ocean marine 
premiums were $9,634,000 last year, com- 
pared with $8,853,000 in 1956, up nearly 


Te. 


PR Committee of EUA, 
Field Club Heads, Meet 


The public relations committee of the 
Eastern Underwriters Association, under 
chairmanship of George C. Peacock, vice 
president of the Agricultural, held its 
annual with 





meeting field club  presi- 
dents and public relations committee 
chairmen on February 3 at the Hotel 


Commodore, New York City. 

Many officers from member compa- 
nies were present and guests from other 
interested organizations included T. N. 
Boate, manager, accident prevention de- 
partment, and H. kK. Philips, manager, 
public relations department of the As- 
sociation of Casualty and Surety Com- 
panies; J. R. Mathews, director of 
promotion, National Association of In- 
surance Agents; Carl Dickey of Ivy Lee 
& T. J. Ross; F. W. Westervelt, man- 
ee, public relations of the —s 
Board of Fire Underwriters, and H. 
Whitaker of | nderwriters’ Pde 

The long- “Ti ige coopers itive public re- 
lations progr organized last year be- 
tween state ‘agents associations, _ local 
boards of agents and the field clubs was 
reviewed. Plans for expansion of annual 
fire safety programs were discussed 
which will include Spring Clean-Up 
Week, lire Prevention Week and Christ- 
mas Holiday Safety. Highway safety 
programs including the Slow Down and 
Live Campaign, driver education at the 
high school level and bicycle safety 
campaigns were also reviewed. 

Chairman Peacock developed several 
suggestions for increasing participation 
by members in field club activities and 
to extend the value of field clubs to the 
multiple line phases of insurance. 

On February 4, the field club rules 
and forms committee chairmen met with 
the rating methods research committee 
of the EUA under leadership of Chair- 
man Sidney G. Behlmer, vice president 
of the Hartford Fire. 





HAROLD M. CORBIN DIES 

Harold Mott Corbin, 66, of Wilbra- 
ham, Mass., died recently after a long 
illness. For over 40 years in insurance 
production in Springfield, Mass., he had 
operated the B. L. Bragg Agency since 
1925. Previously he had been employed 
by the Walker Insurance Agency. Mr. 
Corbin was born in Springfield, just 
20, 1891, and was a veteran of Worl 
War I 
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Nicholas Yard Dies; 
A Founder of AIUC 


PROMINENT IN WORLD WAR I! 





Born in Russia; As Officer in Czar’s 
Army He Fought Communists; 
Joined C. V. Starr in 1920 





Nicholas Yard, one of the founders of 
the worldwide American International 
Insurance Groups, died February 1 at 
his home in New York City, after a 
long illness. He was 67 years old. 

Mr. Yard’s insurance career began in 
China in April, 1920, when he became 
associated with Cornelius V. Starr, then 
an agent in Shanghai for American in- 
surance companies. Mr. Yard became 
Mr. Starr’s accountant and as the or- 
ganization’s activities expanded, Mr. 
Yard’s responsibility for its financial in- 
terests expanded with them. In the late 
1920’s he spent more than a year in 
New York, assisting in establishment of 
American International Underwriters 
Corporation, today a leading American 
market for overseas insurance, of which 
C. V. Starr is chairman. In 1930 he 
organized Underwriters Bank, Inc., now 
one of the important financial institu- 
tions of Hongkong, of which he later 
became president. 

Retired in 1951 

Returning to New York in 1937, Mr. 
Yard became treasurer and a director 
of United States Life, positions he hela 
for ten years. In 1947 he was elected 
president and a director of American 
International Company, Inc., and moved 
to Havana and then to Bermuda, world 
headquarters of the American Interna- 
tional Insurance Groups. Failing health 
led to his retirement in 1951. 

3orn Nicholas Yakoonnikoff, son of a 
prominent import-export merchant of 
czarist Russia, Mr. Yard requested and 
was quickly granted legal permission to 
change his name when he gained Amer- 
ican citizenship in 1943. He had been 
decorated many times by both Imperial 
Russia and the Western Allies during 
World War I. He received Russia’s 
Cross of St. George for gallantry and a 
personal citation by Czar Nicholas II 
for bravery, at the Battle of Krakow 
in October, 1914. He was then 23 years 
old. Within the next three years he was 
given every Russian decoration available 
to a captain and the British Military 
Cross for distinguished service. 


Fought Communist Revolution 


At the outbreak of the Russian Revo- 
lution Mr. Yard was in command of a 
Ukranian Field Artillery battery which 
wanted no part of the revolt. The 
Ukranians provided Capt. Yard with a 


ten-man escort and got him back to 
Petrograd still wearing his uniform. 
Since he had been wounded several 


times, had suffered two shell concus- 
sions and been gassed, military medical 
authorities declared his health impaired 
and he was relieved of his officership. 

He was offered a position as a Com- 
missar of Banks by the Bolsheviks but 
refused even when the directors of the 
banks offered large sums of money in 
addition to their personal appeals. In 
an effort to leave Petrograd and join the 
British or American Army in Vladivo- 
stok, he narrowly missed death or a 
sentence to the Siberian coal mines by 
escaping into an area occupied by 
Czechoslovakians where he could enlist 
in the anti-communist army. 

Though an officer, he became a ser- 
geant and was assigned to the staff of 
the Inspector General of Artillery of the 
Siberian Army. He was appointed sec- 
retary to the Supreme Council of Allied 
Armies and was assigned to attend the 

ational Constitutional Assembly, a 
White Russian effort to unite anti- 
communist military and policital groups 
to establish a democratic government for 
Russia, headed by Admiral Kolchak. 

The Assembly failed of its purpose 
and the Supreme Council of Allied 
Armies was disbanded, but Yard went 
to Vladivostok on the staff of the com- 
mander-in-chief and War Minister of 


GENERAL OF AMERICA GAINS 


Premiums $123,850,000, Up Nearly 8%; 
Share Profit Rises; Assets Exceed 
$218,000,000 in 1957 
The General American of Seattle, at 
its 35th annual meeting, reported pre- 
mium volume of the group at $123,850,000 
for 1957, which was 7.75% higher than 
1956, compared to an estimated 8% in- 
crease in the national volume. Policies 
written increased 3.4% to 1,955,000. 
Earned premiums amounted to $117,087,- 

000, an increase of 11%. 

The adjusted underwriting loss for 
1957 was $444,000 (excluding $52,000 un- 
derwriting loss in General Life Co. of 
America). Investment income was $5,445,- 
000, producing a net profit for the year 
of $8.41 a share, against $3.16 a share 
for 1956. 

Companies in the group include the 
General of America, First National and 
Safeco of America. The General Casu- 
alty was merged with General of Amer- 
ica in 1957, 

Total assets on December 31, 1957, 
reached a new high of $218,072,000, an 
increase of $16,349,000 for the year. Capi- 
tal and surplus was $63,020,000. Liquidat- 
ing value of General America Corp. 
stock was $133 a share, compared with 
$126 at the end of 1956 and $125 on 
December 31, ‘ 

Safeco, formed in 1953, wrote $23,000,- 
000 in premiums in 1957 and the adjusted 
underwriting profit was $786,000. Presi- 
dent W. L. Campbell states he is op- 
timistic on the future success of the 
group despite the present unfavorable 
cycle in the insurance business. 





the Kolchak government. He acted as 
interpreter in all negotiations between 
the commander-in-chief and the heads of 
the Allied military and diplomatic mis- 
sions. 

Mr. Yard is survived by his wife, the 
former May Traverse, whom he married 
in New York in 1947, The couple had 
no children. 


National Advertising Program Of 
NAIA Gets Under Way On March27 


——EEE——E————— — 





President Louie E. Woodbury, Jr. of the National Association signs the formal 
contract papers with Doremus & Company, advertising agency for a one million 
dollar plus national advertising program. Witnessing for the agenis (standing l. to 
r.) Archie M, Slawsby, Nashua, N. H., vice president of National Association; 
James R. Mathews, director of promotion, National Association; Frank Schaffer, 
vice president of Doremus & Company, and Alan H. Miller, Hackensack, N. J., 
chairman, advertising committee of National Association. 


The national advertising program of 
the National Association of Insurance 
Agents, featuring the independent insur- 
ance agent, will commence March 27. 

In making the announcement Presi- 
dent Louie E. Woodbury, Jr., said that 
the executive committee of the National 
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Association had given the go-ahead for 
a program of advertising which will cost 
over one million dollars. The program 
was developed under the guidance of 
Alan H. Miller, Hackensack, N. J., chair- 
man, advertising committee of the Na- 
tional Association and former president 
of the New Jersey Association. 


A high spot of the program will be 
devoted to television where a series of 
one-minute participations are scheduled 
on the NBC “Today” show featuring 
Dave Garroway. This program will cover 
120 stations which, together with a series 
of filmed commercials to appear on 46 
stations not covered by the Garroway 
show, will expose the National Asso- 
ciation’s message in 99% of the counties 
in the United States. 


Magazine Insertions 


A heavy schedule of insertions are also 
planned for Reader’s Digest, Life, Sat- 
urday Evening Post, Look and Farm 
Journal magazines, as well as the Sun- 
day newspaper supplements—This Week, 
Parade and Family Weekly. 

Featured prominently throughout the 
series will be the seal of the association 
with the theme “Your Independent In- 
surance Agent Serves You First.” Once 
the independent agent insignia is firmly 
established in the public’s mind, the 
National Association plans to schedule a 
series of advertisements on a national 
radio hook-up. The campaign is being 
directed by Doremus & Co., New York 
advertising agency. 

Contributions from members of the 
National Association to finance the pro- 
gram have passed the $1,000,000 mark 
and funds continue to pour in to the 
New York headquarters of the associa- 
tion daily. 

Each member of the National Asso- 
ciation who contributes to the national 
advertising program will receive a com- 
plete kit of advertising and merchandis- 
ing information, together with a list of 
promotional and advertising items which 


he will be able to secure to promote the 


program on a local level. 





NFPA MEETING MAY 19-23 
The 62nd annual meeting of the Na- 
tional Fire Protection Association will 
be held at the Palmer House, Chicago, 
May 19-23. 
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Rodda Sees Better Salaries Needed 
To Get College Grads For Insurance 


Inadequate employment standards of 
insurance companies are a major cause 
of today’s high loss ratios, William H. 
Rodda, secretary of the Transporation 
Insurance Rating Bureau, said in a 
speech at the faculty dinner of the 
School of Insurance, of the Insurance 


Society of New York, held January 
30 at the Drug & Chemical Club in 
New York City. 


Mr. Rodda told the instructors and 
officials of the school that wage levels 
for many trades are more attractive 
than the salaries offered by insurance 
companies for such important positions 
as underwriting and loss adjustment. 
Contrasting the extensive college grad- 
uate recruiting programs of large indus- 
try with the fact that relatively few 
college graduates enter insurance, Mr. 
Rodda said: “Whether we like to ad- 
mit it or not, it is a fact that the insur- 
ance business has a reputation for low 
pay. 

More Encouragement Needed 

“While it is true that the insurance 
industry on a job for job basis pays as 
well as other business, the insurance 
industry is weak in that it does not 
demand and pay for highly competent 
people,” Mr. Rodda stated. “Many 
raises that are granted may be called 
‘sripe raises’ because they are token 
raises given merely to stop the workers 
from griping. A more effective program 
would be to point out the opportunities 
for advancement which are available to 
educated people, and to pay substantially 
higher salaries to persons who secure 
advanced academic degrees or the CLU 
and CPCU designations.” j 

Mr. Rodda complimented the School 
of Insurance and other similar organiza- 
tions on providing an excellent quality 
of education for people within the in- 
surance business. The principal diffi- 
culty, he said, lies in the fact that insur- 
ance companies do not offer sufficient 
inducement to get well educated people 
from schools and colleges to enter the 
business. 

Another need of the business, Mr. 
Rodda stated, is basic research, Insur- 
ance companies spend little on basic 
research as compared to many millions 
of dollars spent by industrial corpora- 
tions. Intensive and highly qualified re- 
search might point the way toward the 
estimating of loss trends in advance of 
their becoming a major problem to the 
industry, he said. Research might deter- 
mine the effect of business conditions 
upon arson losses and indicate solutions 
to similar problems that are becoming 
increasingly important as multiple line 
underwriting spreads. “Nobody knows, 
and almost nobody has tried to find 
out, what the future effects of multiple 


line underwriting will be,” Mr, Rodda 
continued. “A highly paid and_ highly 


efficient organization has a better chance 
of making a profit than the organiza- 
tion that is willing to operate at low 
salary scales and low efficiency. 


Too Little Emphasis on Underwriting 
and Loss Prevention 


“It is natural that students and the 
general public should feel that oppor- 
tunities in the insurance business are 
mostly sales opportunities. One of the 
major reasons for the present low estate 
of insurance company operations, in my 
opinion, is the fact that the emphasis 
in company operation has been on pro- 
duction and sales, with a resulting de- 
emphasis on the equally important func- 
tions of underwriting, loss prevention 
and adjustment. 

“The value of a production man to 
his company can be measured in terms 
of dollars of production. The special 
agent who increases premiums in his 
territory, keeps agents’ balances up to 
date, and does not have a disastrous 
loss ratio as compared to other terri- 
tories, is a good special agent, ‘and is 
in line for promotion to a production 
supervisory position, 


“The underwriter or loss prevention 
man who may have saved his company 
millions of dollars can remain buried 
for years. His production is of a nega- 
tive sort because the losses that might 
have happened did not occur, and there 
is nothing spectacular to bring such a 
man to the attention of his superiors. 

“Consequently, the underwriter tends 
to be considered as merely a clerk who 
makes sure that all policies are written 
in accordance with the manuals and 
rules. Unfortunately, the manual does 
not determine whether a risk is good 
or bad,” Mr. Rodda observed. 

“Let us take a look at the effects of 
the cheap budget policy as it affects 
underwriting and losses within the com- 
pany. In the first place, the underwriter 
whose principal training is in determin- 
ing whether a risk complies with the 
rule book is not in a position to deter- 
mine desirability. Many underwriters 
have never actually been out of the 
office to see what a risk looks like. They 
are not in a position to judge whether 
the loss potential is thigh, even when 


they have an engineer’s report before 
them. The rejection of risks for unde- 
sirability is becoming almost a lost art. 
“Fire insurance companies tend to 
place too much reliance on the clearance 
of a daily report by an audit bureau. 
There is the feeling that anything which 
bears the audit bureau stamp is auto- 
matically acceptable. Unfortunately, the 
audit bureau stamp merely means that 
the form and rate prescribed in the rule 
book have been used on the policy. 
The rate necessarily is an average, and 
many times bears little relationship to 
the possibility of a large loss. The rate 
at best can measure only the physical 
hazard of a risk, whereas, it is the peo- 
ple who inhabit a risk who determine 
whether or not the loss occurs. 


Budget Underwriting Costly 


“Should an underwriter have the 
temerity to reject a risk, the local agent, 
special agent, and production manager 
of the company are all likely to descend 
upon him to demand why such an im- 
portant volume of premium is_ being 
thrown out the window. In many cases 
the underwriter lacks sufficient educa- 
tion, both general and specific to the 
problem, to explain how and why his 
company should have no part of a risk 
which has been rejected. The unedu- 
cated clerk cannot express his reasons 
for rejection even when they are valid. 
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DESCRIBES OUR 
PRESENT TRAFFIC 
DILEMMA 


Much remains to be accomplished 
in the drive for uniform traffic 
laws, better and safer roads, as 
well as courteous, intelligent driv- 
ing. You can help by promoting 
local action and awareness of this 
problem. It’s one that affects us all 
—company, agency and client. 
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“Multiply this example thousands of 
times and it becomes evident that com- 
panies are accepting business which is 
certain to produce losses. The effect of 
cheap budget underwriting is higher loss 
ratios,’ Mr. Rodda stressed. 

“There is a natural resistance on the 
part of production minded company off- 
cials to rigid underwriting. The feeling 
is that a company cannot progress if 
underwriting is so rigid that production 
actually is cut. Such might be the case 
if a rigid underwriting policy were car- 
ried out by underwriters who are not 
thoroughly competent and properly edu- 
cated. 

“The competent and educated under- 
writer not only knows when not to ac- 
cept business, but he also knows when 
and how a risk can be improved to make 
it acceptable. In such cases the insured, 
the insurance company and the general 
public are all winners. It is not acci- 
dental that fire losses, automobile losses 
and crime losses have all continued to 
increase at a rapid pace during a period 
when insurance companies have tended 
to subordinate underwriting and loss pre- 
vention to premium production. 


Should Reject Firetraps 

“The general underwriting policy of 
an insurance company should _ include 
not only the rejection of undesirable 
business, but the improvement of such 
business to a point where it is accept- 
able. We often miss the social and 
economic effects of insurance company 
underwriting. The firetrap in the slums 
of our cities would not stand if the 
owners found it impossible to secure fire 
insurance on them, There are insurance 
companies and insurance agents who are 
willing to provide coverage on buildings 
whose construction and occupancy vio- 
late every rule of good underwriting. 

“We can hold ourselves responsible 
for many of the deaths that occur every 
year in these slum firetraps. The insur- 
ance business does have an obligation 
to provide coverage to the legitimate 
business man, but I believe we have no 
obligation to provide coverage for a man 
who consistently and deliberately vio- 
lates building ordinances, fire prevention 
and protection principles, and every eth- 
ical code for the housing of people and 
business. 

“The same principle applies to other 
forms of insurance. There is no obliga- 
tion to provide protection for the con- 
sistent law breaker who disregards the 
rights of others. There is no obligation 
to provide burglary coverage for the 
man who refuses to protect his premises 
against the depredations of criminals. 
Sound underwriting by competent peo- 
ple is a social and economic obligation 
of our business, as well as good business 
for ourselves. 


Get Better Educated Young Men 

“The bad loss ratios of the past few 
years make this an appropriate time for 
critical examination of company prac- 
tices,’ Mr. Rodda stated. “Rate in- 
creases and overhauling of the proce- 
dures by which rates are made will not 
provide a complete answer to present 
problems. Rates at best are an averag- 
ing of what our companies need in order 
to pay losses and expenses. If these 
averages are computed correctly, the 
rates will provide an opportunity for 
some companies to make money, but 
other companies will lose money because 
of cheap budget underwriting. This fact 
is high-lighted by the experience ol 
some companies that made money dur- 
the past few years in the face of a sour 
experience by the industry generally,” 
Mr. Rodda pointed out. 

“An important recommendation is that 
insurance companies strive to get 4 
higher level of education in the people 
whom they hire. College graduates 
should be encouraged to enter the insur- 
ance business in the technical phases of 
insurance company operations, Well- 
educated college graduates not only are 
better equipped to do a good technical 
job, but they are also better equippes 
to convince sales personnel and the pub- 
lic that good underwriting is a necessary 
function of proper insurance company 
management, Insurance companies w! 
have to work hard and pay well if they 
are to convince engineering graduates 
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that there is a big future in insurance 
engineering and adjusting. ' 

“Insurance company managers in many 
cases will have to revise their sights as 
to salary levels for competent personnel. 
Reports from college professors indicate 
that the salaries which are available to 
college graduates from insurance com- 
panies are considerably less than those 
offered by industry. 


Research Problems 


“Basic research is needed on many 
insurance problems. Just a few examples 
are the following: 

“1. The relationship between business 
conditions and arson, 

“2. The effect of the business cycle 
on liability claims. 

“3. The relationship between union- 
ization of industrial workers in a geo- 
graphical area and insurance loss ratios. 

“4. The effect of suburban develop- 
ment on loss ratios in the cities and 
suburbs. 

“5. The possibility of estimating in- 
surance loss trends in advance through 
comparison of general business indices. 

“It would be advantageous to insur- 
ance companies as well as to the busi- 
ness generally, if the companies were 
to set up scientific research departments 
along the lines of those now operated 
by large industrial corporations.” 





NAIA Again Battles 
U. S. Bank Agency Bill 


Thousands of independent insurance 
agents are backing the National Asso- 
ciation of Insurance Agents in its cam- 
paign to prevent extension to cities hav- 
ing a population of more than 3,000 of 
the present authority of national banks 
to act as insurance agents. 

Extension was first recommended last 
year by a special advisory committee 
studying an overhaul of the banking 
Sut the recommendation 
rejected by the U. S. Senate Banking 
and Currency Committee, and deleted 
from a bill passed by the Senate. 

The 3anking Committee cur- 
rently is holding hearings on the meas- 
ure, the Jankers 
urged restoration of the pro- 
The NAIA is leading the fight 
against this proposal, and committee 
members report that they have been 
flooded with protests from local member 
agents, 

Rep. Wright Patman (D.-Texas) told 
the committee that authority for na- 
tional banks to engage in the insurance 
business even in small cities actually 
had been repealed in 1918, and asked 
that the entire bill be recommitted for 
further study. 

But Chairman Brent Spence (D.-Ky.) 
rejected this proposal, and was backed 
by a finding of the Comptroller of the 
Currency that this section of the law 
had not been repealed and remains in 
full force. 
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Insurance Corp. of America 
Reports Gain in Surplus 


_ The Insurance Corporation of Amer- 
lca reports a gain to surplus for the first 
nine months of 1957 of $246,379 as com- 
pared with $157,413 in the like period 
of 1956. Net premiums written in the 
1957, period advanced 26% to a new high 
of $1,114,930 from $881,708 in the like 
Period of 1956. 

otal assets of the corporation on Sep- 
tember 30, 1957, amounted to $3,843,654 
for an increase of 19% over the total 
of $3,230,773 at the close of 1956. 

Mark H. Kroll, president, stated the 
board of directors would meet for dec- 
laration of the corporation’s annual divi- 
dend later this month. Insurance Cor- 
Poration of America, which recently re- 
Ported the acquisition of the Marquette 
Casualty of New Orleans, has its execu- 
tive offices in Cincinnati and its home 
offices in Indianapolis. 


BENT SECURITY DIRECTOR 





Presid2nt of Hartford Federal Savings; 
Brough, Pacific General Manager, 
Elected a Secretary 
E. Clayton Gengras, president of the 
Security-Connecticut Insurance Compa- 
nies, announces addition of James E. 
Bent, president of the Hartford Federal 
Savings, to the board of directors. C. A. 
Brough, general manager of the Pacific 
division, has been elected a_ secretary 

of the group. 

Mr. Bent is active in civic and busi- 
ness enterprises throughout New Eng- 
land. He is a trustee of Hillyer College 


and the Hartford School of Music, vice 
president and director of the Savings 
and Loan League of Connecticut, and 
vice president of the national organiza- 
tion, a member of the Federal Savings 
and Loan Advisory Council, Washington, 
D. C., and chairman of the board of 
Bent & Bent, Inc., a Hartford real estate 
and insurance corporation. During the 
1955 floods he served as state chairman 
of the United Service Club flood relief 
committee. 

Mr. Brough joined the Security Group 
late last year, going to the companies 
from the Pacific National Group of San 
Francisco. He has taken up his respon- 


Shabe Heads Reins Club 


At the annual meeting of the Reins 
Club of New York the following were 
elected to office for 1958: president, 
Albert J. Shabe, Universal Agency; 
vice president, William W. Dixon, Com- 
mercial Union Group; secretary, Leroy 
W. Beers, North British & Merchantile; 
treasurer, Harry J. Moles, Pilcer & 
Frank; welfare officer, Arthur Greeley, 
Yorkshire. Mr. Shabe succeeds William 
A. Yates, Great American, as president. 





sibilities for the over-all operations on 
the Pacific Coast at the Security offices 
in San Francisco. 
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What ! #428 for the material to build a dog house ? 


(WHAT WOULD IT COST TO BUILD YOUR HOME TODAY ?) 


Try building anything today. The cost may shock you. Take a house that cost you $14,000 in 1946, Based on 
national averages by the F. W. Dodge Corp., the same house in 1957 would cost you $21,300! 


Unless you can afford to take a substantial loss, you should have enough insurance to duplicate your home 
at present costs. See The Home Insurance agent in your community now. He sells insurance you can count on 


when you need it. 





ORGANIZED 1853 
The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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Olshen, Schwab Hit Companies And 
N.Y. Dept.On Commissions And Rates 


Addressing General Brokers They Call for End of Attacks 


on Commissions, for Adequate Rates and Better Public 
Relations; Olshen Re-elected President 


Insurance companies’ producer rela- 
tions and public relations, and the New 
York Insurance Department, came under 
sharp attack last week by two well 
known producers. Climaxing the annual 
dinner meeting of the General Insurance 
Brokers Association of New York, Inc., 
at historic Fraunces Tavern on Broad 
Street, President Henry B. Olshen of 
GIBA, and Past President Arthur L. 
Schwab of the New York State Asso- 
ciation of Insurance Agents, now state 
national director for NYSAIA, expressed 
hope that the “newest rejection of the 
Insurance Department of the auto lia- 
bility rating filings would not serve to 
step up the intensity of the market 
restrictions and the attacks on the com- 
mission structure.” 

Mr. Olshen, who was re-elected presi- 
dent of the General Brokers Association, 
declared that “to permit new attacks on 
the independent brokerage system which 
will weaken it, drive the public to direct 
methods of distribution or to a State 
Insurance Fund or to some impersonal 
group device, is breaking faith with our- 
selves and the public. 

“These are times that call for close 
cooperation among the producing seg- 
ments and a bold stand along a common 
line of defense. Your association in the 
coming year stands ready to join with 
other producer associations to seek this 
common line of defense.” 


Move to Merge Brokers’ Groups 


Joseph Conroy, re-elected secretary, 
reported on efforts of the association to 
give impetus to a merger plan with the 
several other brokers’ associations in the 
New York City area. However, the plan 
for consolidation, with present associa- 
tions being chapters in their respective 
districts, has not yet secured wide sup- 
port. The association pledges further 
efforts in that direction in the interest 
of securing one large strong organiza- 
tion to speak for brokers before the 
companies and the legislature. 

Members of the New York Insurance 
Department at the dinner were Deputy 
Superintendent Arthur F. Lamanda and 
Milton Shalleck, executive assistant to 
Insurance Superintendent Leffert Holz. 
Mr. Shalleck was installing officer for 
the new administration of the brokers’ 
association. Replying briefly later to 
Messrs. Olshen and Schwab he declared 


President Henry B. Olshen of GIBA, 
left, being congratulated upon re-elec- 
tion by Milton Shalleck, New York In- 
surance Department, who was installing 
officer at the annual dinner meeting. 


neither Supt. Holz or Mr. Lamanda had 
professed any animosity toward pro- 
ducers. 

Other officers re-elected were C. W. 
Haarmann, Jr., first vice president; Max 
Kurz, second vice president; Charles 
Dorfman, third vice president; Fay 
Sterenbuch, fourth vice president; 
Joseph Carlin, treasurer, and Martin 
Cowan, assistant secretary. Elected to 
the executive committee were Andrew 
Boardman, Louis Escher, Leonard Ja- 
cobs, Nathan Greenbaum, Abraham 
Prusoff, and Robert M. Ferguson, Jr. 
On the executive committee are also the 
past presidents of the association. 


1958 Dinner October 28 


The 1958 annual dinner will be held on 
Tuesday, October 28, at the Waldorf- 
Astoria, and for the dinner in 1959 the 
Waldorf’s grand ballroom has been re- 
served, Past President Russell Wittpenn 
announced. 

Mr. Schwab took particular exception to 
the methods’ many companies are using 





MATHEW E. ASHE RETIRES 





Head of Prominent Little Falls, N. Y., 
Agency Entered Insurance in 1911; 
Mahoney Heads Agency 
_ Mathew E. Ashe, who has been active 
for many years in Little Falls, N. Y., 
as president of the Rogers & Ashe, Inc., 
insurance and real estate agency, has 
retired. Leo D. Mahoney, who has been 
with the agency since 1922, will continue 
operation of the business as president. 
Associated with him are James T. Hol- 

land and David L. Mahoney. 

Mr. Ashe, prominent in the Little 
Falls area of New York State, entered 
insurance and real estate in 1911. In 
1914 he joined Theodore L. Rogers and 
the firm of Rogers & Ashe was estab- 
lished. The agency was incorporated in 
1916 and in 1917 moved to ground floor 
offices of the Burrell Building. The 
agency is still located at that address. 

Mr. Ashe has been president of the 
agency since Mr. Roger’s death in 1940, 
He enjoys wide popularity in Little 
Falls and the agency is one of the best 
known in Central New York State. An 
organizer and early officer of the Herki- 
mer County Association of Insurance 
Agents, Mr. Ashe has also served as 
treasurer of the Herkimer County Board 
of Realtors. Mr. Rogers years ago 
served as president of the New York 
Association of Insurance Agents and 
Leo Mahoney has been active in 
that association. 





to announce commission reductions and 
underwriting restrictions to their pro- 
ducers. He called the letters sent to 
agents of long-standing cold and heart- 
less and most likely to produce bad 
producer and public relations. He said 
these impersonal notices of commission 
and contract changes are needless, for 
the same ends could generally be ac- 
complished by polite and friendly invita- 
tions to agents to confer with their com- 
panies on a need for expense reductions 
which could include commission changes. 
He finds a growing “lack of confidence” 
in relations with the companies. 

Telling the General Brokers Associa- 
tion what he feels producers can do to 
improve the present situation Mr. 
Schwab said: 


Schwab Holds Insurance Needs 
Producers 


“1. Continually drive home to com- 
pany executives, to department people 
and all others what a darn good job 
we do for very little pay. Any thinking 
person knows that were we all to enter 
any other lucrative business, this indus- 
try would collapse and business in other 
fields would grind to a standstill. We 
have got to bombard our companies and 
the public with the facts of how valu- 
able we are or we cannot blame them 
for thinking otherwise. It may cost us 
some money to do it, but for our very 
business lives we must do it. : 

“2. Our associations must become more 
militant. That the right of private con- 
tract is a very nebulous one, was con- 
clusively proved in the last 60 days. Our 
associations must look, therefore, to 
firming up their approach and demand- 
ing their members’ rightful place in the 
scheme of things. 

" e must see that our associa- 
tions properly wield this power by weed- 
ing out the incompetent and irrespon- 
sible, and insisting only on reasonable 
pay for proper services performed. 


Public Relations Program 
“Now what can we do together with 


our companies?” Mr. Schwab asked. 
“ ‘? ‘ 4 
We must immediately embark on 
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N. J. Brokers Meet Feb. 18 

Jerome S. Miller, well known New 
York City broker, will address the New 
Jersey Association of Insurance Brokers 
at a meeting to be held Tuesday, Febru- 
ary 18, at the Hotel Douglas in Newark. 
He will speak on advantages of brokers’ 
associations as “watchdogs” for produ- 
cers and as means for cooperation with 
other segments of the business. 


Rifkin & Scharf Corp. 

The New York insurance brokerage 
firm of Wolfson & Rifkin, Inc., 107 Wil- 
liam Street, has changed its name to 
Rifkin & Scharf Corporation. There 1s 
no change in management or officers 
who are Reuben Rifkin, Martin Scharf 
and Jack Scharf. Mr. Rifkin’s son, Ber- 
nard, who has been office manager for 
several years, is now actively engaged 
in production. 





a tremendous public relations program. 
Petty jealousies must be put aside for 
this crash program, and lots of money 
must be sacrificed. With it, no politically 


(Continued on Page 28) 
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Wallace Vice Pres. 
Of Johnson & Higgins 


THREE ASST. VICE PRESIDENTS 
Bush, Devens and Dunn Advanced; 
Wallace Formerly Headed Own Firm 
and Was With Atlantic Companies 





Stanley L. Wallace has been elected 
a vice president of Johnson & Higgins, 
international insurance brokers. Elec- 
tions of three assistant vice presidents: 
Prescott S. Bush, Jr.; David W. Devens 
and William T. Dunn, Jr., is also an- 
nounced, 

Mr. Wallace joined Johnson & Higgins 
in 1955 as a senior account executive 
in the casualty department after head- 
ing his own insurance brokerage firm 
for eight years. Prior to that he was 
with Atlantic Mutual for ten years. He 
is a charter member of the John Street 


Club. 
Bush, Devens, Dunn 


Mr. Bush, who has been an account 
executive, casualty department, since 
joining Johnson & Higgins in 1952, was 
formerly with Pan American World Air- 
ways. His last position there was as 
superintendent of passenger sales in the 
Atlantic division. He is a member of the 
Insurance Brokers’ Association of the 
State of New York. 

Mr. Devens has been an account ex- 
ecutive with Johnson & Higgins since 
1950. As an assistant vice president he 
will continue in the fire and inland 
marine department. He was formerly 
a governor of the John Street Club. 
Before 1950 he was with Boit, Dalton & 
Church. 

Mr. Dunn has been an account execu- 
tive in the casualty department. since 
1956. Before that he was a partner in 
Dunn & Fowler, insurance brokers. He 
is a governor of the John Street Club 
and a member of The Maritime Asso- 
cates, 





New England Change in 
Tenants’ Improvements 


Coverage of tenants’ improvements 
hbetterments was improved in New Eng- 
land last week, with the removal of a 
provision which had been opposed by 
spokesmen for insurance agents. As 
part of numerous manual changes, the 
New England Fire Insurance Rating 
Assn. removed the words “and made at 
the expense of the insured” from the 
definition of improvements and_ better- 
ments covered by the tenants’ fire in- 
surance. 

_ Other manual changes include provision 
for deleting the 30-day vacancy limita- 
tion on vandalism coverage in multi- 
peri! dwelling forms at a $1 charge, clar- 
ification of the motel definition in ex- 
tended coverage rate tables, and clarify- 
ing changes in rules for reporting forms 
and multiple location forms. Changes 
apply in Maine, Vermont, Massachusetts, 
Rhode Island and Connecticut. 





Agency Accountants 
Name Matzkow President 


The Association of Insurance Agency 
Accountants has elected Michael Matz- 
kow of Frelinghuysen Corp., president. 
Frank Simms, Appleton & Cox, is vice 
President; John Henrich, of Wallace 
Reid & Co., treasurer, and Tad Ullman, 
of National Cash Register, secretary. 

The executive committee members, in- 
cluding all officers, are Marvin Slater, 
Louis H. Hamel, Malcolm F. Hentz, 
Axel Morin, Lee Seff, William J. De 
Santis and Andrew Bumby. 

he next business meeting will be 
held at the Railroad and Machinery 
Club, New York City, at noon, Febru- 
ary 11, The guest speaker will be a 
well known accountant and tax expert. 


Ripple Re-elected Head 
Of Niagara Falls Agents 


Frank J. Ripple has been reelected for 
a third term as president of Niagara 
Falls Insuring Agents Club Inc., Niagara 
Falls, N. Y. Joseph A. Sweeney, Jr. is 
vice president, Leo C. Thaler, treasurer, 
and Robert C. Stevens Sr., secretary. 

The board of directors consists of Mr. 
Ripple, Mr. Thaler, John J. Long, Ken- 
neth R. Houlihan, Joseph J. Cardamone, 
Mr. McSweeney and Mr. Stevens. Miss 
M. F. Reardon is executive secretary. 


School of Insurance 
Faculty Dinner Held 


The 10th annual dinner of the faculty 
of Insurance Society of New York School 
of Insurance was held at the Drug & 
Chemical Club last week. Toastmaster 
was F. B. Tuttle, chairman of The At- 
lantic Companies. Dean Arthur C. Goer- 
lich thanked the 80 members of the fa- 
culty present for their lecture activities, 
and introduced two of them as having 


appeared consistently as lecturers over 
extended periods. Longest span of teach- 
ing was that of Frank F. Darlington who 
began his course on building construc- 
tion three decades ago and is still at it. 
After experience with several companies 
and also in brokerage field he has re- 
tired except for his appearances in the 
N. Y. Insurance Society School. Also 
introduced was George Gross of Powers, 
Kaplan and Berger, New York insurance 
lawyer, who has been lecturing at the 
insurance school for 18 years. 
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PUBLIC SPEAKING SEMINAR 





Two-Day Session at Syracuse Under 
* Joint Sponsorship of Casualty Assn. 
and N. Y. State Agents Assn. 

Nearly 40 insurance executives, field 
men and agents on January 24 
concluded a two-day seminar on public 
speaking conducted at Syracuse by the 
York State Speakers 
Bureau. 

Under joint sponsorship of the Asso- 
ciation of Casualty and Surety Compa- 
nies and the New York State Associa- 
tion of Insurance Agents, the seminar 
provided both new and old members of 
the bureau professional guidance on the 
techniques of sparking audience interest. 
Methods of planning and presenting a 
speech and of stimulating audience par- 
ticipation were described by Dr. J. Cal- 
vin Callaghan, chairman of the Depart- 
ment of Public Address at Syracuse 
University. Donald P. Ely, associate di- 
rector of the University’s Audio Visual 
Center, discussed the use of visual aids. 

This was the fourth seminar to be 
held by the Speakers Bureau, the first 
two having been conducted in 1955 at 
Syracuse and New York Universities and 
the third last year at New York Uni 
versity. 

The bureau was established in 1954 to 
bring about a broader understanding of 
the insurance business to the people of 
New York State through a network of 
volunteer industry speakers covering 
virtually every area of the state. More 
than 150 company men and agents are 
now members. Headquarters for the bu- 
reau is at 60 John Street, New York 
City, in the offices of the Association of 
Casualty and Surety €ompanies. 

Company executives and field men 
participating in the seminar included: 
Ralph I. Oatman, Aetna Casualty & 
Suretv, Rochester; Dean Hubartt, Amer- 
ican States Insurance Co., South Bend, 
Ind.; Webb J. Durand, Camden Fire, 
Buffalo; Frank Earley, Employers’ 
Group, Syracuse; R. M. Bryant, Glens 
Falls Companies, Glens Falls; Robert 
Buden, William P. Lamb, James S. 
Mott and George R. Schreck, all of the 
Albany office of the Hartford Accident 
and Indemnity, and Harold F. Poole of 
the Hartford Fire, Syracuse. 

John A. Riley, Phoenix Insurance Co., 
Rochester; Robert B. Clune, Springfield 
Fire & Marine, Syracuse; John H. 
Messenger, Standard Accident, Syra- 
cuse: Edward F. Walsh, United States 
Fidelity & Guarantee, Rochester: Harold 
T. Williams, United States Fidelity & 
Guarantee, Svracuse, and William Franey 
and Burton L. Youngman of the Asso- 
ciation of Casualty and Surety Cos. 

Agents present at the session were: 
Fred S. Applegate, South Orange, N. J.; 
Robert W. Coburn, Paterson, N. J.; Ar- 
thur H. Slack, Tr., Clifton. N. J.; Donald 
C. Cross, II. Johnstown; Robert G. Ellis, 
Syracuse; Kenneth Fox. Buffalo; Lionel 
S. Frank, Beacon; John R. Frenette, 
Dannemora; Gary Hartquist, Cortland; 
DeBank M. Henward, Syracuse. 

Raymond A. Muth, Newark: Carl W. 
Reynard, Stamford; Jack Riffle, Sche- 
nectady; Mrs. Alma P. Sherman, Sche- 
nectady; Mr. and Mrs. Gary J. White, 
Schenectady; Raymond Smith, Water- 
town; Richard Frank, Elmira; Arthur 
IL. Schwab, Staten Island, and Mrs. 
Eleanor Foelkner and John J. Jordan 
of the New York State Association of 
Insurance Agents, Syracuse. 


local 


New Insurance 





BATTLES ON GRAND JURY 

Robert S. Battles, Los Angeles, im- 
mediate past president of the National 
Association of Insurance Agents, has 
been sworn in as a member of the Fed- 
eral grand jury for a term of six months 
by Chief U. S, Judge Leon R. Yank- 
wich of the district court of southern 
California. 





ALBANY NAMES HARDIN 
The Albany Insurance Co. of New 
York has named George W. Hardin & 
Co. of Jacksonville as general agents 
for Florida. 





Protection for your client ¢ 


“ON THE BEAM” 





Mr. Victor H. Bello 
AFIA’s Supervisor 
for the Philippines 


It is imperative that your insured’s valuable and vital busi- 
ness interests abroad be safeguarded by insurance that is 
“on the beam.”’ You can provide it through AFIA. 

For 40 years AFIA has protected the foreign interests of 
American leaders in business. It skillfully patterns each policy 
to the exact needs of your client. It knows local laws, customs 
and insurance requirements of the countries where the risk 
is located. 

In event of loss, AFIA serves your insured swiftly and 
reliably through a world-wide corps of experts like Mr. Victor 
H. Bello, AFIA’s Supervisor for the Philippines. 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e« New York 38, New York 

CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 

DAIZAS OPPICE nc oo kee 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 

LOS ANGELES OFFICE... 2.600506 3277 Wilshire Boulevard, Los Angeles 5, California 

SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 

WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 











General Brokers 


(Continued from Page 26) 


minded administration, be it Republican 
or Democrat, would dare deny much 
needed and publicly proven increases, 
The man in the street, our customer, 
would be our industry’s friend and not 
its unhappy prisoner. 

“2. We must jointly undertake, and 
freely participate in, a thorough study 
of company, agency, and brokerage man- 
agement. All items that make up the 
insurance dollar must be brought under 
scrutiny, commissions as well as execu- 
tive salaries. As a start to this, why 
don’t we start an Insurance Management 
Institute with the best management 
brains in the country? Results won't 
come overnight but the start is long 
overdue. 

“3. Let the industry, company and 
producer alike, really work at becoming 
a true partnership. There are men of 
good will on both sides. Let there be 
meetings to discuss (not hand out ulti- 
matums) our common problems, and let 
these meetings become the rule rather 
than the exception.” 


Commission Cuts Not a Solution 


In presenting the problems of produ- 
cers Mr. Schwab said: 

“Company executives have apparently 
decided on their own that reduction of 
commissions will solve all their prob- 
lems. They are wrong on two counts— 
first those companies that tried to cut 
rates by reducing agents’ commissions 
are in sad shape; second, bureaus who 
thought they could grease a rate in- 
crease through by merely cutting  pro- 
duction cost allowance. found themselves 
completely flabbergasted. Suppose, how- 
ever, that that hed worked; next. vear 
the companies are going to need more. 
What would their approach have been, 
another cut in commissions ? 

“It is interesting to hear company 
executives say that we in the production 
part of the business must stop resisting 
efforts to change the agency system. 
The only suggestion they put forth is 
to have us take less money. Not one has 
offered to take a cut in salary himself 
as a suggestion. On top of which they 
are completely wrong about our willing- 
ness to discuss the problems, 

“Our president, Craig Thorn, has in 
public meetings, through the press, and 
in private talks, indicated our willingness 
to explore a whole host of new ideas to 
help alleviate this serious problem in 
auto insurance. So far there has been 
less than a stampede to explore the pos- 
sibilities, as apparently the company ex- 
ecutives prefer the sound of their own 
voices on ‘cut commissions,” Mr. 
Schwab stressed. 

“Why is the patient so sick? Com- 
pulsory? That’s part of it. We fore- 
saw such pressures on auto rates and 
commissions throughout the compulsory 
fight. Had our industry in 1956 been as 
united in solving the problem of the 
financially irresponsible motorist as it 
was in 1954, this situation might not be 
nearly so bad today. ; 

“Continuation of inflation, increasing 
claim consciousness, frequency and _ se- 
verity of accidents, auto body styles 
ever more expensive to repair and the 
so-called social consciousness of auto 
injuries of which compulsory legislation 
is a part—all these have brought us to 
the trouble we are now in. 


Producer and Public Relations 


“In facing up to the problem our in- 
dustry must correct two major defects 
and in a very forthright manner: public 
relations and, about as bad, producer re- 
lations. First the company executives 
will have to be forcibly jolted out of the 
idea that cuts in commissions will solve 
all problems. Even in the ivory towers 
they will soon see that needed rate, 1n- 
creases far outweigh total commissions 
and that somebody gets paid for selling 
and servicing policies whether by salary 
or commission, by direct writer or IM 
dependent agent or broker. 

“Where were the full page ads, the 
attractive brochures, the hard hitting 
mailing pieces, to convince the public 
that increased rates were in their inter 
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est? We amateur public relation fel- 
lows had the temerity to suggest that 
a release in advance, or at least co- 
incidental, with the recent rate hearing 
go to all our editor contacts throughout 
the state. Our people could then use the 
release in an attempt to head off the 
unfavorable publicity that was likely to 
show up on the wire services or emanate 
from the Department’s releases 

“We were scorned, so we did it on our 
own anyway. I know from the clippings 
we have received that we got our side 
across to a goodly number of the smaller 
papers. 

N. Y. Dept. Rate Ruling 

“Let’s look at the latest ruling on the 
companies’ rate request, issued by the 
New York Department. 

“1, Years of experience used in the 
filing. I seem to recall that the Depart- 
ment indicated in a declining loss period 
that a shorter loss period was proper. 
Short memories, I guess. Anyone who 
has seen the initial 1957 figures would 
sensibly agree that two years is much 
too long, not too short. 

“2 Administration expense. No real 
comment here except to say that any 
saving would be small. 

“3. Compulsory not in long enough. 
Even the Superintendent knows that all 
other things being equal, compulsory 
can only increase the losses. Added to 
all the other things having an upward 
impact on the losses we shall soon speed 
out of sight. 

“Sound Financial Condition” 

“4, Companies are in a sound finan- 
cial position. This is a new concept in 
rate making. Soak the other states and 
the fire insurance customer for New 
York auto losses. The Department 1s 
here saying that our other reasons not- 
withstanding we agree that you do need 
a rate increase but as long as you can 
get the money somewhere else, we're all 
for it. In effect this is saying we have 
allowed you to rob the public in the 
other lines of business or perhaps fool 
those other Commissioners in the other 
states and make a lot of money so that 
you can throw it down the drain in New 
York automobile losses. 

“The Commissioners of the 47 states 
and D.C. together with the people, should 
really jump all over our Department 
friends on that. I respectfully suggest 
to the Superintendent that for the secur- 
ity of the people of New York that he 
stop thinking of the past five years or 
even of the present position of the com- 
panies and he apply himself realistically 
to where we are going.” 

Olshen Report to Assn. 

President Olshen of General Brokers 
also stressed developments in the auto- 
mobile rate and commission field. He 
said that “about two weeks ago, repre- 
sentatives of producers’ associations in 
New York State attended a meeting 
called by the National Bureau of Cas- 
ualty Underwriters to discuss a possible 
reduction in commissions on risks placed 
in the Assigned Risk Plan. Your asso- 
ciation was represented, but our case 
was presented by the Broker Associa- 
tions’ Joint Council. 

“What impressed me most about this 
meeting was that the producers were 
united, incisive and firm in their opposi- 
tion to the proposal, even though the 
individual groups held no prior joint 
discussion. This does not mean that the 
proposal to hack away at the very small 
commission payment producers get for 
assigned risk business has been defeated. 
n the other hand, our feeling on the 
matter has been placed squarely and 
unequivocally before the important Na- 
tional Bureau officials. 

“We recognize the serious squeeze 
facing the companies in New York be- 
cause of the frustration of their efforts 
to raise rates for automobile liability 
commensurate with the realistic loss 
Picture. But I in no way infer that the 
Producer was to be saddled with the 
entire burden of any stabilizing effort. 

a N. Y. Auto Accident Rise 

I might comment that the Insurance 
€partment’s speculative approach in its 
rejection of the filing of October 15, to 
the effect that compulsory insurance 


might be the means of holding down the 
automobile losses, seems not to be so. 
nN announcement made at mid-month 
y New York Police Commissioner Ken- 
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nedy shows there were 400 more acci- 
dents than were recorded for the same 
period last year. Though this is an 
agonizing commentary on our life and 
times, the sickening crescendo of acci- 
dents bears out the projections made 
by the National Bureau and the Mutual 


SCHWAB 


3ureau. to substantiate the judgment 
part of the rate filing,’ Mr. Olshen 
stated. 


_ “It was not until the company execu- 
tives came face to face with the actu- 
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ality of a rejection of their much needed 
automobile rate increase, that the pro- 
ducers were brought into the fold. But 
unfortunately, even then, the summons 
to the producers was not for an ex- 
change of views but for an announce- 
ment that the production factor would 
be cut from 25% to 20%. 

“Since then the ride down the to- 
boggan slide has increased its momen- 
tum. Instead of looking for ways to 
apply the brakes, the industry has hit 
the panic button and the market has 
tightened. A round of commission cuts 
has been put into effect largely in the 
Metropolitan area of New York City. 
Some of the cuts have been crushing, 
and combined with the fact that many 




















The number af companies that 
eventually re-open following 
serious damage by disasters like 


fire and windstorms is... 


About 3 out of 5 
—____.__About 4 out of 5 
—____._._About 9 out of 10 


answer: Only about 3 com- 
panies out of 5 are able to re-open. 
In other words, 40% are ruined! 
Why? Because of loss of profits be- 
fore repairs can be completed. 
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MORAL: Don’t gamble on the future of your business. Safe- 
guard your future profits with The Atlantic Companies Earnings 
Insurance. The difference between profitable operation and bank- 
ruptcy may one day hinge on Earnings Insurance. Phone your 
independent insurance agent or broker now, and ask him for details. 
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more risks are being pushed into the 
Assigned Risk market at even more 
depressed commissions, producers stand 
to suffer irreparable damage for a con- 
dition which is hardly their making,” 
Mr. Olshen warned. 

“It should be apparent that relief 
cannot be denied the companies in New 
York forever. It must come either from 
a shift in the Insurance Department po- 
sition or from a court order. I do not 
believe that anyone considers the case 
for this increase hopeless. 

Commissions 

“Without arguing the pros and cons 
of the present commission cuts which 
have been leveled on automobile busi- 
ness, to say nothing of the return to the 
old levels on personal inland marine 
lines, insurance brokers and agents in 
New York State have no right to act 
in concert on commissions. Neither have 
the companies. But from a_ practical 
standpoint the companies are not limited 
in their actions as we are in ours. 

“Under the law and its interpretation 
in New York, action in concert on com- 
missions is not permitted. Yet in the 
eight years since the opinion of Attor- 
ney General Goldstein was rendered, the 
industry has not succeeded in getting 
the enactment of some enabling legis- 
lation. Does it make sense that we 
should have no right to discuss and 
agree on commission levels and on the 
broad principles of establishing these 
levels? When some stability returns to 
the automobile market and business is 
again sought, should we have no forum 
at which to seek readjustment of com- 
missions to more satisfactory levels ? 

“My purpose in mentioning the recent 
meeting with National Bureau officials 
to discuss Assigned Risk Pian commis- 
sions, was to contrast the strong, uni- 
fied stand which the producers took 
there with the disorganized, vacillating 
and pathetic approach the producers are 
taking with respect to commissions gen- 
erally. 

“It is true that because of the fact 
that the Assigned Risk Plan is statutory 
and that commission regulation is in 
the hands of the Superintendent of 
Insurance, there is more freedom to act 
in concert on these commissions. In 
acting as we did, we served notice 
that we will not give up lightly the 
meagre payment we receive for serving 
our assigned risk assureds. 

“T doubt whether many brokers who 
are acquainted with the realities of do- 
ing business resent fair and legitimate 
commission adjustments, but it is neces- 
sary to be wary lest these adjustments 
be handled unfairly, immoderately and 
under the cloak of mild hysteria. I hope 
that the newest rejection last week by 
the Insurance Department of the auto 
rate filings will not serve to step up 
the intensity of the market restrictions 
and the attacks on commissions.” 

President Olshen also made a strong 
attack on the so-called fictitious groups 
for rate cutting purposes. The National 
Association of Insurance Agents has 
long been campaigning against such 
groupings of prospects who have noth- 
ing in common and Mr. Schwab revealed 
that the New York State Association 
has introduced two bills in the legisla- 
ture at Albany to curb formation of fic- 
titious groups. 
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CPCU ANNALS PUBLISHED 





January Issues Include Papers Pre- 
sented at Seminars in New York 
City on Leading Subjects 


The Society of CPCU has just pub- 
lished the January, 1958, issue of The 
Annals, the official CPCU publication. 
This edition primarily includes the pa- 
pers presented at the CPCU Seminars 
in New York City on October 1-3, 1957. 

Separate papers describe the current 
picture of regulation of insurance by 
both the Federal government and the 
several states, the extension of group 
marketing principles to property and 
casualty insurance, some unique appli- 
cations of Group insurance ideas and a 
special study of the nature and signi- 
ficance of insurance principles. 

Three CPCU chapter special study 
projects deal with the subjects of per- 
sonal injury actions, analyzing and im- 
proving the comprehensive general lia- 
bility policy, and changing concepts in 
dwelling fire rating methods. The last 
topic includes a discussion of insurance 
to value, present and alternative dwell- 
ing rating methods, the trend of dwelling 
fire rating and the graduated rate plan. 

This January, 1958, issue (151 pages) 
of The Annals is available at the rate of 
$1.50 per copy. Requests should be sent 
to Robert M. Morse, executive secretary, 
Society of Chartered Property and Cas- 
ualty Underwriters, 3924 Walnut Street, 
Philadelphia 4, Pa. 





Knowlton to Address 
Mountain Field Club 


The Mountain Insurance Field Club 
of Manchester, N. H., will have Insur- 
ance Commissioner Donald Knowlton as 
speaker at the luncheon meeting Febru- 
ary 10 at the Manchester Country Club. 
Adjusters and engineers are also invited 
to this meeting. 

Chairmen of committees of this field 
club for 1958 have been named as fol- 
lows: public relations, Vincent Wen- 
ners, Phoenix-Connecticut Group; edu- 
cation, Jack Thacher, Boston and Old 
Colony; rules and forms, Richard A. 
Smith, New Hampshire Fire; New 
Hampshire, Mr. Smith; Vermont, Wil- 
liam Beidler, Fireman’s Fund; safety, 
Daniel McLaughlin, American; fire, 
David Jones, Employers Group; acci- 
dent, Francis Florian, Springfield Com- 
panies. 

Loss committee, Lawrence Billings, 
America Fore; inspection, John Dwyer, 
Royal-Globe Group; standard fire pol- 
icy, Warren L. Wright, Aetna Insurance 
Group; casualty, George Hazel, Hart- 
ford A. & I.; program, William Kearns, 
Hartford Fire; librarian, William Hut- 
chins, America Fore, and film librarian, 
Mary M. Crowley, Springfield Com- 
panies. 





Prov. Wash. Promotes 


Bancroft, Zehnder, Gay 


Roy E. Carr, president of the Prov- 
idence Washington Insurance Co., an- 
nounces the election of two new officers 
and promotion of one officer. William 
M. Bancroft goes from assistant secre- 
tary to secretary. William G. Zehnder 
and George B. Gay are elected assistant 
secretaries. 

Mr. Bancroft had served as assistant 
secretary during the past year. A grad- 
uate of Brown University he joined 
Providence Washington in 1950 and has 
headed the reinsurance department since 
1955. A resident of Providence, he will 
assume additional administrative duties 
in his new secretarial post. 

Mr. Zehnder worked in the New York 
offices of the Providence Washington 
from 1951 to 1954 when he went to 
Providence to take charge of the inland 
marine department. He is a graduate 
of the University of Virginia. 

Mr. Gay joined the company last June 
after extensive insurance experience in 
the New York City area. He has been 
superintendent of the workmen’s com- 
pensation and liability division in the 
casualty department. 


BROKERS’ LEGISLATIVE PLAN 





Five Point Program Offered in New 
York by the Kings County Insur- 
ance Brokers Association 


A five point legislative program de- 
signed to give the public more protec- 
tion and eliminate certain “unfair prac- 
tices,” has been proposed by the Kings 
County Insurance Brokers’ Assn., an- 
nounces Edward Cirlin, president. 

He forwarded the program to Gov. 
Harriman and the legislative leaders of 


both parties. 

The insurance men urge that cancella- 
tion or refusal to renew auto liability 
policies by insurance companies be pro- 
hibited unless there be cause for such 
rejection. “Cause” would be misrepre- 
sentation or paid losses. Companies now 
cancel policies indiscriminately and with- 
out cause, driving manv insured person 
into the Assigned Risk Plan, he charges. 

The group also urges that New York 
State license plates should not be re- 
auired of applicants desiring auto insur- 
ance. Disembarking soldiers want coy- 
erage. but are “uniustlv taxed” with 
New York plates before they can obtain 
insurance. 

Mr. Cirlin wrote that the the state 
should require all auto insurance com- 
panies to send cancellation notice 10 
days in advance to an insured before 
his policy is cancelled. Today, when 
an insured finances his premium and 
defaults in payment by even five days, 
his policy is often cancelled. In many 
instances he is not aware of the can- 
cellation and drives without insurance 
and in violation of law, Mr. Cirlin says. 

He urged a prohibition against the 
State Fund directly soliciting work- 
men’s compensation insurance. 

Finally, the group seeks to outlaw the 
practice of certain finance companies of 
directing repairs to favored shops, which 
give “discounts.” The smaller shops. 
which refuse to slash their prices, find 
that the business is taken away from 
them. 





Srorf Succeeds Palmer 
As Warner Group Counsel 


Tohn Eliot Warner, president. Lan- 
sing B. Warner, Incorporated. Chicago, 
announced appointment of Lowell D. 
Snorf, Jr., as general counsel for Canners 
Exchange Subscribers, Warner Recipro- 
cal Insurers and Underwriters Insurance 


O. 

Mr. Snorf succeeds Ernest Palmer, 
former Illinois Director of Insurance and 
former president of National Association 
of Insurance Commissioners, who is re- 
tiring after 15 years as general counsel 
of the Warner organization. 

Mr. Snorf is former assistant general 
counsel of Kemper Companies. He is a 
graduate of Northwestern University and 
is an active member of the American, 
Illinois and Chicago bar associations 
and other civic and professional organ- 
izations. 
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(Continued from Page 1) 


The association will not engage in 
lobbying activities. 
hearn Career 

Mr. Ahearn, a native of Northampton, 
Mass., attended St. Anselm’s College in 
Manchaster, N. H., and received his de- 
gree from the University of Notre Dame 
School of Journalism in 1927. While at 
Notre Dame he worked for the South 
Bend News-Times and continued on that 
newspaper for seven years following 





FRANCIS T. AHEARN 


graduation. In 1934 he joined the Asso- 
ciated Press Bureau in Detroit. He 
joined The Hartford Times in 1935, was 
made assistant city editor three months 
later and was appointed city editor in 
1947. 

Mr. Ahearn is a member of the board 
of directors of the Connecticut State 
Prison and a member of the building 
committee for the new Minimum Se- 
curity Institution at Enfield. He is a 
director and former chairman of the 
Hartford chapter of the National Con- 
ference of Christians and Jews; and a 
member of their National Public Rela- 
tions Committee. 

He also holds directorates on the State 
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Board and Greater Hartford Commit- 
tee of the Multiple Sclerosis Society, 
Hartford Heart Association, and is city 
chairman of the Notre Dame Founda- 
tion. Mr. Ahearn is a past recipient of 
the Citizen’s Award of the Jewish War 
Veterans and of the Distinguished Citi- 
zen Award of the Veterans of Foreign 
Wars. 
Subscriber Companies 

Subscriber companies to the associa- 
tion are: Aetna Insurance Company, 
Aetna Life Insurance Company, Con- 
necticut General Life, Connecticut Mu- 
tual Life, National Fire of Hartford, The 
Fire & Casualty Insurance Co. of Con- 
necticut, Hartford Fire Insurance Co, 
Hartford Steam Boiler Inspection and 
Insurance Co., Middlesex Mutual Assur- 
ance, Mutual Insurance Co. of Hart- 
ford, New London County Mutual, 
Phoenix Insurance Co., Phoenix Mutual 
Life, Safeguard Insurance Co., Security 
of New Haven, The Travelers. 

Mr. Ahearn will leave The Times Feb- 
ruary 15 and will assume his new posi- 
tion March 1. 


North British to Hold 
Several Field Meetings 


The schedule of North British Group 
field meetings for 1958 was kicked off 
with the Eastern department sessions 
the week of February 3 at the Sheraton- 
Plaza Hotel, Boston, with Secretary P. 
A. deGruchy presiding. W. L. Nolen, 
United States manager, and R. A. Hub- 
bard, secretary and vice president, at- 
tended from the New York home-office. 

The Michigan - Ohio department, 
headed by W. Ludemann, manager will 
hold its meetings at the Sheraton-Cad- 
illac Hotel, Detroit, the week of February 
10. Mr. Nolen will also attend that 
meeting accompanied by H. P. Linn, 
assistant U. S. manager, from New York. 

Secretary C. L. Day will hold the 
Midwestern department meetings at the 
Union League Club, Chicago, during the 
same week in February. Messrs. Nolen 
and Linn will also attend. A 

The Western department meetings at 
Kansas City, Mo., also will be held the 
latter part of the same week under the 
direction of H. J. Hudson, vice presi- 
dent, secretary and Treasurer. Besides 
Messrs. Nolen and Linn, H. W. Casler, 
assistant U. S. manager, and George W. 
Dyer, secretary and vice president, will 
be on hand from New York. 

A combined meeting of the Philadel- 
phia, metropolitan and suburban _de- 
partments will be held February 20-21 
at the Downtown Club, Philadelphia, 
charge of Manager E. H. Miller in as- 
scoiation with Secretary K. W. O'Leary 
from New York. 

Manager and Secretary C. J. Williams 
will hold the Southern department meet- 
ing at the Biltmore Hotel, Atlanta, the 
week of March 3. 


AFIA Hiroshima Office 


The American Foreign Insurance As- 
sociation has expanded its operations 
Japan by opening a branch _ office 1 
Hiroshima, making it the eighth office 
of AFIA in Japan. Situated on the Ota 
River, which divides the city into Sx 
islands connected by 81 bridges, Hiro- 
shima is the textile-producing center o 
southern Japan’s raw silk area. 

Providing fire, marine, casualty 
some forms of surety insurance in ths 
completely rebuilt city of 300,000, the 
office is managed by Sadaaki Uchiyam@ 
The Continental, Great American, am 
Home Insurance companies are repre 
sented by AFIA in Japan. 
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American Ins. Group 
Promotions Announced 


HOUSTON, CHICAGO, ST. LOUIS 


Vice Pres. Thomas Goes to Chicago; 
Cecil Resident V.P. at Houston; 
Schneider Goes to Chicago 


Promotions involving administrative 
staff members of the Houston, Chicago 
and St. Louis branch offices of the 
American Insurance Group are an- 
nounced by President R. Z. Alexander. 
k. B. Thomas, resident vice president 
at Houston, is being transferred to Chi- 
cago. There, as resident vice president, 
he will be associated with Vice President 
R. S. Chaloner who continues as branch 
chief executive. 

C. Wilbor Cecil, formerly administra- 
tive assistant at Houston, has been 
elected resident vice president and short- 
ly will assume direction of the Houston 
branch. In other changes involving this 
office Clarence B. Schneider is being 
transferred from Chicago to become as- 
sistant branch manager and Bobby M. 
Dowell has been promoted from under- 
writing supervisor to casualty manager. 

Edward M. Howie, casualty manager 
at St. Louis, has been named assistant 
branch manager at Chicago where he 
will be in charge of underwriting. He 
will be succeeded by Harold A. Schmitz, 
who has been an underwriting super- 
visor in the St. Louis office. 


Careers of Officers 


Mr. Thomas joined the group at De- 
troit in 1936. Since then he has held 
important field executive positions in a 
number of branch offices including Chi- 
cago where he served from 1951 to 1955 
as assistant branch manager prior to his 
election to resident vice president at 
Houston. Mr. Cecil has spent his entire 
insurance career in Texas. He joined the 
group in 1936 as a special agent after 
working in a local agency for four years. 
He was promoted to state agent in 1947 
and named administrative assistant at 
Houston in 1957. 

Mr. Schneider’s career with the group 

covers a span of 30 years. He started at 
Chicago as a junior underwriter. In 
1937 he was transferred to the Minne- 
apolis branch as underwriting supervisor. 
He returned to Chicago in 1952 in 
similar capacity and was named admin- 
istrative assistant in 1955. 
_Mr. Howie has spent 20 years in all 
line casualty underwriting. He joined 
the group at Detroit in 1942 as an auto- 
mobile underwriter and later was given 
supervision of fidelity, burglarv and glass 
underwriting. In 1952 he was trans- 
ferred to the St. Louis branch to take 
charge of all casualty underwriting. 

Mr. Schmitz is a veteran of 28 years 
with the group all of which have been 
spent in the St. Louis office where he 
progressed through various casualty un- 
derwriting positions to become under- 
writing supervisor. Mr. Dowell, a native 
Texan, joined the group’s Houston office 
in 1949 following four years in the local 
agency field. He too, has specialized in 
casualty underwriting. 





Weghorn Engineering 


e 9 . 
Service on Week’s Notice 
An accelerated engineering service is 
how available to New York City brokers 
on a week’s notice or less through the 


John C. Weghorn Agency, Inc., 102 
Maiden Lane. 
rhe agency instituted its service, 


covering the entire range of broker 
engineering and appraisal needs, last 
October. “Acceptance of our service by 
metropolitan brokers has been highly 
sratitying,” John C, Weghorn, president 
ot the agency said. “Our experience has 
not only proved the need for it but has 
“ig a us, too, that it must be speeded 
p. 

Mr. Weghorn noted that it ordinarily 
takes two weeks or more for companies 
and agencies with engineering service to 






N. J. Bars Five Dealers 


Forms as Inland Marine 


Five dealers coverages are no longer 
eligible in New Jersey for insurance 





honor a broker’s request. A number of 
brokers have advised him that their own 
engineering departments need help to 
speed up handling of their backlogs, he 
said, and the accelerated Weghorn serv- 
ice is available to them as well as to 
the offices with no such facilities of 
their own. 


under inland marine policies, states Ex- 
ecutive Secretary Joseph G. Bill of the 
Committee on Interpretation of the Na- 
tion-Wide Marine Definition. Insurance 
Commissioner Charles R. Howell of New 
Jersey has rescinded the definition 
amendment whereby insurers issued in- 
land policies in connection with the 
operation of the following: 

Heating and air conditioning equip- 
ment dealers, industrial machinery and 
tool dealers, sporting goods dealers, pro- 
fessional or scientific instrument dealers, 
marine supply dealers. 
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FUAP Annual Meeting in 


San Francisco Mar. 5-6 
This year’s annual meeting of the Fire 
Underwriters Association of the Pacific 
will be held at the Fairmont Hotel, San 
Francisco, on March 5 and 6, it is an- 
nounced by Richard B. Masters, man- 
ager and educational director. Six hun- 
dred property and casualty insurance 
men from eight western states, Alaska 
and Hawaii are expected to attend. The 
insurance commissioners of each area 
have been invited. 
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North America “Ports Of The World” 


Insurance Company of North America 
has published its fifth edition of “Ports 
of the World,” a 46-page guide to port 
facilities and conditions throughout the 
globe. Gathered from INA’s world- wide 
network of offic es and agents, “Ports of 
the World” is produced for the use of 
the exporting and packing industries. 

It lists current port conditions in: 
North America, Central America, West 
Indies, South America, Europe, Near 
and Middle East, Africa, Far East, and 
the Pacific. For each port it describes 
discharge facilities, labor and handling, 
delay and congestion, pilferage and dam- 
age, and climate. 


Facts on Buenaventura 


Example: “Buenaventura, Colombia: 
discharge facilities—adequate at present. 
There is rail service to ships’ sides. 
Open lighters are used only when more 
than eight ships are present. Free stor- 
age time is five working days after ar- 
rival; labor and handling—net slings are 
used to discharge carton and bagged 
cargoes. No fork lift trucks are avail- 


able. Heavy machinery, iron, etc. are 
given open storage under tarpaulines in 
fenced, lighted compounds not open to 
the public; delay and congestion—con- 
gestion is recurrent, considered heavy 
at the time of publication. 

Average delay between discharge and 
delivery to consignee is eight days. 
Delays sometimes occur because of im- 
proper declarations to customs; pilfer- 
age and damage—pilferage is reported 
decreasing, but descriptive marking in- 
vites trouble. Goods susceptible to mois- 
ture damage require more than usual 
protection in this climate; Climate—a 
humid damp climate prevails with over 
300 inches of rainfall annually.” 

The contents also includes chapters and 
illustrations dealing with: air cargo; 
comparison of principal causes of loss; 
loss prevention economies; loss preven- 
tion recommendations; containers; cau- 
tionary markings; etc. 

“Ports of the World” can be obtained 
free of charge by writing to: J. Hug- 
gins, Insurance Company of North Amer- 
ica, 1600 Arch Street, Philadelphia, Pa. 





HOW TO READ WEATHER MAP 





Told in Special Supplement to Weather 
Research Bulletin Published by 
Stewart, Smith & Co. in N. Y. 
Insurance people interested in effects 
of ice storms and hail will find interest- 
ing data about them in the Winter issue 
of the Weather Research Bulletin of 
the Stewart-Smith organization. The 
current issue also contains a survey of 
tropical storm trends in an article en- 
titled “What Has Been Happening To 
The Hurricanes.” Accompanying it is a 
graph illustrating hurricane visitations 

over the years. 

Once again Stewart-Smith have in- 
cluded a special supplement with their 
Weather Research Bulletin. This one, 
“How to Read A Weather Map,” has 
been prepared especially for the benefit 
of those members of the insurance in- 
dustry who have a vital stake in the 
effects of the weather. “I believe that 
the diagrams and text in this special 
supplement will enable insurance people 
to make better use of the weather maps 
in general circulation,” says George J. 
Stewart, president of the Stewart-Smith, 
insurance organization. 

Weather Research 
lished quarterly by Stewart, Smith & 
Co., Inc., 116 John Street, New York 
38, N. Y., as a public service to the in- 
surance industry. 


Bulletin is pub- 





HAMILTON AGENTS ELECT 

George Storey has been elected presi- 
dent of the Hamilton Insurance Agents 
Associations, Hamilton, Ontario. Other 
officers are Cam Carey, Jr., vice presi- 
dent, and Miss A. E. Paulsen, treasurer. 
On the board of directors are Alf Pulver, 
John Farnan, Jr., Ray Edward, Ralph 
Sazio, James Brechin and Reg Hinton. 


NAUA Announces Higher 
Auto Rates for Indiana 


New automobile rates for Indiana 
have been announced by the National 
Automobile Underwriters Association for 
material damage insurace. Premiums for 
comprehensive coverage for popular 
priced new private passenger automo- 
biles have been raised $2 in several rat- 
ing territories where the experience indi- 
cates the need for rate adjustments. 
“The comprehensive premium increases 
are slightly more for higher priced auto- 
mobiles and less for older and lower 
priced models. There are, however, sev- 
eral rating territories where the exper- 
ience is satisfactory and no increases 
in comprehensive premiums are neces- 
sary. 

“Glass losses insured under compre- 
hensive continue to increase and to a 
great extent result from the use of large 
areas of glass in the styling of private 
passenger automobiles,” says the NAUA. 

“Tnsureds may secure substantial com- 
prehensive premium reductions by pur- 
chasing comprehensive insurance on a 
$50 deductible basis. The deductible does 
not apply and full coverage is afforded 
on fire losses or theft losses when the 
entire automobile is taken. 

“Due to unsatisfactory collision exper- 
ience in Fort Wayne, Muncie and Mar- 
ion, private passenger automobile pre- 
miums for $50 deductible are increased 
approximately 5%. In the East Chicago 
area the collision record is poorer and 
the increases average 17%. Present col- 
lision schedules continue in the balance 
of the state because present premiums 
are adequate. The $100 deductible pri- 
vate passenger collision experience is 
worse than the $50 and the increases 
average slightly more. 

“Private passenger automobile owners 
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qualifying for farmer rates will receive 
a discount of approximately 30% from 
the collision premium that would other- 
wise apply; formerly they received a re- 
duction of 20%.” 





Ashton Auto Supervisor 


Aetna Insurance Group 
Promotion of G. William Ashton to 
supervisor in the automobile department 
of the Aetna Insurance Group is an- 
nounced. Born in Oshkosh, Wis., Mr. 
Ashton went to Hartford at the age of 
seven and is a graduate of Hall High 
School. He had three years’ experience 
as an underwriter with another Hart- 
ford insurance company before going 
into the Army Air Corps in 1942. After 
three years’ service in the European 
theatre, he was discharged in December, 
1945. 

Mr. Ashton then worked in the West 
Hartford Radio Relay League for a year 
and was associated with his brother in 
the Ashton - Baldwin Insurance Agency 
another year before joining the Aetna 
in January, 1948, as an underwriter in 
the southern department. He _ trans- 
ferred to the automobile department. in 
1956 and has received intensive training 
in various units of the department. 


CARL E. ROSENBERG DIES 
Carl E. Rosenberg, for 44 years asso- 
ciated with the Springfield Fire & 
Marine and superintendent of the loss 
department at the home office, died Jan- 
uary 22 at his home in Springfield. He 
was a member of the New England Loss 





Association, veteran of World War | 
and a member of Foster Memorial 
Church. 


Anderson Joins Atlantic 
Companies in New Orleans 


Robert C. Anderson has joined the 


Atlantic state agent in 
New according to Miles F. 
York, president of the Atlantic Mutual 
and the Centennial. The Atlantic office 
in New Orleans is in the I.B.M. Build- 
ing. 

Mr. Anderson will service the compa- 
business in Louisiana and Missis- 
Mobile, Ala. for all fire 
and marine lines under the supervision 
of David A, Floreen, branch manager 
in Houston. 

Mr. Anderson is a veteran of 18 years 
in the insurance industry, having served 
in manageriz il, field and = underwriting 
capacities in the south, east and middle 
west. Prior to his joining the Atlantic 
Companies, he was southern’ marine 
manager for another company with offi- 
ces in New Orleans. He attended North- 
western University and the Illinois In- 
stitute of Technology. 
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General Agents Meet at 
Colo. Springs May 11-14 


The American Association of Man- 
aging General Agents will hold its an- 
nual convention May 11-14 at the Broad- 
moor Hotel, Colorado Springs, Colo., 
according to Secretary-Treasurer Her- 


bert Cobb Stebbins of Denver, Colo. 
Joseph A. Rogers of St. Paul, Minn., 1s 
president. 
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Close personal attention to Agents’ requirements has long been our policy. 
We realize how much our Agents mean to us. For over 100 years Northern 
Assurance has been an Agency Company—first, last and always! 


The NORTHERN ASSURANCE has provided 
reliable insurance protection for over 120 years. 


YOUR SECURITY IS OUR RESPONSIBILITY TOO! 
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Shipping Bureau Applications For 








Class For 632 Vessels In 1957 


way in American yards to Bureau Class. 
A number of these will be finished in 
1958, but others will not be completed 
until 1962. 


The huge investment in new shipping 
in recent years should prove profitable 
in the future according to Walter L. 
the board of the 


“There now exist in Class with the 
American Bureau of Shipping, 8,327 ves- 
sels of 43,583,273 gross tons, which is an 
increase of 2,088,847 tons over one year 
ago. About 20% of these vessels are 
temporarily inactive. To these totals 
there will be added the 694 vessels now 























of specification as adopted by the Bur- 
eau have been completely successful, 
but in some parts of the world steel 
makers have felt that it is unnecessarily 
restrictive both from the standpoint of 
economy in and quantity of output in 
their particular plants. Also, that it does 





Green, chairman of 
American Bureau of Shipping. In_ his “These 404 new vessels are being built on order to be built to Bureau Class in not give due credit to other factors dur- 
report to the ninety-sixth annual meet- in 16 countries, and include 13 under shipyards throughout the world, making ing the production of the plates which 
ing in New York last week he pointed way in United Kingdom shipyards, 32 a grand total of 9,021 vessels of 52,214,- influence the notch toughness and con- 
out that expansion in shipping, with a in France, 17 in Belgium, 15 in Sweden, 531 gross tons. cerning which they are prepared to ex- 
trend toward larger vessels, reached com- — 57 in Germany, 98 in Italy, 13 in Spain, “A substantial percentage of these ves- _ ercise careful controls. 
pletion just as orders for new tonnage 39 in Holland, three in Turkey, 103 in sels are owned and/or registered in Brittle Fract R h 
were on the downgrade. However, he is Japan, two in Argentina, three in Hong countries other than the United States. ee ee 
conservatively optimistic and feels that Kong, one in Lebanon, four in Israel, These figures include seagoing tonnage, “The great amount of research work 
the 1958 tonnage, which may approxi- two in Taiwan, and two in Canada. Great Lakes and river craft, both self- in the field of brittle fracture which has 
mate that of 1957, will be profitably Exclusive Bureau Surveyors are main- propelled and non-propelled. During the been carried on in the past ten years 
used. There is still a building backlog tained at practically all of the shipyards past year a number of existing vessels has resulted in increased confidence in 
of over 30,000,000 gross tons and the more abroad at which these vessels are being owned abroad were Classed by the Bur- the ability of small specimen tests to 
fortunate yards have orders to keep built. These new vessels include tankers, eau, properly discriminate materials. As a 
Be them busy four or five years, while bulk ore carriers, cargo ships, passenger “The Government of Egypt has ex-_ result the rules of the Bureau have been 
others have two years of work ahead. _ liners, ferries, tugs, fishing boats and tended to the Bureau the authorization modified to permit of negotiations being 
Mr. Green was re-elected by the Bur- — barges. to carry out Safety Convention Surveys made with individual steel makers for 
eau, as were President David P. Brown “A total of 532 new vessels were com- on Egyptian cargo vessels in ports away the acceptance of material differing in 
ans and Senior Vice President Jerome B. pleted in 1957 under the supervision of | from Egypt. In addition, the Republic composition and de-oxidation practice 
the Crowley. Other officers re-elected were the Surveyors of the American Burean of Cuba granted the Bureau authoriza- from the standard rule requirements, in 
t in Lewis C, Host, vice president—opera- of Shipping. These aggregated 2,302,928 tion to carry out Load Line, safety con- association with supplementary notch 
3 tions; Arthur R. Gatewood, vice pres- gross tons and 3,651,972 deadweight tons, vention and tonnage admeasurement sur- toughness acceptance tests on the fin- 
‘ ident—engineering; Alfred Blum, treas- and —, we horsepower of veys for vessels of Cuban registry. ished products of such type and in such 
tua urer; Daniel L. Parry, secretary; Harold — propelling machinery. This represents an quantity as will be determined in each 
ffice M. Wick, assistant vice president; Kurt increase of 487,403 tons from the gross Hull Structure Steel Change particular case. 
sitd- Molter, assistant treasurer, and William tonnage of new vessels completed to “As a result of meetings of the Special “When the Bureau first adopted the 
H. C. Seelig, assistant secretary, Percy 3ureau Class in 1956. pcg ie sor swat geese revised specifications it was felt that the 
Chubb II of Chubb & Son was re- A - - on Naval Architecture and the Technica most practical and simplest method of 
ipa- elected a director for three years. Completions in U. S. Shipyards Committee, there has been adopted a_ application was to aes es applicable 
3 Sis- Thomas M, Torrey, manager, marine “Of these 532 new vessels, 399 were very important change in the Bureau to all ship plates of over a certain thick- 
fire department, Insurance Company of completed in United States shipyards, rules for hull structural steel,” stated ness, with increasing severity for in- 
‘ North America, was elected to member- these totalling 541,062 gross tons. This Mr. Green. “When, in 1947, it was creases in ranges of thickness to offset 
sion ship. In his report Mr. Green said: included 18 large merchant vessels total- agreed that something could and should the metallurgical effects of rolling to 
ger a ling 294,419 gross tons. The balance of be done toward the establishment of the greater thickness and also the effect 
Applications for Class 381 were miscellaneous river, harbor and _ specifications aimed at insuring an ac- of size in service performance. This 
pars “Applications for Class covering the offshore drilling vessels, principally non- ceptable degree of notch toughness in method of application has proven to be 
‘ved construction of new vessels were re- propelled, totalling 246,643 gross tons,” ship plate, it was considered that the very convenient from the standpoint of 
ting ceived during 1957 for a total of 632 Mr. Green reported. most suitable method of attaining this estimating, ordering and producing, and 
Idle vessels of 4,549,559 gross tons. This is “A total of 133 new vessels were com- objective was through controls on chem- avoids the necessity for special marking 
ntic a decrease of 187,596 tons over the 1956 pleted to Bureau Class in shipyards out- istry and de-oxidation procedure rather and segregation in the shipyard. 
ine figures which totalled 625 vessels of 4,- side of the United States during 1957, than through acceptance testing on the “However, the increasing demand for 
»ffi- 737,155 tons. About 60% of the tonnage these aggregating 1,761,866 gross tons. finished plates. heavy plates has placed an additional 
‘th- covered by the 1957 application for Class This represents an increase of 268,079 “At that time information concerning burden on the facilities for the produc- 
In- will be built in shipyards outside of the tons over the 1956 results, when 144 the ability of any small practical pro- tion of the higher grade material which 
United States, this aggregating 2,764,084 new vessels of 1,493,787 gross tons were duction test to predict service perform- in some parts of the world are already 
tons, while the tonnage to be built in completed in these yards to Bureau’ ance was comparatively limited and it severely overtaxed. The Bureau, ac- 
United States shipyards as represented Class. Thus, for the fifth time in the was considered preferable to base the cordingly, has now included in the rules, 
by these applications totals 1,785,475 96-year history of the Bureau, more new _ specifications on the already well-estab- provisions under which, with the owners’ 
tons. tonnage was completed to Bureau Class blished knowledge of the effects of consent, approval may be given for the 
14 “On January 1, 1958, 422. seagoing in shipyards abroad than in United chemistry and de-oxidation practice. use of material of somewhat lower qual- 
: vessels of 8,371,636 gross tons and six States yards, “The results obtained with this type ity, in certain parts of certain types 
an- Great Lakes vessels of ‘ange oe were of ships where experience has indicated 
an- under construction and/or under con- that the slight reduction in notch tough- 
ad- tract to be Classed with the Bureau. a eS ee SS ee ee eS ness resulting therefrom should not pre- 
lo., In addition, there were 266 smaller mis- sent a serious hazard.” 
a cellaneous type vessels aggregating 171,- * * (To Be Concluded) 
slo. 523 gross tons also contracted for to be 
is built under the supervision of the Sur- * REINSU RANCE EXCLUSIVE LY * > ; 
veyors to Class with the Bureau. This First Class Mail Ins. 
lew construction totals 694 vessels of ss : 
-_ 8,031,258 gross tons, which is an increase * GK v/, Fidudsl * Revisions in New York 
. 31% from the tonnage totals of one asad ly é € pa Effective February 1 rules applicable 
year ago, and represents the greatest + * to writing first class mail insurance, 
tonnage under way to Bureau Class at Gh Form A, in New York State were 
the start of any peacetime year. One Ure 8 Sire amended as follows: 
year ago, contracts were in existence for ok YG * 1. New Rule 7A captioned Limits of 
the construction na —— of so prs a apply to risks in the State 
420 gross tons to Bureau Class, res- Ma : Ma F of New York. 
ident Green said. * avVine ° ted ines * 2. New Rule 14A captioned Form 
“Of these 694 new vessels now being Change is amended to read: 
built to Bureau —— hg roi ,164 * ote “Form Change: As to all new policies 
gross tons are on order in United States AMERICAN and upon the next anniversary date of 
shipyards, compared with but 921,000 COMPLETE PROTECTION outstanding open policies, Clause 11 of 
tons in January, 1957. This includes 79 * * the first class mail policy shall be 
ocean going cargo ships, passenger ves- amended to read: ‘No other insurance 
sels, tankers and bulk ore carriers of * under a first class mail policy is per- 
1,793, 459 tons, and 211 miscellaneous ves- AM E RI ( AN mitted on any envelope or package in- 
sels such as tugs, towboats, barges, off- sured hereunder. If there shall be any 
shore oil well drilling rigs, ete. * ERICA . 2, 78) * other kind of insurance or indemnity 
200 Vididille en: Gide Geadts at Uh %: RE-INSURANGE GOMPANY applicable to any loss, etc., etc., etc., 
: * | * (continuing the present language of 
A total of 404 new vessels of 6,690,- clause 11).’” 
094 gross tons are on order in yards UI] 99 JOHN STREET, NEW YORK 38, N. Y. General Manager Harold L. Wayne of 
outside of the United States to be built * * the Inland Marine Insurance Bureau 
to American Bureau of Shipping Class- states that the revised “other insurance” 
ification, This is more than three times zkewekekwekeKwekekekkwkek kk hk hk hk clause is at this time applicable only in 
the amount of tonnage currently under New York State. 
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Present Judicial System And Trial By 
Jury Defended In N.Y. Bar Assn. Talks 


Panel Participants at Annual Meet Give Potent Reasons Why 
“Responsibility for Fault” Is Far Preferable to Com- 
parative Negligence Rule; W. J. Herron Presides 


By WALLaAcE L. Clapp 


Participants in the panel discussion 
January 30 of the Insurance Law Section, 
New York State Bar Association, held 
in connection with its annual meeting 
at Hotel Biltmore, N. Y., were unanim- 
ously of the opinion that the present 
American system of the administration 
of justice in negligence cases should be 
preserved. Mindful of the attacks from 
various sources which are being directed 
toward this system, it was the consid- 
ered opinion of eminent lawyers who 
spoke on the subject that responsibility 
for fault is inherent in the development 
and maintenance of free enterprise and 
the cornerstone of democracy. 

In setting the stage for this panel 
discussion William J. Herron of Malone, 
N. Y., 1957 chairman of the section and 
presiding officer at the annual meeting, 
posed two questions: (1) Would the 
adoption of a compensation system for 
personal injury claims be in the public 
interest? (2) Would it be in the public 








Career of New Chairman 


Leonard H. Amdursky of Oswego, N. 
Y., newly elected chairman of Insurance 
law Section, New York State Bar As- 
has been in the private prac- 
tice of law for the past 30 years in his 
home city. A graduate of Syracuse Un- 
‘yersitv and of Syracuse University Law 
School, he is now serving as president 
f the Federation of the Bar Associa- 
tions of the Fifth Judicial District. Mr. 
‘mdursky is a member of the insurance 
ection, American Bar Association and 
of the International Association of In- 
nurance Counsel. He is also a fellow of 
the American College of Trial Lawyers. 


sociation, 








interest for New York State to enter into 
the liability insurance business in com- 
petition with private industry? While 
these questions upon first impression 
may seem to be unrelated, Mr. Herron 
said that actually such is not the fact. 

He stated that almost everyone who 
has given serious thought to this prob- 
lem “is convinced that these two ques- 
tions are inevitably interwoven and that 
the adoption of a compensation system, 
i.e. the payment of schedule awards for 
personal injury claims regardless of fault, 
will lead to state participation in the 
casualty business . just as surely as 
day follows night.” 


Refers to Practice of One Company 


Mr. Herron called attention to the ac- 
tion on the part of at least one com- 
pany which, he said, is offering an elec- 
tive form of coverage by an endorsement 
to its new automobile policy whereby 
the system of compensation regardless 
of fault would be followed if the injured 
person so desired. This company, the 
speaker noted, feels that liability insur- 
ance together with a suitable alternative 
is something the motoring public must 
have inasmuch as “compensation based 
on fault is philosophically out of tune 
with the modern demand for payment 
certain.” 

Speaking from a personal standpoint, 


Mr. Herron said he could not under- 
stand the thinking or attitude of people 
who look down their noses at personal 
injury litigation as though it involved 
some type of racketeering. “The person 
who looks with disdain . . . is one who 
has never had a fractured skull or who 
has never had his principal source of 
support destroyed. Each claim is ex- 
tremely important to the individual in- 
volved. So, in considering this question 
we should not do so with the attitude 
of getting rid of a vexatious situation by 
the easiest possible means but rather 
with the attitude that we are dealing 
with one of the most important prob- 
lems of our modern way of life... .” 


Leonard H. Amdursky Lead-off Speaker 


Leonard H. Amdursky of Oswego, vice 
chairman of the insurance law section, 
was the lead-off speaker on a _ panel 
which consisted of Justice Walter R. 
Hart, State Supreme Court, Brooklyn; 
Robert H. Kilroe, president, Metropoli- 
tan Trial Lawyers Association, New 
York and Frederick S. Benson, resident 
secretary, Lumbermens Mutual Casualty, 
New York. 

Strongly defending the present system 
of legal responsibility for fault, Mr. 
Amdursky said it has been laid down 
and defined by the statutes and the case 
law of various states and of the United 
States for 250 years. The system has 
sometimes been called the adversary sys- 
tem “because long experience has proved 
that the rights of all parties in the de- 
termination of legal responsibility are 
best protected, advanced and promoted 
by adversary methods, through and in- 
cluding the trial.” 

This led Mr. Amdursky to a defense 
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Surety Bond Producers 
To Gather in Phoenix 


ANNUAL MEET. M MAR. 31-APR. 2 
Glenn E. Wilkerson of Detroit Heads 


Convention Committee; 300 Pro- 
ducers, Executives Expected 


The 16th annual meeting of the Na- 
tional Association of Surety Bond Pro- 
ducers, to be held at Westward Ho 
Hotel, Phoenix, Ariz., from March 31 
through April 2, promises to be one of 
the finest in the association’s history. 

With over 300 surety bond producers 
and surety company executives in attend- 
ance, it is anticipated that registration 
records for the Phoenix meeting will set 
a new high. The speakers’ program will 
present spokesmen from several fields, 
including suretyship, and the entertain- 
ment schedule offers unusual diversity, 
including a side trip to Las Vegas and a 
chuck wagon cook-out in the desert. 

Plans for the meeting are proceeding 
under the direction of Glenn E. Wilker- 
son, Detroit, general chairman of the 
1658 convention committee. 


Convention Committee Members 
Jack 


Others on that committee are 


eng, Jr., Little Rock; Joseph H. Miller, 

San Francisco; William Moore, Wichita, 
Kan.; Ralph Neely, Oklahoma City; 
William: R. Phillips, Birmingham; B. 


Houston; Victor Ris- 
C. H. Ritter, Den- 
Awisas C. 4G. 
Taylor, 


Wendell Phillips, 
ley, Portland, Ore.; 
ver; Robert Siegfried, 
Sullivan, Phoenix, and M. L. 
Los Angeles. 

Officers of the association are Dallas 
Smith, Dallas, Texas, president; William 
R. Phillips, Birmingham, Ala., first vice 
president; William Reutter, Detroit, sec- 
ond vice president; H. Phelps Smith, 
Nashville, executive director, and Ed- 
ward H. Cushman, Philadelpia, secretary 
and general counsel. 

The convention registration desk will 
be staffed by members of the Phoenix 
Insurance Women’s Association. 





Compulsory Ratio 

The New York State Motor Vehicles 
Commissioner reports that only 129 acci- 
dents involving uninsured motorists were 
reported in the 11 months of 1957 since 
the law went into effect. It should be 
noted however that while the Commis- 
sioner points to 69,912 uninsured in the 
same eleven-month period of 1956, this 
tremendous reduction in uninsured 
drivers demonstrates no special merit in 
the law, as automobile insurance in the 
state is now compulsory, 
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Holz Deplores High 
Cost of Car Ins. in N. Y. 


FOR RATING FORMULA CHANGE 


N. Y. Supt. in Bar Assn. Talk Warns 
Cos. State Fund May Come If 


Rates Go Higher 
Superintendent of Insurance Leffert 


Holz of New York, who has been criti- 
cized by insurance people and praised 
by many car drivers of the state for 
refusing to approve an automobile rate 
increase, gave the insurance law section 
of New York State Bar Association the 
rationale of his much discussed auto- 
mobile rate decision as their luncheon 
speaker January 30 at the Biltmore, 
N. Y. At the same time State Senator 
Edward J. Speno (Republican of Nassau 
County) advised the lawyers of the 
pressing need for remedial enforcement 
measures to stem the rising toll of 
auto fatalities and accidents in the 
state. 

Superintendent Holz showed most 
concern over the fact the private pas- 
senger car rates in New York State 
are now the highest in the nation. A 
study which the New York Department 
has made of the situation, he said, re- 
vealed that in the last ten years the 
rates in this state have increased 110%. 
Fearful that a continued upward rise 
will make the premiums so prohibitive 
that people will take their cars off the 
road, the Superintendent sounded a 
warning to the companies, using the 
New York State Bar Association meet- 
ing as his sounding board. He said: 


Not the Right Formula 


“From time immemorial the system 
has been for rating bureaus to submit 
their statistical experience for the two 
latest policy years. I approved a rate 
increase based on this formula in 1956, 
but now | don’t think that it was the 
right formula. There is too great a de- 
pendence on ‘estimates’ of accident costs 
and not enough on actual experience.’ 

Mr. Holz indicated that this was one 
of the chief reasons why he rejected the 
rating bureaus’ proposed 9.5% increase 
in private passenger car rates. If the 
New York Supreme Court to which the 
rating bureaus have taken the case, re- 
verses his decision he will, of course, 
abide by its opinion. In fact, he_ told 
his New York Bar Association audience 
that, in case his opinion is reversed, the 
requested rate increase will be retro- 
actively in effect from the date of his 
decision disapproving it. 

Discussing what he termed “serious 
discrepancies” between car insurance 
rates charged in New York and other 
states, Mr. Holz pointed out that as of 
last October 22 the cost of a $5/10/5 
policy in Los Angeles was $65.44 com- 
pared to $135.22 in New York City. In 
Chicago, he said, this policy cost $75. 28. 
He asked: “Why the differential?” _ 

The rating bureau’s answer to this 
question would be that premium rates 
are based on the experience of each 
locality, and the fact that New York 
City has a rate so much higher than that 
of Los Angeles and Chicago is because 
there is a greater exposure to accidents 
in New York and, as a result, greater 
accident frequency. 


Possibility of a State Fund 


Superintendent Holz expressed his 
concern that unless the premium costs 
are held down in New York “you will 
find yourselves pricing cars off the road.” 
The public, already irritated by the high 


“ 


cost of automobile insurance, is clam- 
oring for a state fund, and Mr. Holz 
said that letters are being daily re- 


ceived by the New York Department 
asking why car insurance cannot be 
made available in the Fund where the 
rate will be lower. 

In closing his luncheon talk he re- 
iterated that a new formula must be 
provided for the rating of automobile in- 
surance but he did not specifically urge 
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N. Y. Bar Assn. Meeting 
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of the American jury system which, he 
maintained, best serves the interest of 
the public, the injured party and the 
persons against whom claims are as- 
serted. He further declared: “As trial 
lawyers we know that it is far better 
for the general confidence of the public 
in our judicial system for defeated liti- 
gants to have had their causes passed 
on by a jury gathered from all walks of 
life, rather than by a single judge, re- 
feree, arbiter or other similar tribunal. 
While a defeated litigant may, and usual- 
ly does, question the wisdom of a jury, 
he seldom questions its integrity. 

“We further know that the presence 
of the trial jury facilitates the disposi- 
tion of over 90% of the court business 
by settlement because the lawyer and 
the parties alike know that the jury 
will be very apt to decide the case the 
way it ought to be decided. This factor 
alone, plus the ever present gamble, 
leads to most settlements. Certainly, in- 
asmuch as such disputes of fact must be 
determined by some tribunal or body, the 
jury seems the safest for the common 
man in the determination of his basic 
rights, and so experience has proved.” 

Mr. Amdursky then brought out that 
judicial proponents of abolition of the 
jury have no quarrel with the quality 
of work performed by the jury, but only 
with the quantity. “Their argument,” he 
said, “for taking this far-reaching step 
is that it would relieve court conges- 
tion and possibly reduce some costs.” In 
reply to this argument the speaker de- 
clared: 

“Approximately 60% of the claims 
arising under liability coverages are dis- 
posed of in the claims state. Of the re- 
maining 40% which go into suit in our 
New York Courts, 95% are settled before 
or durng trial. The presence of a jury, 
either in the future, in the Court House 
or in the jury box, largely brings about 
this result. Of the suits brought, 70% 
are settled within one year and 18% ad- 
ditional within the second year, making 
a total of 88% settled within two years.” 

Mr. Amdursky quoted from figures 
released by the Institute of Judicial Ad- 
ministration on a national basis which 
indic: ate that where congestion does ex- 
ist it is being reduced. In Kings County, 
N. Y., for example, the time lag in the 
major courts was reduced from 53 
months in 1953 to 26 months in 1956. He 
felt that the operational and mechanical 
corrections now under study by the 
New York Temporary Commission on 
the Courts and by the Legislature “will 
go far in clearing up congestion that 
does exist.” 


Agitation for Comparative Negligence 


Rule 


As to agitation for a comparative neg- 
ligence rule, which has been the law in 
Wisconsin for many years and is now 
being seriously considered in Michigan, 
the speaker agreed with Mr. Herron in 
saying: “The concept that anyone 
should be allowed to recover for injuries 
which he sustained through his own care- 
lessness is repugnant to the very fun- 
damentals of our system of justice as we 
know it. One must continue to be re- 
sponsible for his own acts and if the 
accident was caused by the negligence 
of both parties, it follows that if both 
had not been at fault, there would have 
been no accident and neither one would 
ave suffered any injury. 

“Actually. the doctrine of comparative 
negligence is another long step down the 
toad toward elimination of our doctrine 
of individual responsibility and toward 
a compensation system without regard 
for fault. As it is a short step from a 
trial by Judge to a hearing before a 
referee, it is likewise a short step from 
comparative negligence to no negligence 
ata 


Compulsory Auto Insurance 
The speaker then paid his respects to 
the compulsory automobile i insurance law 
in New York State, saying: “The passage 
of this law was a basic and primary ne- 


cessity for those working for the 
elimination of our system of justice and 
its replacement by a system of compen- 
sation without regard to fault. It was 
their first and fundamental step and it 
has been accomplished. We as lawyers 
have no quarrel with the proposition 
that everyone driving automobiles 
should be financially as well as legally 
responsible for their acts. 

“We supported every Financial Re- 
sponsibility Law and the Holtz-Hughes 
proposals. We opposed compulsory in- 
surance in principle because we knew 
that it was a first step in the direction 
of depriving the public of its right to 
trial by jury and of justice in the Courts. 
We knew it was a first step in the 
elimination of the basic concept of re- 
sponsibility. We knew that sooner or 
later it would well bring about the gov- 
ernmental entry into the insurance busi- 
ness and eventually to a compensation 
system.” 

Another proposal of great seriousness, 
in Mr. Amdursky’s opinion, is the ‘pro 
posal to extend the power of the State 
Fund to write automobile business. “This 
would squarely put the state in private 
business and would be without doubt 
another deadly blow to our American 
system.” He urged that this move be 
strongly resisted. 


Compulsory Arbitration Plan 


Mr. Amdursky then viewed with alarm 
the compulsory arbitration plan under 
the uninsured motorist endorsement and 
said: “Under arrangements made by the 
insurance industry the American Arbi- 
tration Association has taken over juris- 
diction in this field, and has sent up on a 
national scale the "Accident Claims Tri- 
bunal. In every state, except Illinois, 
claimants under this cover, must submit 
their claims to arbitration both as to all 
questions of law and fact on liability 
and on damage. Accident Claims Tribunal 
offices have already been established in 
New York, Atlanta, Boston, Charlotte, 
Chicago, Cincinnati, Cleveland, Dallas, 
Detroit, Hartford, Los Angeles, Phila- 
delphia, San Francisco, and Washington. 
I am informed that more will be estab- 
lished where and when needed. I am 
familiar somewhat with the events lead- 
ing up to this coverage, and with the 
attitude of the industry that arbitration 
was the only way in which these claims 
could be handled. That I doubt and think 
that great harm may eventually be done 
by this widespread system of arbitra- 
tion to our American Court and jury 
system.” 


R. H. Kilroe’s Plan to Preserve Present 
Judicial System 


Mr. Kilroe appeared on this panel as 
president of the Metropolitan Trial Law- 
yers Association. Convinced that de- 
finite steps must be taken to preserve the 
present judicial system he proposed a 
four point program of action. In so 
doing he said: “The plaintiffs’ attorneys 
and defendants’ attorneys must cooper- 
ate with each other. The time for petty 
quibbling is past. Divided we will lose 
the war.” Here are the steps which he 
thought should be taken immediately: 

“1, In each department of the Appel- 
late Division, a committee should be 
appointed consisting of three lawyers 
representing plaintiffs, three lawyers rep- 
resenting defendants, and three repre- 
sentatives of the insurance industry. One 
of the representatives of the insurance 
industry should be from the stock com- 
panies, one from the mutuals, and one 
from the independent casualty com- 
panies. The representative from the in- 
dustry should have sufficient rank and 
standing to properly represent and speak 
for the industry. 

“2. The purpose of the committee will 
be to iron out claim practices; to reduce 
as far as possible the area of conflict be- 
tween the plantiffs and defendants; to 
cooperate with the courts and make sug- 
gestions on the calendars, pre-trial hear- 
ings and procedures; to improve public 
relations among the bench, the bar, and 
the general public; finally to coordinate 
our activities throughout the state by 
the establishment of proper liaison. 

“3. The chairman of the subcommittee 











Other N. Y. Bar Talks 


In addition to the panel on “Preserva- 
tion of Our Judicial System,” reported 
in this issue, the Insurance Law Section 
of the New York Bar Association staged 
a discussion on “Relations Between 
Home Office Counsel and Trial Counsel” 
and conducted a panel on “Trauma and 
Arthritis” at its annual meeting Janu- 
ary 30. 

Karl Faust, vice president, American 
Home of New York, and William F. X. 
Geoghan, defense counsel, New York, 
spoke on “Home Office and Trial Coun- 
sel” and their remarks will be reported 
in our February 14 issue. Emile Z. Ber- 
man, New York, who is vice chairman 
of the Trial Lawyers Section, N. Y., 
moderated the “Trauma and Arthritis” 
discussion, his panelists including Drs. 
Mendel Jacobi and Leon Rothman of 
Brooklyn; Dr. Joseph Rogoff, New 
York; Isidore Halpern, Brooklyn, and 
Harry Gair, New York. James Dempsey, 


Peekskill, could not participate because 
of illness. 
Miss Angela R. Parisi, chairman, 


Workmen’s Compensation Board of New 
York State, who was invited to attend 
the luncheon, couldn’t make it. In her 
place Frank G. Cummiskey, Coinmis- 
sioner of the Board, was introduced. 
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in each department of the Appellate Di- 
vision wilt request the presiding justice 
of the Appellate Division to appoint a 
senior cafendar judge to act as a liaison 
between the committee and the courts. 

“4. The chairman of the insurance 
section of the New York State Bar As- 
sociation will be the permanent chairman 
of this committee and will appoint the 
proposed committee.” 

Mr. Kilroe’s formal talk was titled 
“The Government and the Insurance In- 
dustry” and at the outset he declared 
that “we do not question the right of 
the state government, in the public in- 
terest, to regulate the conduct of insur- 
ance companies operating within the 
boundaries of the state. However, 
we must distinguish between such gov- 
ernment regulation and the government 
actually engaging in the insurance busi- 
ness. 

In this connection Mr. Kilroe referred 
to the Administration bill introduced in 
the New York legislature which proposes 
to close the gaps now existing in the 
compulsory auto insurance law. He said: 
“Let us take the Administration at its 
word that the state does not intend to 
enter the insurance business, that the 
Motor Vehicle Indemnification Corpora- 
tion which would be formed under this 
bill “will be operated by the private com- 
panies and used only to close existing 
gaps in the law, and that the machinery 
to be set up to administer the new law 
will not be used as a base for entrance 
of the state into the casualty insurance 
field.” 

The speaker expressed concern as did 
Messrs. Amdursky and Herron that the 
State Insurance Fund may be empowered 
to write casualty insurance. If and when 
this happens, he said, it will mean the 
end of the private insurance carrier in 
this state, because no private company 
can compete with a state-owned and 
operated bureau that has the taxpayer to 
pick up the losses. 

Doubts That Verdicts Are Excessive 

Further along Mr. Kilroe replied to 
the claim made by casualty companies 
that “excessive verdicts threaten their 
financial structure” by saying: “This 
claim is of doubtful validity (1) because 
big verdicts are the best salesmen the 
casualty companies have and (2) it is 
doubtful that verdicts today are really 
excessive. Backing up this last state- 
ment, the speaker referred to a recent 
study by the Project for Effective Jus- 
tice at Columbia Law School which 
showed that the average verdict was 
$11,500 for personal injury cases in New 
York County during 1956-57. 

“The only argument that can be given 
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Fred E. Brown Elected 
Seaboard Surety Director 





Fabian Bachraci 


FRED E. BROWN 


Seaboard Surety’s newest addition to 
the board of directors is Fred E. Brown, 
who has had a distinguished career since 
1936 in the investment securities field. 
He was elected to the board of Seaboard 
at the January meeting. 

Mr. Brown is now vice president of 
four investment companies in New York, 
a partner in J. & W. Seligman & Co., 
N. Y., and vice president of Union Serv- 
ice Corp. He has had wide experience in 
security analysis and at present has 
charge of security research in a number 
of fields, also serving on the investment 
research committee. He is responsible 
for relations with distributors of three 
mutual funds, 

A native of Muskogee, Okla., Mr. 
Brown received a B.S. degree from 
University of Oklahoma in 1934 and 
M.B.A. degree from Harvard Univer- 
sity’s Graduate School of Business Ad- 
ministration in 1936. He served in 
World War II as lieutenant colonel in 
the Field Artillery, was awarded the 
Legion of Merit, and also served as 
chief of the fiscal control branch, Office 
of the Quartermaster General. 





Harold Hammer Elected 
American Surety Trustee 


The election of Harold H. Hammer, 
New York investment counsel and at- 
torney, to the board of trustees of the 
American Surety of New York was an- 
nounced January 30 by William E. Mc- 
Kell, chairman and president of the com- 
pany. 

Mr. Hammer’s_ background includes 
two years (1948-50) with the Port of 
New York Authority and prior thereto 
he was assistant treasurer and assistant 
to the president of Duraloy Co. (1945- 
48). 
A graduate of Northwestern Univer- 
sity, he also holds a M.B.A. degree from 
the New York University Graduate 
School of Business Administration and 
an LL.B. degree from New York Uni- 
versity School of Law. He joined United 
States Steel Corp. in 1941 as a member 
of its initial college training program in 
accountancy. 

After three years’ service in the Navy 
(1942 - 45) he became secretary-treasurer 
and director of Allegheny Associates In- 
vestment Co., in which he was one of the 
original stockholders. In 1945 he joined 
Duraloy Company. 





L. A. WARD PROMOTED 
Standard Accident has promoted Law- 
rence A. Ward to be assistant manager 
of its Chicago branch claim department. 
He joined Standard Accident in 1946 

as claim representative at Chicago. 
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Continental Casualty Executives Tell 
Impressive Growth Story On T'V Panel 


_ 


Continental Casualty impressed its 


personality on a sizeable television audi- 
ence in Chicago last Thursday evening, 
January 30. It was featured on the pro- 
gram known as “Ticker Tape” on Chan- 
nel 11 with William Clark, financial edi- 
the “Chicago Tribune” as mod- 
erator. Channel 11 is the band reserved 
for uplift and education and is gaining 
all the time. 

The investment .securities firm of Ba- 
con, Whipple & Co. was the sponsor of 
this program and a member of the TV 
panel was John D. Adams of that house. 
He was the owner and publisher of the 
° a ed SS we ” 
former “Chicago Journal of Commerce. 
Mr. Clark didn’t fail to emery that he 
is president of the Ut S. Golf Associa- 
tion. Incidentally, he is er a director 
of Northwestern National Life. ! 

The Continental panelists were J. Mil- 
burn Smith, president; Boyd N. Everett, 
vice president and treasurer, and Frank 
V. McCullough, vice president. Each was 
well at ease and exposed his normal 
personality to good advantage. It gave 
the Continental Casualty family of rep- 
resentatives and investors a lot of satis- 
faction to have their friends get this in- 
timate glimpse of the institution, It was 
a prestige audience. 

Bacon, Whipple had circularized and 
otherwise promoted attention to the pro- 
gram, as had Continental Casualty rep- 
resentatives and other La Salle Street 
houses, including Cartwright, Valleau & 
Co. . . 

Continental Casuz ilty and its affiliated 
companies have been an investment fav- 
orite of many Chicagoans for years, and 
of course handsome results have been 
achieved. 


J. Milburn Smith’s Talk 


tor of 


Mr. Clark got the session off by intro- 
ducing the panelists. and then asking 
Mr. Smith how Continental got started. 
The latter said that three little accident 
and sickness companies, each of which 
had been overwhelmed with problems, 
joined forces to survive the “vicissitudes 
of nature.” (Later Mr. Clark pleasantly 
remarked that he was proud to have 
such a splendid word as “vicissitude” 
used on his program and, moreover, 
correctly pronounced.) 

Mr. Smith said a little Englishman, 
who was a dining car steward, and “an 
extra 2% man,” needed a little extra in- 
come and was willing to work for it, 
by selling A. & S. to fellow railroad 
employes. He was H. G. B. Alexander, 
later president of Continental. He found 
there was money to be made on the 
“manufacturing” side of insurance as 
well as on the selling side and he took 
hold of Continental. 

“A dining car steward with extra 
drive,” Mr. Clark echoed. Questioned 
further, Mr. Smith said that in the fire 
and casualty industry with $8 billion of 
premium income in 1956, the Continental 
Group ranked fourth. 

In answer to “What distinguishes 
Continental,” Mr. Smith replied, “Our 
huge volume of A. & S.—it is the largest 
volume of profitable A. & S. business in 
America.” 

Mr. Everett, responsive to Mr. Clark’ s 
request for an explanation of the “dual 
nature” of an insurance company’s in- 
investment income has 


come, said that 
great stability while underwriting income 
fluctuates. 

John Adams, asked for his sizeup of 


the reason for Continental’s growth, said 
“management” is the key to the growth 
ot any company. 


Growth of Continental 


Asked to illustrate the growth, Mr. 
Smith said it had taken from 1897 to 
1942 to achieve premium income of $28 
million. In the next five years, however, 
it had gone up to $64 million; by 1952 








J. MILBURN SMITH 


it was $115 million. Now it is $240 mil- 
lion. It has doubled every five years, 
he declared. 

“Spectacular growth record,” Mr. Clark 
remarked, 

While Continental’s premium income 
has been increasing 700%, the industry 
growth average has been 300%. 

Mr. Adams said in the Continental 
organization there are two young, ag- 
gressive and progressive teams of man- 
agement under the “able and_ wise” 
leadership of Roy Tuchbreiter, the chair- 
man of the board. They are willing to 
explore new fields of insurance, to work 
on sales techniques, 

McCullough and Everett Speak 

Mr. McCullough was drawn into the 
discussion by a question on whether 
there are any “glamorous” things in the 
life of an underwriter. Mr. McCullough 
said his company was proud to have in- 
sured the men on the first atomic 
powered submarine in the world. For 
13 years they have been insuring the 
drivers in the 500 mile Indianapolis 
races, Continental also insured the pilot 
who first exceeded the speed of sound. 
It insured the U. N. truce team that 
went to Egypt. It has the insurance on 
the first atomic generating plant, the 
one at Shippingport, Ohio. 

“Where does Continental Assurance 
come in?” Mr, Everett was asked. “The 
most important decision in Continental’s 
history was the one to form Continental 
Assurance,” he said, Continental Cas- 
ualty owns 35% of the Assurance com- 
pany. “Stockholder interest” in the 
Assurance in 1937 amounted to $3,700,- 
000; by 1947 it was $10 million and in 
1956 $57 million. All this came from 
within the company. 

National Fire Latest Acquisition 

Mr. Smith was asked about the latest 
acquisition, National Fire. He said they 
are proud of their new affiliate and as- 
sociates—proud to have acquired this fine 
old New England company from the 
center of insurance in Hartford. Con- 
tinental, he said, owns 67% of National. 
It rounds out “our department store of 
insurance.” Under his first full years as 
president E, H. Forkel has turned the 
picture around, from an operating loss 
in 1956, to an operating profit in 1957. 
They constitute a “wonderful team.” 

Answering another question § Mr. 
Everett said Continental has gone to the 
investment bankers three times in 20 
years, twice because “we were growing 
so fast,” and then when “we offered an 
exchange of stock to National stock- 
holders.” He said Continental’s contacts 
are close with investment bankers and 
the Continental companies invest a half 
million each day. 

Squeezed into the expiring seconds of 


New Casualty Claim 
Forms Well Received 


BY INDUSTRY’S EXECUTIVES 





J. Dewey Dorsett Shows Advantages of 
Standardized Forms in Economy 
and Efficient Service 


J. Dewey Dorsett, general manager, 
Association of Casualty and Surety Com- 
panies, said last week that wide industry 
use of four recently standardized cas- 
ualty claim forms would lead to in- 
creased economy, efficiency and facility 
in claim handling. 

Mr. Dorsett reported that distribution 
of the four model forms—Automobile 
Accident or Loss Notice, Liability Acci- 
dent Notice (not automobile) Burglary 
Notice of Loss, and Medical Report— 
has met with enthusiastic response from 
company executives, claims personnel, 
agents and others. 

About one year was devoted to de- 
velopment of these standardized forms 
by a subcommittee of the ACSC’s Claims 
Bureau Advisory Committee, assisted by 
the research department. A large quan- 
tity of forms currently in use were 
studied, analyzed, tested and revised to 
achieve the necessary brevity of form, 
clarity of language and simplicity of in- 
formation required. 


Aims of Standardized Forms 


The three-fold goal of forms stand- 
ardization was: 1) reducing costs for 
both company and agent by making pos- 
sible printing economies, smaller inven- 
tories and expeditious processing; 2) 
promoting efficiency by clarity of lan- 
guage and form design, and 3) expedit- 
ing handling by company, agent, broker 
or insured through the simplicity and 
uniformity of information required. 

The first three forms — Automobile 
Accident or Loss Notice, Liability Acci- 
dent Notice (not automobile), and Bur- 
glary Notice of Loss—are primarily “first 
notice” forms designed for either type- 
writer or longhand completion by agents, 
brokers or insureds and cover both first 
and third party accidents and _ losses. 
Although a number of states now require 
specialized vehicle accident reporting 
forms under state financial responsibil- 
ity laws, it has been found that the 
Automobile Accident or Loss Notice has 
a definite use as a first notice form even 
in those states. The Medical Report, the 
fourth term, is designed for completion 
by physicians. 

Mr. Dorsett emphasized that the adop- 
tion of these standardized forms is an 
individual company matter. Although 
the Association is not in a position to 
print or distribute them in quantity, 
further information and a sample set of 
from the 


the forms may be obtained 
Association’s Research Department, he 
said. 





John E. Kratz of F. & D. 
Named An Asst. Secretary 


John E. Kratz, a member of the home 
office judicial department of Fidelity 
and Deposit, was elected an assistant 
secretary of the company, January 31. 

Mr. Kratz joined F. & D.’s home office 
contract department in 1926 and the fol- 
lowing year was appointed to the com- 
pany’s Washington branch office. He 
has served as a judicial bond under- 
writer since his return to the home 
office in 1928. 

A native of Baltimore, Mr. Kratz was 
graduated from the law school of the 
University of Maryland and was ad- 
mitted to the Maryland State Bar in 
1925 





the half hour was Mr. Smith’s opti- 
mistic forecast: “We couldn’t be more 
optimistic for the long term, An insur- 
ance company is people and paper. Our 
paper looks the same, but our people 
are different. We have grown in spec- 
tacular fashion. Perhaps we can’t double 
it every five years, but we are going 
to try.” 


Mutual Bureau’s New 
Service Station Plan 


APPROVED FEB. 1 IN 31 STATES 





Package Policy Provides Liability Cov- 
erage on Gas Stations, their Oper- 
ations, Clients’ Cars 





The Mutual Insurance Rating Bureau 
announces a new policy, designated the 
“Service Station Policy Form” which 
has been approved, effective February 
1, in 31 states. The new policy affords 
general liability coverage for premises, 
burglary coverage and a limited form of 
automobile coverage. 

The states in which this new policy 
has been approved are: Alabama, Ariz- 
Arkansas, Colorado, Delaware, Dis- 


ona, 
trict of Columbia, Florida, Georgia, Illi- 
nois, Iowa, Kansas, Maine, Maryland, 


Michigan, Minnesota, Nebraska, Nevada, 
New Mexico, North Dakota, Ohio, Okla- 


homa, Oregon, Pennsylvania, Rhode 
Island, South Carolina, South Dakota, 
Utah, Vermont, Washington, West Vir- 


ginia and Wyoming. 

In developing this special policy, the 
Mutual Insurance Rating Bureau recog- 
nized that there are over 200,000 retail 
gasoline filling stations throughout the 
United States. As the principal opera- 
tions carried on by filling stations in- 
volve the sale of gasoline and oil, the 
liability arising from premises—opera- 
tions and use of customers automobiles 
away from premises was considered to 
be sufficiently unique to justify the de- 
velopment of a specific policy for service 
stations. 

The new Service Station Policy com- 
bines a number of presently available 
coverages into a package policy designed 
to meet the particular requirements of 
retail filling stations. 

Covers B.I., P.D. For Garage People 

The policy provides insurance against 
liability because of bodily injury or prop- 
erty damage arising out of the owner- 
ship, maintenance or use of the prem- 
ises for the purpose of an automobile 
service station and all operations neces- 
sary or incidental thereto; and the use 
in connection with such operations of 
customers’ automobiles while in the care 
of the insured for servicing. This cov- 
erage is subject to a single basic limit 
of liability of $25,000. 

Coverage is also provided under the 
Service Station Policy for liability im- 
posed upon the insured because of in- 
jury to or destruction of customers’ 
automobiles caused by accidental col- 
lision or upset of such automobiles while 
in the care of the named insured for 
servicing. This coverage is afforded for 
a basic limit of $5,000 and is subject toa 
$50 deductible. 

The burglary and robbery portion of 
the Service Station Policy provides in- 
surance covering the same hazards as 
are covered under the storekeepers 
Burglary and Robbery Policy. These 
coverages are identified as i pee 
“Kidnapping,” “Burglary —Safe Burg- 
lary,” “Theft—Night Depository or Res- 
idence, ” “Burglary,” “Damage.” Cover- 
age is afforded under the Service Sta- 
tion Policy for each of these hazards at 
a basic limit of $200 per coverage. 

Optional Coverages 


Under the rules governing the writing 
of the Service Station Policy, the in- 
sured must purchase all of the coverages 
contained in the policy to secure the 
package policy. However, the rates, 
which vary by state and territory, have 
been developed by line of insurance and 
the premium may be shown on the policy 
for each coverage or a total policy pre- 
mium may be shown as a single entry. 
In addition to the mandatory coverages, 
insurance for medical payments, prod- 
ucts and completed operations are OP- 
tionally available by endorsement. 





TRAVELERS MOVE ASST. MGRS. 

The Travelers recently transferred two 
assistant managers in casualty, fidelity 
and surety lines. They are Harry 
Stringer from Los Angeles to Beverly 
Hills and Edward C, Rinck II, from 
Beverly Hills to Los Angeles. 
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Aetna C. & S. Shows 
Increase in Premiums 


MORE THAN $268,309,000 LAST YEAR 





Net Underwritings Loss of $8,449,700 
Offset by Net Investment Income 
of $11,677,800; Assets Higher 





Henry S. Beers, president, Aetna 
Group, reported February 1, record 
amounts of protection written by his 
companies during 1957. Sharing in the 
industry-wide trend, Aetna Casualty & 
Surety reports underwriting losses 
amounting to just $8,500,000. The largest 
underwriting losses are in automobile 
insurance, where rates were found to 
lag behind rising costs of highway acci- 
dents. 

The Aetna Casualty & Surety had a 
premium income of $268,309,496, up $30,- 
535,455. Unearned premiums increased 
$13,008,794. 

The underwriting loss was $8,449,715. 
In addition to that incurred in automo- 
bile insurance, some losses were also 
experienced in fire and marine lines. 
There were offsetting underwriting gains 
in other lines. Net investment income 
for the year was $11,677,863. 

Surplus at the end of 1957 was §$85,- 
107,208, a decrease of $1,341,315. Con- 
tingency reserve dropped from $71,850,- 
000 to $58,600,000. 

The assets of the company amount to 
$513,241,459, an increase of $23,708,577. 

Standard Fire 

The Standard Fire reports premium 
income of $11,577,777. Unearned  pre- 
miums increased $245,235. Underwriting 
gain was $133,427. Net investment income 
for the year was $672,839. 

Surplus increased $622,880 to $7,647,- 
091. Contingency reserve dropped $460,- 
) to $3,210,000. Assets of the Standard 
are $27,404,842, an increase of $798,225. 





Loose Leaf Binders On 
State FR Laws Ready 


The automobile financial responsibility 
and related laws of the States of Kan- 
sas, Nebraska, Washington and Wiscon- 
sin and the Canadian’ Provinces of 
Alberta, British Columbia, Nova Scotia 
and Ontario have just been published in 
loose leaf form, the Association of Casu- 
alty and Surety Companies announced 
this week. 

The new state pages contain a sum- 
mary of the salient provisions and the 
complete text of each law. They are 
published as a part of a supplement 
service, which keeps the Association’s 
loose leaf book “Automobile Financial 
Responsibility and Related Laws” up- 


> price of the complete book is 
$20. An additional charge is made for 
the supplement service. Individual state 
and Canadian Province laws may be pur- 
chased for 55 cents per copy, from 
Editor, Law Publications, Association of 
Casualty and Surety Co., 60 John Street, 
New York 38, N. Y. 





Allston Associates Sets Up 
North Carolina Affiliation 


_Allston Associates, New York adver- 
ising agency, has opened an affiliated 
agency in Charlotte, N. C., which will be 
conducted by Dorr Depew, a vice pres- 
ident of Alliston Associates. 

Mr. Depew, who was advertising pro- 
motion manager of the “Charlotte Ob- 
server” from 1939 to 1946, will maintain 
4 complete advertising service in that 
tity. Service will include complete ad- 
vertising planning, copy, layout, art and 
Production in all media. 

According to Bruce R. Abrams, vice 
President of the agency, the new affilia- 
tion will combine the advantages of local 
client servicing in the southeast with the 
Contacts and facilities of a national ad- 
vertising agency. 

. Allston Associates have been prom- 


Ment specialists in insurance advertising 
Since 194] 


. 


Hartford Steam Boiler 
Set Premium Records 


1957 YEAR-END SURPLUS HIGHEST 


Written Premiums Top 1954 High by 
$1,746,641; 1957 Underwriting 
Profit Was $1,927,181 


New high records in both written and 
earned premiums were set in 1957 by 
the Hartford Steam Boiler which has 
filed its statement with the Connecticut 
Insurance Department. The company 
reported an underwriting profit, and its 
surplus at the end of the year was the 
largest in its history. 

Written premiums of $22,392,986 were 
$3,150,639 greater than those of 1956 and 
topped by $1,746,641 the writings of 
1954 which had stood as the company’s 
high point in writings, 

Earned premiums were $20,112,077, an 
increase of $845,552 over those of 1956, 
the company’s next highest year. In- 
curred losses, at $5,302,325, showed a 
drop of $200,324 from 1956. Underwrit- 
ing expenses, including losses, totaled 
$18,184,895. The underwriting profit was 
$1,927,181 and the net income from the 
year’s operation was $2,164,832. 

At year’s end the surplus stood at 
$23,992,236, an increase of $348,097 for 


the year. 











Carpenter Chicago Manager 
Of General Fire & Casualty 


Appointment of Alfred B. Carpenter 
as manager of the Chicago branch office 
of General Fire and Casualty is an- 
nounced by E. C. Lechner, president. 
A veteran mid-west insurance man, Mr. 
Carpenter was formerly with Associated 
Agencies, Inc., Chicago, and resident vice 
president of the American Casualty in 
that city. 


Consolidated 1957 Results 
Of Selected Risks Cos. 


Admitted assets of the Selected Risks 
Indemnity Co. and the Selected Risks 
Fire Insurance Co. of Branchville, New 
Jersey on a consolidated basis, amounted 
to $13,027,607, at the end of 1957, an 
increase of $446,691 over 1956, according 
to the annual financial statement re- 
leased by Jesse Grant Roe, 2nd, presi- 
dent. 

Premiums written by both companies, 
including reinsurance, totaled $10,375,755, 
an increase of $691,128 or 7.1%. Policy- 
holders’ surplus declined $61,451 to $3,- 
126,001. 

Underwriting operations of the two 
companies produced a loss before taxes 
of $235,882, while the investment profit 
before taxes was $185,997. Dividends to 
shareholders totaled $1.20 per share or 
$120,000. 

The incurred loss ratio, including loss 
adjustment expense, for the indemnity 
company decreased from 69.2% to 66.3% 
while the expense ratio increased from 
35.3% to 35.7%. For the fire company 
the loss ratio decreased from 57.5% to 
53.6% and the expense ratio decreased 
from 42.4% to 41.5%. The improved loss 
ratios for both companies reflect a con- 
siderable reduction in the number of 
accidents reported during the last four 
months of the year. 

The merger of the two companies, re- 
ported recently in The Eastern Under- 
writer, became effective at the close of 
business December 31, 1957 and opera- 
tions are now being conducted under 
the name of Selected Risks Insurance 
Co, 


JOHN HORNUNG PROMOTED 

John Hornung has been appointed 
assistant manager of claims at Hartford 
Accident & Indemnity’s Detroit branch 
office. He will assist Claim Manager 
Norman R. Moray. 
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Auto Underwriting 
Executive 
WANTED 


A very successful multiple line insur- 
ance company, home office in N. Y., is 
in need of a top Casualty Auto Under- 
writing Manager. Preferred age 40-50. 
Salary about $12,000. Inquiries held in 
strict confidence. 


Call or write Mr. E. C. Longson, 
WEHINGER SERVICE (Agency) 
180 Broadway, N. Y., or phone CO 7-4540 











Travelers Production Was 
Up For Most Lines in 1957 


In a letter to field representatives 
President J. Doyle DeWitt, The Travel- 
ers, reported that “1957 was the most 
successful production year” in the com- 
panies history, with the largest increase 
in total net written premiums. 

Group A. & H. lines increased 29.8% 
from $177,403,000 in 1956 to $230,202,- 
000 last year. Automobile lines increased 
from $195,873,000 to $227,494,000, a gain 
of 16.1%. Premiums for burglary and 
glass lines jumped 34.9% from $8,213,000 
to $11,078,000 while fidelity and surety 
registered a 16.8% increase from $8,312,- 
000 to $9,709,000. 

The following is a breakdown of pre- 
miums written (with dollar increase over 
1956) of The Travelers: Group A. & H. 
$230,202,000 ($52,799,000); Individual A. 
& H. $27,770,000 ($1,371,000); Liability 
and Property Damage $53,145,000 ($3,- 
867,000); Automobile $227,494,000 ($31,- 
621,000); Compensation $95,459,000 ($7,- 
600,000); Burglary and Glass $11,078,000 
($2,865,000); Boiler and Machinery 
$8,569,000 (down $641,000), and Fidelity 
and Surety $9,709,000 ($1,397,000). 





ASSN. C. & S. COS. NEW BRANCH 





For Public Relations in Six Southwestern 
States; Thomasson Heads Talla- 


hassee Office 
Albert M. Thomasson, who has re- 
signed as Florida Deputy Insurance 


Commissoner, will head the new public 
relations branch of Association of Cas- 
ualty and Surety Companies, which will 
open February 15 in Tallahassee, Flor- 
ida. The new ACSC branch will serve, 
directly, six southeastern states. 

Mr. Thomasson was a newspaperman 
for four years in Florida before joining 
the staff of J. Edward Larson, Florida 
State Treasurer and Insurance Commis- 
sioner, 

The new office will be known as the 
Southeastern Public Relations Division, 
Association of Casualty and Surety 
Companies, and will be located at 213 
Center Building, in Tallahassee. It will 
be the fourth such regional operation 
to be established by ASCS, the others 
being in Oklahoma City, serving the 
southwestern states; San _ Francisco, 
serving the states west of the Rocky 
Mountains, and Chicago, serving the 
middle western states. 

Clarke Smith, president, in announc- 
ing the opening of the new office, said 
that while it will devote its immediate 
attention primarily to Florida, in the 
near future its operations and facilities 
will be extended to include Georgia, 
Alabama, Mississippi, North Carolina 
and South Carolina. 


AMER. SURETY SYRACUSE POST 

American Surety Co. announces the 
appointment of George F. Christie as 
Assistant Manager of the Syracuse 
branch office. Mr. Christie joined 
American Surety after receiving his de- 
gree from Syracuse University in 1947. 
He was promoted to casualty under- 
writer in 1948 and was designated super- 
intendent of casualty in He re- 
ceived his CPCU in 1957. 
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N.Y. Bar Assn. Meeting 


(Continued from Page 35) 


for supplanting the private insurance in- 
dustry by government insurance would 
be a positive showing that the private 
insurance industry has failed to furnish 
the protection the public needs” said the 
speaker. 

Mr. Kilroe could not conceive of this 
happening because insurance is now so 
important economically. He pointed to 
the great contribution the private com- 
panies have made to the nation’s indus- 
trial growth; their employment of thou- 
sands of people; the millions of dollars 
invested in other industries; the thou- 
sands of dollars invested by the com- 
panies in accident prevention programs 


for highways, homes and factories. “Over 
the years,” he stated, “the insurance in- 
dustry has met the challenge of the 
times by providing adequate coverage 
for enlarged concepts of liability.” 


Benson’s Arguments Against Com- 
pensation Plan 


Frederick S. Benson in his talk did an 
able job in bringing out potent argu- 
ments against the compensation system. 
Breaking them down into two—the socio- 
philosophical and historical—and the eco- 
nomic, he stated: 


“1. The compensation system would be a 
departure from time-honored legal principles 
of liability only because of fault. Such a de- 


parture would lead eventually to paternalism and 
a system where everybody would be paid. 

“2. To carry this argument out, there is no 
reason to single out auto bodily injury victims 
as a class which would be compensated regard- 
less of fault. As a matter of fact, automobile 
deaths and injuries account for .only approxi- 
mately 15% of the total of accidental deaths 
and injuries in the country. Is it reasonable 
to call automobile accidents a social problem, 
and completely disregard the social impact of 
85% of the accidental deaths and injuries from 
other causes? 

“3. In effect, such a plan would amount to 
taking property without due process of law. 
Unlike workmen’s compensation where there is 
an employer-employe relationship and a com- 
mon interest in avoiding industrial accidents, 
as well as a social obligation to labor to keep 
the working force in working condition, depriv- 
ing a motorist of any amount of money and 
paying it to an entire stranger without having 
established through judicial process any reason 
for the taking, is unconstitutional in my 
opinion. 

“4. Furthermore, there are differences in the 
employer-employe relationship which are absent 
in the relationship between an accident victim 
and a motorist. These are: the employer has 
certain control over the employe which pre- 
vents in large measure any attempts to capi- 
talize on an injury; the employe’s return to 
work can be established; the prevention of 
accidents and first aid are possible, because of 
the relationship in workmen’s compensation— 
but not in the ordinary automobile situation. 

“Furthermore, it seems proper that the close- 
ness of the employer-employe _ relationship 
should not be disturbed by adversary disputes. 
In most cases this reason would not hold in 
automobile compensation. 

“One reason for workmen’s ‘compensation 


laws was that the employe was at a great 
disadvantage in securing evidence to get a 
verdict against his employer, because of the 


employer’s close control of the evidence. This 
is not true in plaintiff-defendant situations in 
automobile cases.” 

Mr. Benson then pointed out that the 
“dole” system has proved historically 
to be disastrous to the freedom of peo- 
ple, to the proper functioning of a free 
economy, and to that enterprise which 
has built our country and made it great. 
“Even in the employer-employe relation- 
ship,” he said, “with all its controls, it 
has been demonstrated that accidents— 
sometimes even trivial ones—can affect 
the desire to work or the employability 
of the individual employe. 

“This phenomenon has 
a tremendous effort on 
workmen’s compensation 


given rise to 
the part of 
commissions 


and on the part of insurance companies 


to rehabilitate the injured workman and 
return him to society as a useful mem- 
ber thereof. We must assume that this 
same attitude would be found in victims 
of automobile accidents and that the 
same need for rehabilitation would 
arise, without, however, the necessary 
controls to make such rehabilitation ef- 
fective. 

“T predict that within a few short 
years after such a system became effec- 
tive, rehabilitation of the injured auto- 
mobile victim would have become a ma- 
jor problem. Because this in_ itself 
would be a social problem, I also pre- 
dict that shortly thereafter the state 
would be forced to take over the entire 
program and private enterprise would be 
forced out of the picture, for this and 
other reasons that I will comment on 
later.” 

From an economic point of view Mr. 
Benson said the compensation plan would 
be disastrous both to the state and to 
the individual. As to its impact on the 
economy of the states, he referred to 
the Moreland Act Commission’s study as 
to why the cost of workmen’s compen- 
sation in New York was high. “The 
exhaustive study by this commission re- 
sulted in certain reforms,” he said, “but 
the administration of this law, in spite 
of the many differences favorable to it 
and unfavorable to an automobile com- 
pensation law, was so complex and so in- 
fluenced by pressures from many direc- 
tions, that the cost is still high te the 
insuring employer. This was so evident, 
that a few years ago a warning was given 
that many businesses would move out of 
the state if the trend continued.” 


Experience in Saskatchewan 


3efore closing Mr. Benson referred to 
the experience of the Province of Sas- 
katchewan with the compensation sys- 
tem. He brought out that in that prov- 
ince in 1949 a total of 21,902 persons 
received $3,994,405 in claim payments, an 
average of $166 per person. In contrast, 
the average per claim under New York 
State’s workmen’s compensation act in 
1949 was $686, in 1951 it was $718 and in 
1952 it was $860.35. “Neighboring Mani- 
toba, under private insurance, gives as 
much or more for that premium dollar 
than Saskatchewan,” the speaker de- 
clared. 

He further noted that Saskatchewan’s 
population is around 900,000 against New 
York’s almost 16 million. The number 
of vehicles and licensed drivers in Sas- 
katchewan is slightly over 300,000 com-- 
pared to almost five million registered 
vehicles in New York and close to 6% 
million licensed drivers. “Can it be said,” 
he asked, “that there is any precedent 
at all in the Saskatchewan plan for a 
similar plan in New York? From what 
I have read, even the members of the 
party which put the plan into effect in 
Saskatchewan are now convinced that 
they may have gone too far.” 

Finally, Mr. Benson declared with 
emphasis that the compensation system 
would not do away with lawyers in the 
handling of personal injury claims. “It 
has not been the experience in work- 
men’s compensation where a good per- 
centage of claimants are represented by 
counsel. There must be some reason 
why this is so and it would suggest that 
attorneys may still be called on to rep- 
resent the client who is going to be paid, 
regardless of fault. 

In closing he said: “Whenever we look 
at the end that we are trying to ac- 
complish, whether it be to alleviate court 
congestion or to benefit the individual 
claimants, ‘or to lower the cost to the 
insuring public, or to benefit the econ- 
omy of the state as a whole, we find 
that this proposed plan leads us into a 
blind alley. To put it into operation 
would be, in my opinion, the greatest 
disservice that the state of New York 
could possibly do to its citizens.” 


Justice Hart Sums Up 


Final speaker on this panel was Su- 
preme Court Justice Hart of Brooklyn, 
who defended the present judicial sys- 
tem strenuously but at the same time 
pointed out where procedural changes 
are necessary. 





Compulsory Auto Ins. Bill 


Introduced in New Jersey 


What is considered a compulsory auto- 
mobile liability insurance law has been 
introduced in the New Jersey Legisla- 
ture, by Senator Robert C. Crane (R.). 
However, in a statement accompanying 


the bill it is called an “equal responsi- 
bility” law. The bill is an amendment 
to the 1952 Security Responsibility and 
Unsatisfied Claim and Judgment Fund. 
The amendment states that no owner 
shall obtain a license for a vehicle un- 
less there exists a policy, or bond, or 
certificate of self insurance. 

“Under the ‘equal responsibility’ law 
the motorist,’ the statement said, “has 
the duty of making sure he is financially 
responsible up to the limits set by the 
law before he starts driving at all, He 
can do this by buying insurance, by post- 
ing a bond, or simply by having avail- 
able enough money of his own on deposit 
to meet judgments which may be given 
against him. If he is caught driving 
without financial responsibility he is sub- 
ject to fine or imprisonment or both. 

“Tt would be his own obligation to 
maintain financial responsibility contin- 
uously during the registration period. If 
he fails to do so, and were caught, he 
could be fined or jailed or both.” 

There would be no additional State 
bureau set up, no change in present in- 
surance procedures, no change in the 
unsatisfied judgment fund setup, the 
standard policies now issued would be 
continued, it was contended in the 
statement. 





Emerson J. Schofield 
Dies at Age of 72 


Emerson J. Schofield, 72, active in the 
insurance field for 43 years, died recently 
in Cottage Hospital, Grosse Pointe, 
Mich., after a brief illness. 

Mr. Schofield had a varied and dis- 
tinguished career in the insurance busi- 
ness. After private practice of law in 
Michigan where he specialized in in- 
surance claim work, he joined Standard 
Accident in 1906. Through legal and 
claim work, he rose successively to 
superintendent of the personal accident 
claim department, superintendent of 
agents and assistant secretary. In 1925 
he was elected a vice president. 

It was while as an executive of Stand- 
ard Accident that he became so well 
known. He was prominent in the ac- 
tivities of several insurance organiza- 
tions, a constant attendant at meetings 
of the NAIA and a frequent speaker 
before agency groups. 

In 1930, Mr. Schofield left Standard 
Accident to become vice president of the 
Globe Indemnity, holding that position 
for five years. When he resigned from 
the Globe, he was elected an honorary 
vice president of that company. 

After his resignation, Mr. Schofield 
engaged in insurance advertising and 
publicity work. In 1938, when member 
companies of the Casualty & Surety 
Acquisition Cost Conferences decided to 
engage an executive who would devote 
his full time to the affairs of the con- 
ferences, he was chosen as the first full- 
time, permanent chairman. 

Mr. Schofield retired to his summer 
home in Port Huron, Mich. in 1949, 
taking up clay sculpturing and writing 
as hobbies. 





AUTO RATE INCREASE REFUSED 


By Tennessee Comm. Northington; Na- 
tional Bureau Sought 21.1% Mutual 
Bureau, 23.1% and NAUA, 7.1% 

Tennessee Insurance Commissioner 
Arch E,. Northington, last week, dis- 
approved requests of three rating bur- 
eaus for increased automobile liability 
rates. The rates were the subject of a 
hearing last year. On December 31, 1957 
the bureaus filed again, and Tennessee 
law makes it necessary for the Commis- 
sioner to approve or disapprove the 
rates within 30 days. Failing this, the 
rates would take effect automatically. 

The National Bureau of Casualty 





Unusual Remark in Refusal 


Of Ark. Auto Rate Increase 


“Tf the traffic accidents and deaths 
continue to rise the underwriters will 
be in a better position to demand higher 
rates to offset their losses.” So said 
Arkansas Insurance Commissioner Har- 
very G. Combs, according to the 
“Arkansas Gazette,” of Little Rock, in 
reporting Mr. Combs’ vetoing of “un- 
justified requests” to raise automobile 
casualty insurance rates in the state. 

Commissioner Combs rejected filings 
of the National Bureau of Casualty 
Underwriters and the National Automo- 
bile Underwriters Association. It would 
appear from the wait-for-more deaths 
for higher-rates, that the state really 
believes the old saying, “it’s an_ iil 
wind that blows nobody good.” The In- 
surance Commissioner is said to have 
considered the requests as “premature,” 
pointing out that “in the past 18 months 
insurance rates in this field have been 
raised twice.” 





Supt. Holz Deplores 


(Continued from Page 34) 


the adoption of five policy years in 
place of the two latest. However, he was 
insistent that “we have got to find the 
right solution to this problem so that 
insurance can be profitable for the in- 
dustry and at the same time be within 
the pocketbooks of the purchasers.” 


Speno Gives Republican Program 


State Senator Speno, who followed 
Superintendent Holz, is a member of 
both the insurance and motor vehicle and 
transportation committees in the New 
York Senate. He pointed out that there 
were 2,240 more traffic deaths in 1957 
than in 1956 in this state. Also that 
300,000 automobile accidents were re- 
ported in the first nine months, 12% 
greater than in 1956. At the same time, 
there were 266,000 suspensions of car 
licenses in the first ten months of last 
year. 

Concerned over this situation, the Re- 
publicans in the legislature are putting 
the emphasis this year on education and 
enforcement. “We propose,” said Mr. 
Speno, “that $1 be added to every $10 
in fines levied for traffic violations and 
that this $1 be passed along to the state’s 
high schools so as to provide more and 
better driver training courses.” 

Under “enforcement” the chief recom- 
mendation of his motor vehicle commit- 
tee is that the state’s motor vehicle de- 
partment be separated from the depart- 
ment of taxation by a_ constitutional 
amendment and be set up as a separate 
department. With this accomplished 
(and the sentiment for it is favorable 
according to Mr. Speno) the commtt- 
tee’s long range program would be to 
recodify the motor vehicle traffic law. 
The Senator felt that its language 
needs rephrasing, particularly in con- 
nection with revocation and suspension 
of licenses and out-of-state convictions. 

Special attention will be given to 
accident prone highways, more uniform- 
ity in speed limits, reckless driving and 
drunken driving. In this connection Mr. 
Spena said it is proposed to change the 
wording of the law from “driving while 
intoxicated” to “driving under the 1 
fluence of intoxicating liquor.” 

The Republicans, he continued, frown 
on dangling devices and other obstruc- 
tions which block the vision in the front 
and rear windows of a car. “Over-all, 
we are more sensitive than ever before 
as to the need to do all we can (0 
bring about safer driving on our high- 
ways. 





Underwriters sought an average increas¢ 
of 21.1% statewide. The Mutual [nsur- 
ance Rating Bureau requested an avef- 
age of 23.1% and the National Automo- 
bile Underwriters Association asked for 
7.1% increase. 

Mr. Northington said he would com- 
tinue to study the requests and take 
further action if they are filed agai. 
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Strong Opposition At Albany Hearing 
To Metcalf Health Insurance Bills 


Insurance Spokesmen Present Potent Arguments, Joined By 
Large Industry Representatives; Bills Called Impractical, 
Inflexible; Sen. Metcalf Admits Need for Improvement 


By Betry M. Gaucas 


The insurance industry made a strong 
case at Albany last Thursday against the 
proposed health insurance _ legislation 
sponsored by the Joint Legislative Com- 
mittee on Health Insurance plans (Met- 
calf Committee). At least two dozen 
witnesses presented detailed objections 
to the proposals, being evenly divided 
between insurance industry representa- 
tives and the spokesmen of large indus- 
try corporations, In addition, the Empire 
State Chamber of Commerce and Asso- 
ciated Industries of New York State, 
Inc. joined in opposition with the insur- 
ance people. Very little testimony fav- 
ored the bills. 

J. Henry Smith, president of Health 
Insurance Association of America, who 
is vice president and executive assistant 
of Equitable Life Assurance Society, 
spearheaded the insurance industry’s 
opposition to the proposed bills. His 
statement, delivered on behalf of the 
American Life Convention, Life Insur- 
ance Association of America, and HIAA, 
was highspotted in the January 31 issue 
of The Eastern Underwriter. Mr. Smith 
stressed the ill effects likely to ensue 
from the Metcalf bills if passed, saying 
that they would mean an increase of 40% 
in health insurance costs to New York- 
ers. 

Among the other insurance executives 
who testified against the bills were Don 
Cody, New York Life; Berkeley Cox, 
Aetna Life; Milton A. Ellis, Metropoli- 
tan Life; Gerald S. Parker, Guardian 
Life of America; Donald MacNaughton, 
The Prudential, and Don Whitehead, 
John Hancock Mutual Life. 


Milton Ellis’ Testimony 


Speaking on behalf of his company— 
Metropolitan Life—Mr. Ellis stated the 
blunt fact that the Metcalf proposals are 
impractical. He declared that “they will 
not do the job.” Rather they will slow 
down the extension of health insurance 
coverage. “The bills provide for a high 
Priced’ model insurance,” he declared, and 
added: “If most people will pay for, or 
can afford only a lower priced model, 
tested and time proved, shall we say to 
them that ‘a high priced model is best 
for you—it’s that or nothing ?’” 

In his opinion, the Metcalf proposals 

say: “You can’t have term coverage as 
you can life insurance, but you must take 
lifetime coverage or nothing.” 
_ The speaker then outlined two new 
individual and family type major medi- 
cal policies to be issued by Metropoli- 
tan Life. They cover severe medical 
Catastrophes on a broad comprehensive 
basis up to $7,500 benefits for sickness or 
accident and up to $15,000 for all sick- 
Nesses or accidents to any one person. 

Mr. Ellis explained that Metropolitan 
Life intends to issue these new policies 
or a guaranteed term of five years, re- 
Newable for successive terms up to age 
65. Perhaps in the future, the company 
lopes, it can manage to go beyond age 
65 but with its limited experience in this 
€xperimental field, the Metropolitan Life 
“oes not consider it appropriate now to 





provide substantial benefits at high ages. 
“Tf we attempted to do so,” Mr. Ellis 
explained, “the best premium estimates 
would be too high to be saleable.” He 
added that “this poses the question: you 
may create the high-priced model, but 
can you market it widely?” 

Has Paid-up Hospital-Surgical 

to Age 65 

Mr. Ellis then pointed out that Met- 
ropolitan Life has a hospital and surgical 
expense policy, fully paid up at age 65 
and continuing for life, which was put 
on the market before the Metcalf Com- 
mittee was formed. He emphasized: “If 
its bills were to become law, my company 
could no longer sell these policies. 
Either we would have to increase paid- 
up benefits after age 65, thus raising 
policy premium cost and reducing its 
extension to more people, or else reduce 
the benefits before age 65 to the level 
of the paid-up coverage after 65. We 
would thus cut back its vertical (qual- 
ity) extension during working years.” 
Obviously, Mr. Ellis said, no one would 
gain in these circumstances. 

The speaker then turned to Group in- 
surance which, he said, has been devel- 
oped by employers and employes, very 
often by collective bargaining. Not only 
has the horizontal extension to more 
people been rapid, but also the vertical 
scope has been continually expanding 
both as to amount of benefits and con- 
tinuation of benefits after retirement, 
he said. 

Bills Impractical and Inflexible 

Mr. Ellis labeled the Metcalf bills as 
“extremely impractical and inflexible in 

(Continued on Page 40) 
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Monarch Life Enjoys 
Successful Growth 


NEW LANDMARKS '- ACHIEVED 








Pres. Vanderbrouk Points to $100 Million 
New Life Business; $400 Million in 
Force; $20 Million H.&A. Premiums 


Another year of “successful growth 
and significant achievement” for Mon- 
arch Life of Springfield was reviewed 
by Frank S. Vanderbrouk, president, at 


the recent annual meeting of stockhold- 
ers. Mr. Vanderbrouk, in reporting for 
Chairman Clyde W. Young and fellow 
members ,of Monarch’s board of direc- 
tors, indicated that progress during 1957 
was highlighted by the passing of these 
landmarks: 

1. For the first time in company his- 
tory, yearly income from health and 
accident premiums exceeded $20 million. 
While it took almost 50 years to attain 
the $10 million mark (in 1950), it took 
only seven additional years to attain $20 
million. 

2. Life insurance in force reached $400 
million well before the end of the year. 
While the $200 million mark was not 
reached until 26 years after the com- 
pany began to issue life insurance, it 
took only five years to add a second 
200 million, 

3. For the first time in the company 
history, new life insurance production 
exceeded $100 million. In addition, H. & 
A. production and insurance in force as- 
sets, and capital and surplus all reached 
new peaks. 

By producing $4,864,867 in new yearly 
premiums, Monarch agencies set a new 
company record for H. & A. sales, an 
achievement considered remarkable in 
view of Monarch’s “truly spectacular” 
year in 1956. Life insurance sales 
amounted to $105,676,482, an increase of 
21.4% over 1956. 


“In Force” Up Fivefold Since 1947 


Health and accident insurance pre- 
miums in force totaled $20,659,413 on 
a yearly basis, while life insurance in 
force reached $444,729,097, producing re- 
spective gains of 8.9% and 16.7%. Com- 
parison of figures for 1957 and 1947 
shows that in the past 10 years Mon- 
arch’s H. & A. premiums in force have 
nearly tripled and life insurance in force 
has increased almost fivefold. 

“We attach particular significance to 
this gain in insurance in force,” Mr. 
Vanderbrouk stated. 

Midway through 1957 Monarch in- 
augurated a new method of financing, 
training and compensating newly ap- 


(Continued on Page 42) 
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ARE YOU STILL TRYING TO 
SELL FROM AN EMPTY WAGON? 


That's not the case with Federal’s Agents. 
licensed in all 48 States, Federal offers a full 
line of modern, competitive Life and Guaran- 
teed Renewable A&H . . . backed up with top 
commissions, vested renewals, training schools, 
100% home office service and fifty-one years 
of leadership and experience. Four divisions 
. . . Regular, Credit, Special Risks and Group 
... provide Federal Agents with the merchan-— 
dise to offer any prospect. Opportunities for 
General Agencies are open in all states. Write | 
Agency Secretary, Division D, for full 
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United L. & A. Names 
New Vice Presidents 


FROM CONCORD HOME OFFICE 








Advanced are Dr. Philip M. L. Forsberg, 
Clayton L. Jackson and 
Wm. C. Ingham 





United Life & Accident at a meeting 
of the board of directors last week, 
elected three home office men to become 
vice presidents. They are Dr. Philip M. 
L. Forsberg, medical director; Clayton 
L. Jackson, actuary, and William C. Ing- 
ham, director of underwriting. ~ 

Dr. Forsberg, a graduate of Upsala 
College and Jefferson Medical College, 
has been associated with United Life 
& Accident since 1940, serving as assist- 
ant medical director. He is also a mem- 
ber of the board of directors and the 
executive committee. 

A veteran with four years in the 
U.S.N.R. Medical Corps, Dr. Forsberg 
is an associate of the Life Insurance 
Medical Directors of America; a member 
of the Medical Section of the American 
Life Convention and the Home Office 
Life Underwriters Association. 


Career of Clayton L. Jackson 


Mr. Jackson joined United Life and 
Accident in 1955 as assistant actuary and 
was appointed actuary in June of that 
year. He is a graduate of the Univer- 
sity of Toronto and is a Fellow of The 
Society of Actuaries. He was formerly 
assistant actuary for the Mutual Life 
Assurance Co. of Canada. His World 
War II service includes three years with 
the Royal Canadian Artillery. 

Vice President Ingham 

Mr. Ingham has been associated with 
United Life & Accident since 1949 when 
he joined the underwriting department. 
He attended Duke University and is a 
graduate of the University of New 
Hampshire. 

Past chairman of the Northeast Home 
Office Underwriters Club, Mr. Ingham 
is a member of the Home Office Under- 
writers Association and the Institute of 
Home Office Underwriting. He holds the 
Certificate of Proficiency in Home Office 
Underwriting, an honor awarded by 
these two associations. He served three 
years in the U. S. Navy during World 
War II. 


Mass. Indemnity & Life 


Revises Non. Can Rates 


Massachusetts Indemnity & Life of 
Boston has revised its premium rate 
schedule for certain ages on its long 
and short term policies—No. 161, 162, 
164, 165, 166, 167 and 171. The company 
now has a seven day elimination period 
on two policies, Nos. 164 - 165. 

These policy contracts continue to 
contain three salient features: (1) Non- 
cancellable and guaranteed renewable to 
age 65 (women to age 60); (2) premium 
guaranteed for life of contract, and (3) 
incontestable after two years as to ac- 
curacy of representations in application 
and as to physical condition at time of 
issuance. 








Hillman Promoted to Midwest 


Supervisor of Agencies 


The Massachusetts Casualty of Boston 
has appointed Howard S. Hillman to its 
home office staff as supervisor of agen- 
cies for the midwest. 

Mr. Hillman has operated the com- 
pany’s general agency at Columbus, 
Ohio, for several years and will retain 
his offices in the Hartman building of 
that city. He has specialized in dis- 
ability insurance for the past 20 years 
and is the author of “The Language of 
Health Insurance.” 

In addition to being a life member of 
the Leading Producers Round Table of 
International Association of Health and 
Accident Underwriters, Mr. Hillman 
serves on the board of directors of the 
Columbus chapter of that association. 
He has given much of his personal time 
in building good public relations per- 
taining to the A. & H. industry. 























Harriman And Metcalf Bills Differ 
Over Experience-Rating Of A. & H. 


The following article, written by a spe- 
cial correspondent for The Eastern Under- 
writer, in Albany, points out differences 
between bills introduced January 29 in 
the message of Governor Harriman, and 
the proposals of the Joint Legislative 
(Metcalf) Committee on Health Insurance 
Plans. 

The Harriman bills set forth a leg- 
islative declaration of intent that the 
Superintendent of Insurance and other 
State officials give encouragement to 
insurance and employers to the con- 
tinuation of Group hospitalization and 
surgical and medical expense insurance 
benefits and Group life insurance cover- 
age on retired employes and the ac- 
cumulation by insurers of reserves to 
provide for paid-up insurance upon re- 
tirement. The recognition by employers 
of the need of providing for the con- 
tinuation of such benefits is in the 
public interest. The Metcalf bills contain 
no such proposal 

Differences in Conversion Proposals 

The Adminstration Bill and the Met- 
calf Bill each provides for conversion 
from Group to individual insurance on 
termination of employment or termin- 
ation of the insurance policy. There 
are substantial differences between the 
two proposals. The Harriman proposal 
requires that the individual policy con- 
tain substantially the same coverage as 
was was provided under the Group pol- 
icy, whereas the Metcalf Bill provides 
for minimum benefits consisting of a 
21-day period for hospitalization expense 
and scales of expense reimbursements 
for surgery and in-hospital expenses, 
as fixed by the Superintendent of In- 
surance. The latter’s proposal will not 
only result in a reduction in the level 
of benefits for retired employes when 
compared with benefits in the Group 
policy but also places a state official in 
the position of having to resolve con- 
flicting interests between labor and man- 
agement. The proposed 21-day minimum 
period for hospitalization insurance is 
concededly much lower than that com- 
monly provided in Group insurance pol- 
icies. 

The converted policy under the Ad- 
minstration proposal would provide con- 
tinuity of coverage, whereas, under the 
Metcalf proposal there is a gap in cov- 
erage, since hospital and medical ex- 
penses incurred before the application 
is made for the converted policy and the 
premium, are not covered. 

The premium charged for the con. 
verted policy under the Adminstrative 
proposal is a level premium, equivalent 
to the premium charged for the Group 
insurance and, therefore, is a modest rate 
which the individual who would be on 
a retirement income could afford to pay. 

10% Premium Loading 

The premium under the Metcalf Bill 
would be the rate stated in the manual 
on file with the Superintendent of In- 
surance for the same benefits, plus load- 
ing of not more than 10%. This proposal 
may require the insured under the con- 
verted policy to pay a premium based 
upon his attained age and thereby im- 
pose more burdensome insurance rates 
at the older ages. 

In general, provisions mentioned in 
the Adminstration Bill and the Metcalf 
sill, relating to group insurance, are 
made applicable to non-profit hospital 
service and medical expense indemnity 
corporations. There are some features of 
the Metcalf Bill which are objectionable, 
such as the proposal that the rate 
charged for a converted contract shall 
correspond to the group rate. This is 
because it would conflict with the gen- 
eral practice of charging a community 
rate to all individual subscribers. The 
Adminstration Bill would conform with 
the present practice. 

On Guaranteed Renewable Plans 

The Adminstration Bill and the Met- 
calf Bill each propose that an individual 
contract covering hospitalization expense 


and medical and surgical expense shall 
be guaranteed renewable. The two pro- 
posals differ considerably in substance. 
The Adminstration Bill provides that the 
policy shall become guaranteed renew- 
able first, after one year from its date, 
whereas the Metcalf Bill requires a 
two-year period; secondly, the Admin- 
istration Bill provides that the policy 
shall be incontestable after a period of 
one year, whereas the Metcalf Bill is 
silent on this subject; third, the 
Administration bill provides that the 
premium rate may be changed only pro- 
vided the premiums on all policies in the 
same class are changed according to 
standards on file and approved by the 
Superintendent of Insurance prior to 
issuance of policy. The Metcalf Bill 
allows a change in rate on a class basis 
but does not limit the extent to which 
the premiums may be changed. re 

The Adminstration bills provide that 
an employe insured under a Group life 
insurance policy upon retirement or an 
employe upon attaining age of 60, who 
has been insured for at least one year 
and is insured upon termination of em- 
ployment or of the policy, to convert to 
an individual whole life policy of $2,000 or 
a lesser amount if other Group insurance 
is continued on his life. The premium 
for the insurance will correspond to the 
average premium paid by the employer 
for group insurance, rather than a pre- 
mium based on the attained age of the 
insured. 

Governor Harriman has recommended 
“that Group health policies, including 
hospital, surgical, and medical expense 
policies, must be convertible upon re- 
tirement to individual policies with no 
increase in premium and no decrease 
in benefits; that individual health in- 


Strong Opposition At Metcalf Hearing 


age 39) 


(Continued from 


permitting no change in the level of 
benefits under the Group policy for re- 
tired employes.” In this connection he 
said: 

“In the first place a reduction in bene- 
fits is allowed under conversion policies, 
thus encouraging this poor substitute 
instead of continuation under the Group 
policy. Furthermore, we are convinced 
from wide experience in health and wel- 
fare activities over a long period of 
years that flexibility is needed because 
health—and other—insurance needs of 
our senior citizens are not always the 
same as the needs of the working popu- 
lation. The latter often are concerned 
with a need for sufficient life insurance 
and protection against the costs of acute 
illnesses and injuries, not only in their 
own interest but also in the interest of 
their wives and children; whereas the 
senior citizens may be more interested 
in retirement: pensions to cover everyday 
expenses as well as treatment of chronic 
diseases. The funds available must be 
planned to do the best possible overall 
job and it surely would not help any- 
one for example, to force Group policies 
to provide inflexible health insurance for 
senior citizens if this resulted in lower 
retirement pensions for them.” 

In closing Mr. Ellis said: “We are 
just as anxious as you are to eliminate 
any real abuses in this business, but | 





surance policies may not be cancellable 
after one year from date of issue.” 

On one basic fundamental, however, 
the Governor’s bills differ from those of 
the Joint Committee. The Governor 
would experience rate the premium cost 
after conversion on the basis of the 
Group contract in effect at the time of 
retirement. The Joint Committee would 
use the combined resources of all the 
health policies of the carrier to establish 
a community-wide premium. 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming,- Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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urge you not to go overboard and bring 
about a destruction of the low-priced 
model. If you desire to encourage the 
sale of the high-priced model, properly 
engineered, you might well give further 
consideration to providing a tax incen- 
tive to do so. But we deplore freezing a 
fixed pattern of coverage for all citizens 
as contrary to the principles of volun. 
tary insurance and free enterprise. Any 
such inflexible and expensive program 
will lessen competition, price many 
plans out of the market and might well 
eventually require governmental com- 
pulsion to force citizens to obtain the 
coverage in order to make the program 
work.” 

Donald S. MacNaughton’s Statement 

In recording his company’s opposition 
to the proposed bills; Mr. MacNaughton 
began his testimony by describing brief- 
ly the types of hospital and_ surgical 
plans which The Prudential makes avail- 
able to residents of New York State. He 
said: 

“In the field of individual insurance 
we offer first a basic 35-day hospital 
plan with a surgical schedule. This plan 
is not cancellable by the company and 
is guaranteed renewable during the in 
sured’s entire lifetime. The premium is 
level for life but the table of rates may 
be increased if necessary on a class 
basis. As I read your proposed bills, this 
contract has your blessing. 

“Secondly, we also offer a much more 
comprehensive basic plan that provides 
not 35 but 365-day hospital benefits with 
a surgical schedule. This policy also 
is not cancellable by the company and is 
guaranteed renewable for life, subject 
to the same conditions as the previous 
policy. However, after age 65, the hos- 
pital benefit cuts back to 35 days for the 
rest of the insured’s life; and at age 
65, the policy is paid up and the insured 
need pay no further premiums. As | 
read the proposed bills, this contract is 
bad and is to be outlawed. Its defect is 
that prior to age 65 it provides 330 more 
days of hospital coverage than does the 
plan which has been blessed.” 

Ridiculous State of Affairs 

Such a state of affairs is utterly ridic- 
ulous, said Mr. MacNaughton. “At no 
time during the insured’s life does the 
second plan provide less benefits than 
the first plan, yet, under the bills, the 
first is okay and the second obnoxious. 

“Third, we are now experimenting with 
major medical expense coverage. We 
offer plans up to $10,000, $7500 or $5000, 
each with a different deductible and a 
25% co-insurance feature. This, too, 
cannot be cancelled by the company and 
is guaranteed renewable to age 65, at 
which time the coverage terminates. Un- 
der these bills, out the window goes the 
whole idea, together with our gradually 
emerging experience which would one 
day, I am convinced, teach us _ how 
to write non-cancellable major medical 
for life. 

“We don’t, in the individual field, 
offer cancellable hospital and_ surgical 
insurance. It’s all guaranteed renew- 
able—yet your bills which supposedly 
seek that objective knock off two-thirds 
of our entire program, This doesnt 
make sense. ; 

“Like so many others, The Prudential 
also sells Group health insurance in New 
York State. The nature of each plan 1s 
the result of negotiations between em- 
ployers and employes. Sometimes the 
terms of coverage are the result of col- 
lective bargaining. It would be an undue 
burden on your time to repeat the many 
telling arguments that the proposed 
legislation is a step in the wrong direc- 
tion. I endorse these arguments and beg 
that you heed the record and not see* 
legislation which will retard the gallop 
ing progress now underway in the area 
of Group health coverage.” 

Conversion Cost Necessarily High 

Mr. MacNaughton explained that the 
cost of conversion is necessarily high 
“because for the most part we are deal- 
ing with older ages. When a Group plan 
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Supt. Holz Turns Down 40 % Increase 


Request Of New York Blue Cross 


New York Superintendent  Leffert 
Holz, in an opinion released January 31, 
refused the request of New York Blue 
Cross for a 40% increase in its rates. 
Mr. Holz gave the Blue Cross permis- 
sion to draw on its free surplus ($14 
million) and said he would give con- 
sideration to a rate increase, when the 
free surplus is exhausted, which is ex- 
pected to be sometime after June 30, 
next 

This application was the subject of a 
hearing November 18-19, 1957 in the 
New York County Lawyers Asso- 
cation Building, 14 Vesey Street, New 
York. Following the hearing Superin- 
tendent Holz allowed interested parties 
to submit briefs on the subject. Follow- 
ing, in part, is the text of Mr. Holz’ six- 
page opinion and decision: 

“At the outset I desire to point out 
that, just as the Superintendent is obli- 
gated to guard against excessive rates, 
so, too, is he under an equal responsi- 
bility to insist upon adequate rates. The 
questions which I must resolve are, what 
is the minimum rate which will be need- 
ed in order to permit the Plan to oper- 
ate on a sound basis, and what is the 
latest date to which a rate increase, if 
any, may be safely postponed. 

“The contention is advanced by Blue 
Cross that the present rate structure 
under which it operates is inadequate to 
provide the funds necessary to meet 
both its contractual obligations and its 
general administrative and other oper- 
ating expenses.” 


Comments on Surplus 








There was considerable objection to 
the increase because the Blue Cross’ 
present surplus position does not warrant 
such a rate increase. On this matter 
Superintendent Holz stated: 

“Section 256 of the New York Insur- 
ance Law provides for the accumulation 
and maintenance of the Special Con- 
tingent Surplus Fund (frozen surplus) 
to be created by allocating 4% of the 
annual premium income until such time 
as the said Fund has reached a sum 
equal to 25% of the net annual premi- 
um income. The statute further pro- 
vides that such Special Contingent Sur- 
plus Fund may not be withdrawn or re- 
duced below the required amount with- 
out the approval of the Superintendent 
of Insurance. Although there is no 
provision in the statute for the creation 
of an Unassigned Fund (free surplus), 
the Insurance Department deems the 
maintenance of such a free surplus to be 
4 concomitant part of prudent manage- 
ment in the operation of the Plan. 
“In weighing the subject application 
for an inerease in subscriber rates, 
cannot overlook the Unassigned Funds 
(free surplus) as well as the Special 
Contingent Surplus Fund (frozen. sur- 
plus) accumulated by the Plan pursuant 
to the provisions of the Insurance Law. 
As of September 30, 1957 the free sur- 
plus amounted to over $21,000,000, but 
by December 31, 1957 it has been re- 
duced to approximately $14,300,000. By 
December 31, 1957 the frozen. surplus 
had increased to more than $29,500,000 
and this fund will continue to increase 
at the rate of approximately $500,000 
every three months until it has reached 
a sum equal to 25% of the annual pre- 
mum income. Thus, as of January 1, 
1958 there was available to the Plan 
‘pproximately $44,000,000, of which ap- 
proximately $14,000,000 represented Un- 
assigned Funds (free surplus) and $30,- 

000 represented the Special Contin- 
sent Surplus Fund (frozen surplus). 

The Plan directs attention to the fact 
that the losses have increased progres- 
‘ively during the year 1957 so that by 
- end of 1957 the losses had reached 
figure of approximately $1,500,000 
mace. However, the Plan stresses 
le tact that in all likelihood the losses 
ii progressively mount each _succeed- 
8 month and estimates that, if there is 


no change in the loss trend, the free 
surplus will be completely exhausted by 
the end of June, 1958. 

“Many objectors contended that both th> 
Special Contingent Surplus Fund (frozen 
surplus) and the Unassigned Funds (free 
surplus) exceeded the amounts necessary. 

“Since there is no statutory restric- 


tion on the use of the Unassigned Funds 
(free surplus) in the operation of the 
Plan, the amount of that fund is deter- 
mined altogether by prudent manage- 
ment. Insofar as the Special Cont:n- 
gent Surplus Fund (frozen surplus) is 
concerned, the amount having been fixed 
by statute, it cannot be modified by ad- 
ministrative fiat, that power being vested 
solely in the Legislature. If the fund is 
excessive, only legislative action can cor- 
rect it. 

“After due study and a careful con- 
sideration of all of the facts in the ap- 
plication and of the evidence adduced 
at the public hearing, and in the light 


of the concession by the Plan’s manage- 
ment that its free surplus. will not be 
exhausted at the earliest before June 
30, 1958, I have concluded that the sub- 
ject application should at this time be 
disapproved.” 


Mr. Holz added that he is “prepared 
to give immediate attention to any appli- 
cation when it becomes apparent 
that the Plan’s free surplus will become 
exhausted.” 

Pending action on such application Mr. 
Holz will authorize the withdrawal from 
the Special Contingent Fund (frozen 
surplus) of a sum sufficient to meet the 
needs of the Plan’s operations, 








You can make big money 
in those between-appointment hours 


During those daytime hours, you can 
skyrocket your income selling one of the most 
remarkable small group A&H plans ever 
devised. It’s Combined’s Wholesale Group 
Plan—a saleable package to practically every 
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can do for you. 


Name. 


Combined Insurance Co. of America, Dept. 32 
5316 Sheridan Road, Chicago 40, Illinois 
Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


for five or more employees... even covers pre- 
existing conditions! What’s more, employer 
contribution is not required. If you’re looking 
for a way to get into the A&H field—a way to 
make your between-appointment hours 
productive and profitable—act now... find 
out what Combined’s Wholesale Group Plan 
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Metcalf Hearing 
(Continued from Page 40) 


begins this amounts to nothing, because 
there are no retirees. As times goes on, 
the number of retirees becomes increas- 
ingly large. If, after a few years, several 
group policyholders change from one 
insurer to another, the old insurer is 
then saddled with the cost of all the con- 
verted policies already on the books for 
each of the Group policies. The propor- 
tion between older ages covered and 
younger ages covered becomes distorted 
because the insurer no longer has the 
active lives, because the policyholder 
terminated the contract. It is saddled 
with an unequal proportion of older and 
more costly lives—a situation that could 
not be foreseen or guarded against be- 
cause it can occur at the whim of the 
group policyholder. 

“Think what it would mean to a small 
company who had 70% of its business 
tied up in two large Group cases. If 
both cases went off the books, practically 
all of the people, the company would 
then be insuring, would be over retire- 
ment age. Financial destruction might 
well result. Such a situation may be 
one of the consequences of adopting the 
proposed legislation.” 

In closing Mr. MacNaughton pleaded: 
“Do not destroy what has been and is 
being done in the Group field to accom- 
plish a limited objective for a few people. 
Do not help one person at the expense 
of two others. We are with you in your 
effort to have more people covered by 
cuaranteed-for-life coverage—and, I can 
tell you, we, and the other companies 
like us, are getting there. Until six 
vears ago the amount sold was peanuts 
—but the growth in the last few years 
has been phenomenal. 

“We simply ask you to encourage, not 
discourage us. Don’t suggest legislation 
which will destroy some forms of life- 
time and guaranteed renewable policies. 
If you pursue the course you’ve charted, 
the ultimate result may well be a State 
Health Fund subsidized by tax moneys.” 


Parker on Lifetime Coverage 


Mr. Parker in his statement advised 
the Metcalf committee that at least four 
other major life insurance companies, be- 
sides Guardian Life, make lifetime cov- 
erage available. He further pointed out: 

“T am informed that the cost of life- 
time guaranteed renewable hospitaliza- 
tion insurance is from 25% to 40% more 
than the cost of the same coverage re- 
newable to age 65. Is your committee 
sufficiently possessed of all wisdom and 
all knowledge of the many and diverse 
needs of the public to take on itself the 
responsibility for forcing every man, 
whether he likes or not, to pay that 
much more for his coverage—even if he 
may need the policy for only a year or 
two—as is so often the case? If so, why 
not outlaw term life insurance? Many 
people who buy term life insurance may 
well outlive its term.” 

While agreeing that lifetime coverage 
be encouraged Mr. Parker urged the 
committee not to make it mandatory. 
Rather he suggested: “Promote experi- 
mentation, don’t discourage it. Pass laws 
which will extend health insurance, 
broaden and improve health insurance, 
not restrict it and narrow it.” 

Defends 

Further along in his testimony Mr. 
Parker strongly defended insurance com- 
pany practices in the matter of cancel- 
lations, saying: “Companies consider it 
neither a good policy—public or private 
—to cancel policies merely for deteriora- 
tion in health after the policyholder be- 





Cancellation Practices 


comes insured. More than half of all 
cancellations are for such reasons as 
moral hazard, exaggeration of claims, 


material misrepresentation of facts, over- 
insurance, and similar factors which 
have nothing to do with deterioration of 
health. 


“One crook can cost more than ten 
sick people,” Mr. Parker declared. 
Continuing: 

Conversion Defects in Bills 


“In execution the Metcalf individual 


insurance bill is dangerously defective in 
the matter of conversion, for it forces 
a ‘built-in’ duplication of coverage.” Mr. 
Parker explained that this bill was ap- 
parently drafted on the assumption that 
benefits for a dependent insured under 
a family policy would stop the instant 
that the dependent ceased to be insured 
under it, so the conversion policy should 
not exclude any pre-existing conditions. 
Many, if not most family policies, would 
continue to cover the costs of a claim 
on a dependent if the claim began while 
the dependent was covered under the 
family policy. 

The speaker then pointed to other de- 
fects in the bill such as, failure to pro- 
vide an exemption for the insurer in the 
event of over-insurance through duplica- 
tion of benefits as is done in the Group 
conversion bill. However, Mr. Parker 
chose not to dwell on these defects in 
detail since as he said, “the entire bill 
is so dangerous that I hope very much 
that it will not be pushed or enacted in 
its present form.” 

Defends Experience Rating 
In answer to those Metcalf hearing 


witnesses who consider experience rat-, 


ing for A. & H. as being “if not original 
sin, then only a little less reprehensible,” 
Mr. Parker pointed to the wide and 
practical acceptance of experience rating 
in A. & H. and other lines. He main- 
tained that it provides an inducement 
to employers to provide safe working 
conditions and promote safe work hab- 
its. Furthermore, it has been a major 
factor in the tremendous reductions that 
have occurred in industrial accident rates 
and in holding workmen’s compensation 
rates as low as possible. He went on: 
“In Group insurance, it works the 
same way. An employer who spends 
money to provide healthful working con- 
ditions, good sanitation, health educa- 
tion, and regular physical examinations 
for personnel, and to control malingering 
can reasonably expect to have a lower 
group insurance rate than the operator 
of a dirty sweat shop. And he should. 
“Actually, all health insurance, or for 
that matter all insurance, is experience 
rated. The only difference is in the size 
of the experience base. The service plans 
say it should be a service area and call 
it community rating. The insurance 
companies feels that a large employer is 
entitled to it if his employes are healthier 
than average, and do not malinger. .. .” 


Testimony of Associated Industries 


Appearing at the hearing for the As- 
sociated Industries of New York State, 
John M, McDonald, its legislative coun- 
sel, praised the insurance industry for its 
substantial contributions in adapting 
available coverages to fit the individual 
needs and circumstances of both em- 
ployers and employes. 

“Tf these bills become law,” the wit- 
ness warned, “the business firm which 


GLADSTONE, KANSAS STATE G. A. 

Betram Gladstone has been appointed 
state general agent for Kansas by Béne- 
fit Association of Railway Employes. 
The new agency offices will be in Wich- 
ita. Announcement was made by John 
H. Lumley, executive vice president of 


BAKE. 





does not now have Group insurance cov- 
erage is going to have to think long 
and hard before embarking on such a 
program, particularly in these times of 
diminished industrial and economic ac- 
tivity.” 

Backing up his opposition to the Met- 
calf bills, the board of directors of Asso- 
ciated Industries passed a resolution last 
Thursday disapproving the proposals be- 
cause “the strict limitations they would 
impose on Group coverage would miti- 
gate against the very objectives sought.” 

The board took into account the bills’ 
limitation of experimentation in health 
insurance and elimination of the exper- 
ience factor in reaching the cost of 
Group programs. “This, in fact, would 
seriously increase such costs.” 

John J. Roberts, counsel, said that the 
Empire State Chamber of Commerce is 
“at a loss to understand why employers 
who are now providing health and hos- 
pital insurance coverage for their em- 
ployes should be told by the state that 
what they are currently doing is not 
adequate, while no reference is made in 
the Metcalf bills to employers who pro- 
vide no Group benefits at all.” 

Mr. Roberts said that while his organ- 
ization supports the objectives of the 
cemmittee to make such insurance avail- 
able, “the bills under consideration can 
not be supported.” 

Two other points made by Mr. Roberts 
were: (1) the bills would place New 
York employers at a competitive dis- 
advantage as against employers outside 
the state with whom they would have 
to compete; (2) the state should not take 
it upon itself to decide when employers 
increase wages, how much of said in- 
crease should go into either straight 
wages, pension funds or health benefits. 


Comments by Senator Metcalf 


Senator Metcalf expressed at the hear- 
ing that the purpose of health insurance 
is to cover the needs of the entire popu- 
lation, and not to provide low-cost pre- 
mium expenses to those who are in the 
soundest financial position. He warned 
that elder citizens, disappointed with 
their shabby protection, will turn to 
Washington for the protection that the 
insurance companies have so far placed 
beyond their grasp. He concluded by 
saying that the committee has worked 
on this legislation for two years, but is 
sure that the technicalities of the bills 
can be improved. in fact, since the 
bills were printed, there are one or two 
technicalities that could be revised, he 
stated, 
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Monarch Life Growth 


(Continued from Page 39) 


pointed agents, which helped the com- 
pany expand and improve its agency 
sales force. It now consists of 743 full- 
time general agents, agency supervisors 
and field underwriters. New agency 
branch offices were opened during the 
past year in Beverly Hills, Cal.; Dallas, 
Tex.; Louisville, Ky.; Miami, Fla.; 
Royal Oak, Mich.; Spokane, Wash., and 
Tulsa, Okla., raising to 60 the number 
of Monarch agencies operating in 35 
states and the D. of C. 

Payments to policyholders and bene- 
ficiaries during 1957 exceeded those of 
any previous year, and in reaching $11,- 
959,321 brought the total paid since or- 
ganization in 1901 to $117,071,742. Pay- 
ments in 1957 amounted to $9,245,572 to 
H. & A. policyholders and $2,713,749 to 
life insurance policyholders and_ bene- 
ficiaries. 

Assets at Peak 

At year’s end, total assets reached 
$77,520,136, an increase of $8,914,078 over 
the previous all-time high of Dec. 31. 
1956. Assets exceeded liabilities and 
reserves by $14,940,554—a gain of 13.7% 
over 1956 margin. Mr. Vanderbrouk re- 
ported: “A wide margin of assets over 
liabilities indicates financial soundness 
and ability to meet obligations as they 
come due. We have $123.87 of assets for 
each $100 of liabilities. Our margin of 


safety therefore continues at a_ level 
that is equalled by very few com- 
panies.” 

Invested assets (944% of the total) 


increased during the year by $9,023,194. 
Real estate mortgages showed the great- 
est gain, followed by municipal, public 
utility, and industrial and miscellaneous 
bonds, in that order. Both gross and net 
yields on total invested assets improved 
over the previous year, with the gross 
yield at 3.93% and the net at 3.25%. 

New Policies; Liberalized Underwriting 


Early in 1957 Monarch announced its 
new family life insurance provision which 
was accepted enthusiastically by the 
agency force and by the public, Mr. 
Vanderbrouk reported, noting that this 
contributed largely to Monarch’s life in- 
surance growth in 1957. 

Originally offered only to doctors, 
dentists, osteopaths and chiropodists, the 
company’s new professional overhead ex- 
pense policy is now also available to 


self-emploved attorneys. Other under- 
writing changes include the use of a 


single deductible amount under a maior 
medical policy when members of a 
family suffer 2 common accident or con- 
tagious disease, the removal of the dis- 
tinction between male and female risks 
in issuing non-medical life insurance and 
the broadening of accidental death cov- 
erage as regards aviation risks. 


New Policyholders’ Service 


During 1957 the company developed 
procedures and techniques which will 
“permit us to offer to owners of older 
policies many of the improvements con- 
tained in our most recent policies with- 
out their sacrificing in any way the 
rights and benefits which they have in 
their existing policies.” stockholders 
were told. “A carefully planned program 
will soon be launched under which all 
eligible policyholders will be given a full 
explanation of the opportunity to moder- 
nize their coverage.” 

In closing Mr. Vanderbrouk 
“Our greatest asset consists of our per- 
sonnel, both in field and home office. 
The addition of new salesmen and staff 
members and the individual growth and 
development that members of the Mon- 
arch family strive for and achieve rep- 
resent gains made during the year which 
will not be reflected in our balance sheet 
for some time to come, but which 1n- 
sure our future growth and success even 
more than our tangible net worth, !m- 
portant as that is. 

“To the 1400 people who make up the 
Monarch personnel, we wish to express 
our appreciation and gratitude for an- 
other year of successful growth.” 


said: 
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